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SAYS COLONEL CLIPPER 


our sales of Clipper Belt Lacing Hooks and Clipper Belt Lacers have 
ceeded our most optimistic expectations. 


0 you mill supply jobbers and your salesmen, we express a hearty “Thank 
ou!” for fine cooperation. 


We’ve tried to help you; first, by making the best belt lacing hooks and lacers 
er put on the market; second, by backing you up with a strong advertising 
mpaign, in the course of which Colonel Clipper made 16,000,000 (literally) 


Appearances in print; third, by protecting you in selling only through estab- 
lished jobbers. 


Kor 1937 we promise increased help. It pays to stock a full line of Clipper 
Belt Hooks, Belt Lacers, Belt Cutters, Rawhide Pins and Special Pins. 


LIPPER BELT LACER COMPANY, Grand Rapids, Michigan, U.S. A. 
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Convert 


your customers Hand tools into Power tools! 











‘To make electric power equipment available at 
a moderate cost, we offer the No. 46 Beaver 
Power Drive with portable stand and auniliary 
tools tor cutting and threading pipe up to 2-inch. 
For cutting '3 to 2-inch pipe, we recommend 
the No. 5 Beaver Square-End Pipe Cutter which 
leaves a clean, square end without inside or out- 


side burr. 





kor threading, we recommend the No. 17 
Beaver Ratchet Handle with unit Die Heads. 
These heads may be purchased  separately— 

to 2-inch—it is not necessary to buy the full 


range. 


With an extension drive shatt this equipment 
can be used to operate geared tools for cutting 
and threading pipe from 2!. to 12-inch sizes. 
The portable stand, as shown, is equipped with 
sliding handle bars so that it can be moved about 
like a wheelbarrow. The tray is punched with 
round openings to hold No. 17 Beaver Die Heads. 
Resale Price —Anywhere in U.S. A. 
No. 46 Beaver Power Drive... .$195.00 
Portable stand (as shown).......$ 20.00 

















BEAVER PIPE IQDLS 


1200 MILLS AVE. The Quality Line—Since 1900 WARREN, OHIO 
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HERE IS THE {© 
“OPENING GUN“ 


—in the new advertising campaign 





DELAWARE 


WILMINGTON 





that is going to turn industrial hose 


HOSE « RUBBER CO 





buvers to Electric Hose distributors 
Thousands of your customers will read 
ads like this in leading publications 


Are you ina position Lo eraetail a 
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~ FACTORY 


WILLIAMS’ ‘‘C’’ CLAMPS 


Drop-forged, then heat-treated for extra stiffness 
and strength, Williams’ “C” Clamps in 5 pat- 
terns for light, general and heavy duty, give the 
kind of service that means repeat sales— 


multiple profits. 


““VULCAN’’ LATHE DOGS 


“VULCAN” Dogs are drop-forged from a strong, 
tough grade of specially selected steel. Furn- 
ished in all popular patterns and sizes with 
hardened screws — hollow-head for safety — or 
conventional, as desired. Established demand 
makes “VULCAN” Dogs an exceedingly profit- 
able line to stock. 


WILLIAMS’ STRAP CLAMPS 


“VULCAN” Strap Clamps are designed for, and 
successfully withstand, severe service on lathe, 
planer, drill press, milling and boring machines, 
ete. Six patterns, sizes up to 10 inches—all 
consistent sellers. 1-844 


Place Your Orders Nou 
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HERE IS FOOD FOR THOUGHT! 


By E. B. GALLAHER 
Editor, Clover Business Service 
Treasurer, Clover Mfg. Co. 


HE TRIPLE MILL SUPPLY ASSOCIATIONS have come out, through their 
newly-conceived Industrial Foundation, with a plan and program designed to 
increase the distributors’ share of mill supply sales to the industrials, calling attention, 
and rightfully so, to the fact that a half billion dollars of business is at present being 
sold around the distributor direct by the producer. 


For several years we have preached this very apparent fact in many editorials in 
Clover Business Service, and have published many advertisements on the same subject 
in Mill Supplies and other trade papers. 





We congratulate the Committee upon bringing the principles involved so forcibly to 
the attention of the Mill Supply Distributors. We hope it may do some good. 


Manufacturers are being asked to get back of this movement—they should. 

May we suggest, however, that when a distributor contracts to represent a manufac- 
turer, it is exactly like a marriage contract—they take each other “for better or worse. | 
They must be loyal to their contract. | 





Some distributors are anxious to get an agency proposition, with the long dis- 
count it carries, only to forget their obligation and flirt with competitors’ merchandise— 
or they get an agency and do nothing with it, leaving the manufacturer poorly 
represented. 


From the manufacturer's standpoint, establishing an agency is the same as opening 
a branch house—or it should be so. 


A manufacturer has a right to expect the same service from an agent as he would 
from his own branch, because he is paying for the service. 

Possibly some distributors have failed to realize the above facts, and this has had 
much to do with the amount of direct selling which is going on today. 


Think it over, and profit from the work of the National Indus- 
trial Distributors’ Foundation. The business is there if you will 
play the game! Naturally, the manufacturer will have to do his 
share, too. 


|| KE. B. GALLAHER 
CLOVER MANUFACTURING COMPANY |) Ciover atts. co., Norwatl, Conn. 
NORWALK, CONN., U.S.A. - You may send me, without obligation, samples of: 


| Green-Stripe Flint Sandpaper. 
_Red-Stripe Turkish Emery Cloth. 
| Yellow-Stripe Aluminum Oxide Metal-Working Cloth. 























| Yellow-Stripe Aluminum Oxide Wood-Working Cloth. 
Yellow-Stripe Aluminum Oxide Wood-Working Paper. 




















ABRASIVES __| Orange-Stripe Garnet Paper. 
Orange-Stripe Garnet Cloth. 








__| Clover Water-Mixed Valve-Grinding Compound. 








| 
SANDPAPERS | Clover _Grease-Mixed Grinding Compound. | 
| 


METAL-WORKING PAPERS AND CLOTHS 
WOOD-WORKING PAPERS AND CLOTHS 


Name 





Address 








‘ Sol a) , o_ * Dp a an) , T 
CLOVER GRINDING AND LAPPING COMPOUNDS Ghenkeiin 6b Gabi 
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—E C PILLOW 
BLOCKS 








FLANGE MOUNTINGS 





UNIT TYPE PILLOW 
BLOCKS 


BALL AND SOCKET 
PILLOW BLOCKS 


. » «IN DESIGN, IN ECONOMY, IN EFFICIENCY 
AND IN PROFIT POSSIBILITIES 


Now’s your chance to cash in with Ahlberg. Factories everywhere are launching plant 
and product modernization programs which will inevitably lead to substantial power 
transmission equipment sales. With Ahlberg’s new line you can not only offer 
the most complete range of units, but an entirely modernized line embracing the only 
noteworthy advances in Pillow Block construction within the past 20 years. Once you 
investigate these engineering features you'll want to sell the line rather than try to sell , 
against it. Write for complete information about this profit opportunity. 


AHLBERG BEARING COMPANY 
321 East 29th Street Chicago, Illinois 
PILLOW 


In addition to the new CJB Pillow Blocks, 
B LO C K S Flange Mountings and Take-Up Units, The 
Ahlberg Line includes a profitable set-up 
on famous CJB Master Ball Bearings and 
Ahlberg Ground Bearings. Write for cata- 
log and full particulars about our liberal 
franchise. . 
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%& For more than 40 years, it has been the policy of this Company to make it as easy as 
possible for our Distributors, and, of course, the users of our products, to secure them as 
promptly as possible. 

In 1895, we established a complete Stockroom in New York. When Industry began to 
move westward, on September 1, 1901, our Chicago Stockroom was opened at 9 North 





Jefferson Street. It was organized to serve the great Mississippi Valley on 24 hours’ notice, 
from regular stock on hand. It has successfully served that vast area for 35 years and, 
today, carries a stock not only of our regular tools, but “Specials” of one kind or another 
to meet the needs of the region. Although Distributors maintain large inventories of our 
tools, they know that they can secure 24 hour delivery from Chicago—or New York— 
or San Francisco—or Detroit—or Cleveland. 


Because of this strategic location of Stockrooms, filled with large stocks of regular tools, 
we are able to advertise to users that “CLEVELAND DISTRIBUTORS EVERYWHERE ARE 
READY TO SERVE YOU.” 


TWIST DRILL 
Cc 


OMPAN Y 
1242 EAST 49° STREET 
©; &. 


| eae See Se 8 


TRADE MARK REG Par . a™ . “ 
3O READE ST NEW YORK 9 NORTH JEFFERSON ST. CHICAS 654 HOWARD ST SAN FRANCISCO 
6515 SECOND BLVD... DETROIT LONDON - FE. P. BARRUS, LIL $> $6 STLPPER THAMES SE.E CS 
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rolled steel b3 

durability—so w 

the new Yarway Intf 

bright cadmium-plated in8% 
durable rust-free protection. 


Valve and Seat Stainless Steel, heat-tregseé 
We couldn’t improve upon the simp} 

“one moving part” design— so 

bonus of years to its life. Hgefce the new 
Yarway Trap valve and seat gg€ stainless steel, 
heat-treated, to practicaf eliminate wear. 


following revolutig ary features that this 
trap has always off 


g@lght— needs no support. 


se—low radiation loss, 


quires no priming—it is self-priming. 
asily installed. 

Six sizes— 1, in. to 2 in. for pressures to 

400 Ibs. 


* Proven by years of severe service. 


Check these features—and you'll recognize 
anew avenue team [Pp Economy for 
your plant. 


Ask your mill supply house of write for 
Catalog T-1721. 


YA CARING COMPANY 
Mermaid Place Philadelphia 


YAR WAY ONE OF 1,200,000° YARWAY MESSAGES TO STEAM TRAP USE 


Impulse Principle Explained: If you are interested 
in the complete thermo- dynamic explanation of this 
trap’s operation— write for your copy of a paper re- 
cently pre: d before the American a of 
Mechanical Engineers and published in the August 
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“GJ BOSS” HOSE COUPLINGS 


AN 
INNOVATION 


COPPER 
INSERTED 
SPUD 










WASHERLESS 
RUST-PROOF 
POSITIVE SEAL 
PERFECT RADIUS ON STEM 








The greatest improvement since the advent of the reqular "BOSS" Coup- 
ling 20 years ago. You qet an absolute seal without effort—due to the 
inserted copper seat of the spud, which seats aqainst the accurately de- 
siqned radius of stem. Complete satisfaction quaranteed on Steam, Air, 
Liquid. No leaks—no worn out washers. 


NOTE: Regular "BOSS" Couplings have not been discontinued. This latest type is 
simply an addition to a famous line that has set steady records of high sales 
for Mill Supply Salesmen the country over. 


“TWO DECADES OF PROGRESS” 
Send for Latest Catalogue 


DIXON VALVE & COUPLING 


BRANCHES .. . . . BIRMINGHAM 
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Couplings* 
Because 


They Are Insurance of 


MAXIMUM HOSE SERVICE 
... And That Builds Hose SALES 


Your hose customers will come back to you—and others too—when you sell hose 
equipped with these DIXON Products—because they will give such perfect trouble- 
ree service at such small cost. Remember—no matter how excellent the hose, if the 
couplings are faulty the whole hose is condemned—and you lose business. Sell DIXON 
Products for maximum profits. 


“AIR KING 4 "AIR KING" Hose Couplings and 





UNIVERSAL threaded (Male and Female) Ends set 
new standards of strength, air tight- 
HOSE COUPLINGS ness and quick action. A quarter 
twist —a +t f ist — and 
BRONZE MALLEABLE IRON wist—a turn of the wrist — an 


they're coupled or uncoupled. Leak- 
less under high or low pressure or 
vacuum. As a further assurance that 
they will not come apart due to hose 
twist or excessive vibration, the heads 
are provided with parallel holes (pat- 
ented), through which a wire, cotter 


: pin, etc., can be inserted. Users get 
Both Styles, Bronze and Malleable Iron Cadmium ait: wnntee tn epal Ges “tl 


Plated, are identical in desiqn—are interchangeable KING"—and distributors build per- 
with themselves and others; meeting this the estab- | manent business. 


lished standard. 


CO., PHILADELPHIA, PENNA. 


LOS ANGELES ......... .. .. . HOUSTON 
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From 
Light Assembly to 
Heavy Reaming 





‘maghd 
MAG ~ when you handle 


. the Van Dorn Line you have a drill to offer for every purpose 
DRILLING OIL BURNER CASTINGS for installing name plates with the . WAG : F 
Van Dorn %”" Drill—the tool with a thousand and one uses in assembly work. from the light, speedy ’46" Drills for assembly use to the big, 


powerful 1” Heavy Duty Ball Bearing Drill which takes two 









AAR &J RAL husky men to handle. Twenty drill models in all—twenty more 


pt og hye reasons why Van Dorn jobbers are getting a big share of 


b Boys pers the new-tool business. Write for particulars and new Van 
Bearing Drill. Dorn Catalog. The VAN DORN ELECTRIC TOOL CO.; 


717 Joppa Road, Towson, Maryland. 
7 (Div. of The Black & Decker Mfg. Co.) 





TIE UP WITH 


STEADY PROFITS 


HEAVY DRILLING AND REAMING in structural steel is quick 
work for the big, husky Van Dorn 1” Heavy Duty Ball-Bearing Drill. 


10 MILL SUPPLIES @ DECEMBER 1936 

















UMI 


For 


PURCHASING 

CATALOG and =D 
SALES BS 
DEPARTMENTS 


ALLIGATOR 


TRADE MARK REC. U.S. PAT. OFFICE 


STEEL BELT LACING 


TWO NEW SIZES 
EIGHT NEW BOXES 


Available December 1, 1936 
& 








TO AVOID CONFUSION 
New boxes of NOS. 00, 1A, 15 and 20 will be sup- 
plied on all orders shipped, commencing December 
1, 1936, unless old style packing is specified. 


Sole Manufacturers 


FLEXIBLE STEEL LACING CO. 


U.S. A. 


4633 LEXINGTON ST... CHICAGO, ILL., 
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“GOODRICH ranks No.1 in policy, 
co-operation, advertising, Service” 





Oc tober 23, lgs6 


The B, 
1 F, Goodrich Co., 


S Toad 4 S 

cattle, mamniarer, 
Gentlemen: 

Having 

Just Com 

Wi iDle 

eae © fifth, “tn mother very 

word ar" é Sy which we ha “isfactory ear 

o* appre Your Plea ? 
this time, “ton would nos pany, we feel that 
t of 13 . 
Frog me at 
? 

Jobbers - tap if we Were 
= bn y, oa With whom Classi ry the 

in wi 

%s Poca. Goodrich as — advert, “ ° business 

Westj ably Service 
We find No, a 
that 
Pressure the G drich product 
“Ul ficien Se ts eeds no high 
> © name i 
s 


themselyec Make the 
ves take care of ap ale and the good 
“Sales, s 
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ple of 
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vy the Lact that oar oa Goodrich 4 i 
Sale 8 llustre_ 


is latrus 
ted 
Privilege of oaj);.U48t of OUFr custome... °71Y one who 
Mers with 
re the 


have never . Ne On 
. fail them to 
frog the voodricn Teceive . 
Co., both fastery vot °0-operatio 
8nd loca] 5 = 
ranch, 


a ¥ 
LM, very truly, 
bale Sea 
| o- 


q E. BEAN, Pres., | 
|| Olympia Supply Co K 








It is letters like this, received every year by the score, that make us te-affirm our 
Distributor policy—to keep our line, our advertising, our prices, our methods so 


planned that Goodrich Distributors will continue to profit increasingly, The 
Goodrich Company, Mechanical Rubber Goods Division, Akron, Ohio. 


as 
BEER 


edvioh ~~ “<ue 
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JAMES A. CHANNON 
Editor 


Less Reciprocity, Please us 


@ An editorial on these pages by all rights 
should be addressed to industrial distributors 
and their salesmen. However, in an industry 
in which distributors and manufacturers are 
so close it is difficult at times to discuss cer- 
tain subjects without considering the latter. 
Such a subject is reciprocity buying or selling. 

The following remarks, then, are addressed 
to manufacturers of industrial supplies “over 
the distributors’ shoulders.” 

During the past ten years a noteworthy 
change has been wrought in the thinking of 
the average manufacturer of industrial sup- 
plies. Where he formerly thought of indus- 
trial distributors solely as purchasing agents 
for the industrial plants in their territories, 
he now regards them primarily as sales agents 
for his line in a given territory. 

Into this picture steps depression-born reci- 
procity. Certain manufacturers, hungry for 
volume, have spread their industrial supply 
purchases from Maine to California, using 
them as a wedge to secure new distributor 
volume, sacrificing the real value of the local 
distributors to their operating departments. 

This practice places added burdens on the 
production departments of these manufac- 
turers. It requires them to order industrial 
supplies in larger quantities, to carry larger 
non-productive stocks and definitely tends to 
raise the cost of their manufactured products. 


But, you may argue, look how it reduces 
our sales cost. Does it? Does the fact that 
you are employing the reciprocity argument 
enable you to reduce the number of your sales- 
men? Does it permit you to let up on your 
advertising job? Does it, in fact, accomplish 
anything for your sales department except to 
turn its mind away from the type of construc- 
tive selling which brings lasting results and 
give it a wobbly crutch? The answer, we 
believe, is “no!” 

Consider the distributor business you se- 
cure as a result of reciprocity buying. Can 
you expect to hold these accounts in the fu- 
ture in the face of hard-hitting competitors 
who will talk the profit possibilities in “sell- 
ing” their lines as opposed to “buying” yours? 

We can understand the origin of reciprocity 
selling in the supply business. All of us know 
that reciprocity has been “ridden hard” by 
our railroads and some large industrials. We 
realize that payrolls had to be met during the 
depression. You manufacturers are human— 
you used the methods which had been used 
on you. 

However, for the welfare of your own busi- 
ness and for the welfare of the industrial 
supply trade on which you are so dependent 
for your livelihood, we urge that you consider 
the “real cost” of reciprocity buying, its prob- 
able ultimate effect on your business. 
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THE REPUBLIC 
9-POINT POLICY 


*% A line of rubber items sufficiently 
complete to permit effectively supplying 
the requirements of the trade solicited. 


*% A quality of product uniformly good 
and capable of delivering service re- 
sults that should reasonably be expected. 


*% - price basis inducing and making 
possible aggressive competition with 
reasonable profit return 


%& Freedom from competition from his 
source of supply, either direct or indirect, 
among the trade covered by his day 
to day solicitations 


*® Selling helps of reasonable amounts 
so that his sales force may be given the 
advantage of specialized training and 
knowledge of the product sold 





















































BELTING ®@ 


ie REPUBLIC RUBBER 


Moanufacturers of HOSE 
PACKING 
MOLDED PRODUCTS 


SS 
BUSI ARTERIES 
AT tH EFFICIENCY 


N the mechanical rubber goods business, dis- 
tributors are vital arteries of trade—provid- 
ing economies that no other means can supply. 


The determined policy of Republic is to support 
and expand the function of distributors by giving 
them every aid in extending their service. Our ex- 
perienced field representatives constantly work 
with them to bring factory cooperation closer and 
closer to their needs. 


For the good of all, these arteries of distribution 
must be kept at high efficiency and enlarged to 
meet industry's growing demands. 

We are ready to give you the benefits of our 
long efforts which have so successfully advanced 
the prestige and profits of Mill Supply Distributors. 


YW) YOUNGSTOWN : OHIO 


LEADERSHIP IN POLICY, PRODUCT AND PERFORMANCE 
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HE night before Christmas will find the aver- 
age distributor and salesman wide awake to 
the opportunities ahead in 1937 but, as always, 
there will be those whose eyes will be closed to the 
chance to gather in bigger volume, good profits 


and better collections. 


These men will not realize 


that improved methods and sales pressure will 
yield handsome dividends during the coming year 
—a year which promises to approach 1928 and 


1929 in industrial activity. 


The gifts are there 


just waiting to be snatched from “St. Nick’s” bag. 
Be sure that you aren’t one of those equipped with 
a fork when the heavens are raining soup. 





@ One Richmond (Virginia) news- 
paper recently commented on the 
fact that just 25 years ago Alvin 
Smith was appointed stage manager 
for a production of “Alice in Won- 
derland.” And Alvin is still “troup- 
ing,” having just finished an ex- 
tended tour of over a month’s dura- 
tion visiting distributors in the 
Southern Association. 


@ A well-known economist estimates 
the increase in 1937 physical vol- 


ume of output as compared 

that for 1936 as follows: 

Private residential build- 
Fe ae en here ae plus 


Agricultural equipment. .plus 2 


Heavy electrical equip- 
We Velerers cieesks plus 
Railway equipment...... plus 
ae. re plus 
ey CO rere plus 
Industrial equipment... .plus 
Chemical output ........ plus 
Gasoline consumption. .. . plus 


with 


15% 
50% 
20° 
15% 
40% 
10% 


"0f 


(ye 
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@ There seems to be considerable 
worrying being done about the mul- 
tiplicity of cash discounts being ex- 
tended by manufacturers of indus- 
trial supplies. We all know that 
both distributor associations are 
working to establish a 2%, 10th 
prox., standard. We all know that 
they have made real progress. But, 
at the same time, we know that 
there are some manufacturers who 
haven’t budged yet and that many 
customers try to take the same cash 
discount regardless and that we are 
squeezed between the two. The dis- 
tributors in one city offer a solu- 
tion. They religiously extend to 
their customers the same discount 
extended to them. One distributor 
of that city (volume about 1,000,- 
000) states that this practice nets 
between $500 and $1000 monthly 
over and above cash discounts al- 
lowed. In a small margin business 
this is worth considering. 


@Supply house executives with 
Christmas spirit just bubbling over, 
will notice in this issue a Christ- 
mas order blank for MILL SUPPLIEs. 
What better Christmas present 
could you give to the up-and-com- 
ing young order clerk or telephone 
salesman than a year’s subscription 
to the magazine of his trade? What 
present is more likely to yield fu- 
ture dividends both for him and for 
you? The Directory issue alone 
(due later this month) is well worth 
the small expenditure. 


@ The staff of MILL SUPPLIES takes 
this opportunity to wish every ex- 
ecutive and salesman in the supply 
business the happiest sort of a holi- 
day season, bigger and better bo- 
nuses, low taxes and a “whopper” 
year in 1937. 


@ In less than a month, the Indus- 
trial Supply Research Bureau se- 
cured the support of 68 distributors 
and manufacturers to its new plan. 
The amount subscribed totalled 
$4000. As was pointed out in the 
November issue, the Governing 
Board is prohibited by a resolution 
of the last convention from going 
ahead with the well-designed adver- 
tising campaign until $10,000 has 
been raised. All association mem- 
bers have received the “red book”. 
Don’t delay in buying a share in 
this promotion campaign. 








I remember one call involving a twelve-mile 
walk when the temperature was twelve be- 
low zero. 


Selling in 
Celluloid Collars 


An Interview with 


ALVIN M. SMITH 


President Smith-Courtney Company, 
Richmond, Virginia 


F YOU supply salesmen of to- 
day—riding around your terri- 
tories in knee-action, soft-cush- 
ioned, heated cars; over smooth 
wide highways to the radio croon- 
ing of Rudy Vallee—think that 
you have a tough job, let me take 
you back a few years (38, in fact) 
when I was a brother “drummer.” 
Now I do not mean to imply that 
you have a better welcome in your 
customer plants or that it is easier 
today to secure an order or that 
competition was any keener years 
ago. But I certainly wish to show 
that covering a territory in my 
country was infinitely harder on 
the constitution than it is today. 
When I graduated from the 
stockroom and was given a pair 
of salesmen’s shoes in 1899, my 
territory was the Chesapeake and 
Ohio Railroad east of Huntington, 
West Virginia. At that time I 
was with the Miller Supply Com- 
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pany and my territory was com- 
petitive to my father’s firm, the 
Smith-Courtney Company. We 
didn’t have automobiles or high- 
ways—and we worked the towns, 
mines, sawmills, paper mills and 
so forth, along the railroad. The 
bunion department was our prin- 
cipal means of getting from plant 
to mill to mine. Many have been 
the days when I hiked eighteen to 
twenty miles—out in the country 
along dusty or muddy dirt roads 
and paths, up hill, down dale to 
reach the out-of-the-way mills or 
mines. In winter, in summer—I 
shiver to think of it! I remember 
one call involving a twelve-mile 
walk when the temperature was 
twelve below zero. 

We carried a real load, too. A 
catalog that was about a foot 
thick and weighed twenty pounds 
or more. A sample case with valve, 
files, saws, a piece of wire rope, 
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and so forth—another twenty 
pounds or more. Then, of course, 
a grip with a nightshirt, a few 
shirts, long underwear and cellu- 
loid collars. Now picture that load 
and a day’s route. Did you ever 
see a sawmill or mine right next 
door to the railroad station? I 
never did—they were always way 
out in the woods some place—two 
miles, four miles, yes, many six 
and eight miles out. 

I’ll take you on one of my old 
trips. We will start off Sunday 
night in a sit-up-all-night-hard- 
seated C&O Railroad coach. Our 
first stop—about midnight and a 
three-block hike to the old Colonial 
Hotel. While the hospitality was 
unbeatable, the equipment in those 
days didn’t make for soft living. 
One bath, one toilet, and a well 
rounded variety of cinch-bugs, 
bed-bugs, fleas and other animals 
to keep you company. The hotel 
is filled—not a room left. But the 
traveling fraternity in those days 
had a different code. Anyone alone 
in a double bed had to move over 
and take a bedfellow—no ques- 
tions asked. So, we get “bunked” 
with a barrel-chested, foghorn- 
bass extra-loud snorer. And the 
next morning it’s get in line at the 
toilet and washbowl—shave, pack, 
pay the fifty-cent hotel bill, eat a 
twenty-cent breakfast and we’re 
off to our first call—on the edge 
of town. On our way we will have 
to scratch a couple of times here 
and there because we’ve picked up 
a “friend” or two. About a mile- 
and-a-half hike to our first stop. 
It’s snowing or raining—or maybe 
it’s 96 in the shade. Have you ever 
noticed how few really perfect 
days we have for hiking from one 
plant to another? 


When Orders Were Orders! 


Well, of course, we get an order 
—boy, we got them in those days! 
Transportation wasn’t as fast as 
it is today, our calls were not as 
frequent, and the result was that 
the average order in the old days 
amounted to a large dollar volume 
per call. Now for our next call— 
a mine five miles out in the moun- 
tains. No horse and buggy allowed 
—except to extra special “star” 
salesmen and I wasn’t a star. An 
hour and a half later, a little tired 
in the bunion department, we ar- 
rive at the mine’s office. We find 
the superintendent is down in the 
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mine and he is the fellow we have 
to see. So it’s catch a “donkey” 
car, ride down perhaps a mile and 
a half into the mine and button- 
hole the mine _ superintendent. 
About 2:00 in the afternoon we 
have the order for the various sup- 
plies needed written up—you 
didn’t forget what you were after 
when you had to hike 19 miles a 
day. Then for a little lunch. The 
best the mine offered was a can 
of sardines, cold baked beans and 
some soda crackers. If I could 
lay all the sardines I have eaten 
end to end, I guess they would 
reach from the door of my office 
here in Richmond to Carl Krue- 
gers’s place in San Antonio, Texas. 

Now to the next town—our best 
bet was to cut back to the rail- 
road track and take a chance on 
finding a freight train lumbering 
along in our direction and flip it 
to save some of the 8-mile hike. 
We will make a late call on the 
sawmill in the next town—get a 
room at the hotel—have some din- 
ner—make out our reports—send 
in the orders—play a little poker 
and pray that we will have the 
bed alone for the night. And so 
on for four or five weeks. In those 
days we couldn’t get home every 
few days like you fellows do today. 
A trip meant thoroughly covering 
the territory and there wasn’t time 
for doubling back home. 

It was a mighty tough grind but 
the supply salesman in those days 
laid the foundation for the growth 


And the next morning it’s 
get in line at the toilet 
and washbowl. 





of our business. We were on the 
job. We had our routes and our 
schedules for covering the terri- 
tory and we made the calls re- 
gardless of how far we had to 
walk. Our customers knew pretty 
well when we would be through 
their territory and we served them 
to the very best of our ability. 
They came to depend upon us for 
their tools, supplies, and equip- 
ment—and for credit: Supply 
houses in those days financed any 
number of sawmills and other 
businesses by equipping them. In- 
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So we get “bunk- 
ed” with a bar- 
rel-chested, fog- 
horn-bass, extra- 
loud snorer. 


cidentally, salesmen had to collect 
their own accounts. 

If you fellows of today think 
that competition is keen don’t 
think for one minute that we had 
a snap 38 years ago. Rivalry be- 
tween supply houses was just as 
keen as it is today and we did our 
level best to outsell, outsmart, and 
beat the other fellow to the order. 

I’m not trying to say that we 
old fellows had more guts than you 
fellows have today. I know full 
well that if conditions were the 
same today as then the present 
crop of supply salesmen would 
handle the job just as effectively 
and work just as hard and as well 
as we did. However, the point is, 
today you have it a lot softer and 
I’m going to have my fun in mak- 
ing the comparison. 
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After all, I am not yet out of 
the swim. I’m still a brother drum- 
mer. But I make my calls in soft 
style just like you do today. And 
it’s lucky that I have it easy be- 
cause the early days have left their 
scars—my neuritis for example! 
I don’t begrudge you a whit of 
your easier life. However, I be- 
lieve that the difficult conditions 
we faced years ago created a bet- 
ter fellowship among the sales- 
men, and the one golden reward 
for my many years of travel has 
been the cherished friendships 
that had their start back in the 
old Colonial Hotel while we were 
waiting at the one washbowl to 
take our turns at getting our 
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shaves and washing our celluloid 
collars. Those were the days when 
the girls’ national anthem was “I 
wouldn’t marry a traveling sales- 
man.” 





IT MAY BE that Mr. Smith is 
right and that selling supplies 
back in “the good old days when 
men were men—” was a lot 
tougher than it is today. We have 
a hunch, however, that many of 
the present day crop of salesmen 
can match Alvin’s experiences 
and perhaps go him one better. 
If heads are to be kept up in the 
presence of these “oldsters” some 
one of you had better answer the 
challenge. —Ed. 











Take 
the 
Air! 


Compressed-air hose can and 
does take it—and delivers it 
where needed. But what 
kinds of hose are there, why 
are they needed, and most of 
all, who buys them? Here 
are the answers to all these 
questions. 


By 


E. J. TANGERMAN 
Technical Editor 


T’S the tail of a lizard that gets 

most wear, and the air hose con- 
necting tool and compressor that 
likewise has to take it. But the 
conditions under which it must 
serve vary so greatly that hose 
kinds must vary to meet various 
conditions. Hose for shipyards, 
railroads, steel plants, foundries, 
and industry in general, is likely 
to be tugged around all over the 
place, so must be reasonably re- 
sistant to abrasion and tension. On 
portable street compressors, mines 
and quarries, greater resistance to 
oil is required, particularly in the 
first case, where the compressor 
passes a lot—and oil rots rubber. 
In general, the hose must have 
strength and thickness to resist in- 
ternal and external heat, tension, 
crushing, exposure and aging, must 
have internal braid fabrics strong 
enough but yet light enough in 
weight to be flexible (but not kink- 








INDUSTRY 
Abattoirs 


Acid Plants 


Airplane Builders 


Agricultural 
Makers 


Alcohol Plants 
Artificial Stone Makers 
Asphalt Mining 
Automobile Makers 


Implement 


Automobile Service 


Bakeries 
Bleacheries 
Boiler Manufacturers 


Brickyards 
Canneries 
Cars, R.R.St., Builders 
Car Repair Shops 


Carriage Builders 
Cement Mills 
Chemical Plants 


China Works 
Clothing Manufacturers 


Coal Mining 


Contractors 


Cordage and Twine Mak- 
ers 

Cranberry Bogs 

Cutlery and Tool Manu- 
facturers 

Dairy Manufacturers and 
Dairies 

Divers 

Dredging 

Dry Docks 

_~- ands“ Finishing 

Electric Light and Power 
Companies 

Explosive Manufacturers 

Fertilzer Plants 

Fiber Plants 

Fireworks Makers 

Foundries, Iron and Steel 


Foundries, Brass 
Furniture Makers 
Gas Companies 


Glass Plants, Table 


Glass Plants, Bottle 

Glass Plants, Plate and 
Window 

Glucose and starch 

Grease and Tallow 

Hat 


Ice Cream 
Ice 


Iron and Steel 
Ivory, Bone 
plants 


Jute Mills 
Knitting Mills 


and Shell 


Linoleum Manufacturers 


EQUIPMENT TO WHICH HOSE IS RUN 


Hoists, lifts, pressure cleaners, spray washers, 
painting 

Tools, testing and caulking tanks and pipelines, 
Agitating solutions 

Clamping, special machines, cleaning, painting, 
inflating tires, testing radiators, agitating 
lacquer, filling fuselage members with oil, sand- 
blasting 

Tools, hoists, clamps 


Tools, hoists, clamps 

Tamping, ramming, chipping 

Agitating asphalt, scaling tanks and vats 

Tools, drills, riveters, hoists, punches, presses, 
tire-assembling, jigs, testing radiators, clamping 

Scales, towers, tire inflation, cleaning, greasing, 
pressure 

Cleaning rollers, dies, ete.; painting 

Agitating solutions, cleaning 

Tools, such as riveting and chipping hammers, 
drills, reamers, clamps, punches, etc.; testing 

Tools 

Cleaning, clamping, painting 

Tools, drills, reamers, wood-boring, etc.; Jacks, 
brakes, painting, cleaning 

See above. Also jacks, hoists, heaters, jigs, gas 
and fuel tanks, gags, signals, sand blast 

Portable saws, sprays, cleaning, etc. 

Tools for mining rock 

Tools, testsing and caulking tanks and pipelines, 
Agitating solutions 

Spraying colors and enamels 

Spraying colors and enamels 

Painting and cleaning 

Jack hammers, drills, sharpeners, weed bores, 
compressor sars, concrete guns, cleaning coal, 
air shovels, tools, hoists 

Rammers, tampers, pavement breakers, picks, 
drills, hammers, caulink, ditch diggers, rock 
breakers, sharpeners, air-operated pumps, con- 
crete placers, jacks, forges, hoists, riveting and 
cutting hammers 

Cleaning, painting, clamps 


Spraying 
Air tools, such as drills, chipping hammers, etc. 


Paint spraying, cleaning 


Apparatus, pontoons 

Tools, air supply, painting 

Pontoons, riveting, chipping, drilling 

On lawn frames, for straightening and dyeing; 
thread cleaning, hoists 

Cleaning bearings, armature windings, etc.; tools. 
hoists, jacks, painting 

Tools, painting 

Cleaning, painting, some tools 

Hoists, operating cylinders, etc. 

Tools, painting, some cleaning 

Sand rammers, rotary brushes, drying ‘molds, 
chipping, operating molding machines, spray- 
ing silicon facings, hoists, air jets, cleaning 

Chipping, cutting, air jets, cleaning, grinding 

Cleaning, painting, jets, screwdrivers, hammers 

Portable compressors, pavement and concrete 
breakers, trench diggers, jack hammers, driving 
sheet piling, tamping backfill ramming, caulk- 
ing, clay diggers, hoists, jacks, repair tools 

Burners, tools, drills, paint sprayers, cleaning 
hand presses, clamps, molds, automatic blow- 
ing, etc. 

Tools, cleaning, automatic blowing machines 

Repair tools, clamps, fixtures, cleaning 


Repair tools, cleaning, painting 

Repair tools, cleaning, painting 

Napping velour hats, operating presses, cleaning 
machines 

In process, repair tools, cleaning, painting 

Agitators on ice cans, hoists, scaling condenser 
coils, (including grinders, hammers, drills, etc.) 

All kinds of air tools at mills and mines, Clark 
cars, refractory guns 

Repair tools, solution agitation, cleaning, clamp- 
ing, painting 

Hoists and lifts, cleaning, painting 

Cleaning machines, agitating solutions, 
and lifts 

Tools. clamps, fixtures, cleaning, painting 


heists, 
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HOSE USERS 


INDUSTRY 
Locomotive Builders 


Lumber and 
Companies 
Machine Shops 


Logging 


Mines 


Moving Pictures 
Oil Companies 


Oil and Gas Wells 

Oven Makers 

Packing Houses 

Paint and Varnish Makers 


Paper Mills 

Paving Companies 
Petroleum Refineries 
Phonograph Manufactur- 


ers 
Phonograph Record Man- 
ufacturers 
Piano Manufacturers 
Pickle and Preserve Plants 
Power Houses 


Pulp Mills 
Quarries 


Radio Manufacturers 
Railroads 


Railroads, St. and Inter- 
urban 

Ranches, Fruit 

Reclaiming Plants 

Refrigerating Plants 


Safe and Vault Manufac- 
turers 
Salt Wells 


Salvage, Companies 
Sand and Gravel Plants 
Saw Mills 


Ship Model Builders 


Ship Repair Yards 
Ship Yards 


Smelting and Refining 


Soap Manufacturers 
Steel-Erecting Companies 


Steel-Fabricating 
panies 

Store Manufacturers 

Sugar Refineries 


Com- 


Telephone Companies 

Textile Mills 

Toy Makers 

Vinegar and Cider Manu- 
facturers 

Vineyards 

Wharves and Docks 

Wheel Manufacturers 


Wineries 
Wire Manufacturers 


Wool Manufacturers 








EQUIPMENT TO WHICH HOSE IS RUN 


Tools for reaming, drilling wood and metal, rivet- 
ing, tapping; hoists, jacks, forges, portable 
borers, bull riveters, paint sprays 

Logging RR repair tools, air dogs and wedges, 
leads to timber-falling saws 

Tools for reaming, drilling, rapping, hoists, jacks, 
chipping, portable boring bars and tappers, 
cleaning, clamping, testing 

Tools, hammers, plug and rock drills, drifters, 
stope hammers, pile drivers, shovels, mucking 
machines, sharpeners, hoists 

Tools, cleaning, paint sprays, blasts, etc. 

See Oil Well, Petroleum Refineries, Service Sta- 
tions 

Tools and compressors, blowing wells, etc. 

Spraying paint and enamel, blowing, cleaning 

Hoists, lifts, cleaning, painting 

Tools, hoists, agitating solutions, cleaning, test- 
ing 

Keeping mass of wood chips loosened when feed- 
ing from storage bins to digesters, cleaning 

Binder and curing spray, tampers, tools. See 
Contractors 

Tools, hammers, drills, caulking tanks and pipe 
lines, agitating acids, cleaning, painting 

Cleaning, chipping, sand blasting 


Cleaning with air jet 


Cleaning with air jet 

Agitating and cleaning 

Hoists, heaters, sharpeners, cleaning, caulking, 
painting, starting engines, all tools, blowing 
out pipelines, testing 

Cleaning 

Tools, rock drills, hammer drills, plug drills, 
sharpeners, hoists, track chandlers, cleaning 

Cleaning, painting, tools, metal spray 

Hoists, jacks, tools, tampers, spike drivers, ham- 
mers, drills, reamers, testing, cleaning, paint- 
ing, threaders, wood drills, switch and signal 
systems, valve-setting machines, boiler scaling, 
blowing out flues, gas lighting, etc. 

See above 


Spraying 

Tools, agitating, cleaning 

Scaling condenser coils, agitating, hoists, clean- 
ing 

Tools, cleaning, painting, jigs and fixtures 


Presses at plants, air suction on press line, blow- 
ing out and cleaning motors, etc. 

Tools, pontoons, divers 

Tools, cleaning 

Edges, bumpers, pick-ups, blowing sawdust and 
shavings 

Dusting, testing valves, 
spraying 

Tools, painting, cleaning, divers, pontoons 

Cleaning, painting, sandblasting, testing, hoists, 
lifts, drills (wood and steel), reamers, riveting 
and chipping hammers, caulking, tools, rivet 
busters, bull riveters, clamps, jigs, etc. 

Tools, converter, tamping machines, blowing con- 
verters, agitating solutions, hoists, lifts 

Cleaning, agitating, presses, tools for repair 

Tools, drills, reamers, chipping, scaling, bull 
riveters, riveting, caulking, hoists, jacks, paint- 
ing, forges, rivet busters 

See above. Also clamps, jigs, fixtures, cleaning 


engines and boilers; 


Drills, grinders, sharpeners, painting, cleaning 

Agitating, tanning solution, hoists, lifts, hand 
irons, cleaning, painting, spraying 

Compressors, tools, (pavement) tampers, ram- 
mers 

Cleaning lint from mill looms, agitating dyes, on 
spindles and hoists 

Cleaning, spraying, clamping, air drives, inflat- 
ing, etc. 

Agitating and cleaning 


Spraying and pumping 
Small hoists and lifts, cleaning 
Tools (chisels, hammers, drills), hoists, clamps, 


acks 

Pumping and blast-cleaning 

Usual air tools, such as chisels, hammers, etc.; 
clamps 

Agitating solutions, cleaning 





able), must be able to take care of 
expansion due to pressure, and 
lastly must have enough friction 
between its elements so that it does 
not pull apart or separate. 
Broadly stated, there are two 
distinct types of hose in general 
service, wrapped and braided. The 
wrapped type is made by wrapping 
a series of rubber-impregnated- 
fabric plies or layers over a rub- 
ber tube supported internally by a 
steel mandrel. These plies are then 
entirely encased by a rubber cover 
which keeps moisture out of the 
fabric carcass and protects it from 
wear and abrasion. Before vulcan- 
ization, several layers of untreated 
fabric are wrapped, under tension, 
over this construction. These com- 
press the carcass during vulcaniza- 
tion but are afterwards removed. 
Braided hose is so-called because 
the cotton reinforcement consists 
of yarn braided over a rubber tube. 
The plies of braided yarn are sepa- 


A wide variety of tools, in almost 
every industry, can be air-powered. 
Courtesy B. F. 


Goodrich Company 

















Courtesy Manhattan Rubber Mfg. Div. 


Air drills, reamers and riveting hammers require 


many hose lines in 
rated by distinct layers of rubber, 
and the final ply or braid is covered 
or insulated by a layer of rubber 
forming a cover similar to that on 
hose of wrapped construction. Be- 
fore it is vulcanized the hose is 
placed within a lead tube or pipe, 
and then internal pressure is ap- 
plied during the process of vul- 
canization. As a result, the hose 
becomes a very compact mass of 
rubber and fabric that will with- 
stand the most severe service con- 
ditions. While wrapped hose is 
limited to 59-ft. lengths, braided 
hose can be made in lengths up to 
500 ft. Fifty-foot lengths, how- 
ever, have generally proved suited 
to the needs of the majority of 
usérs and have, therefore, become 
practically standard. 

Many users of air hose are under 
the impression that the rubber adds 
to the bursting resistance of the 
hose. An air hose derives its 
strength to resist rupture from the 
fabric and from the method by 
which that fabric is built into the 
hose. In some constructions the 
rubber parts do add from 5 to 
10% to the strength of the hose 
to resist bursting, but this char- 
acteristic depends upon the size of 
the hose, the thickness, and the 
quality and the hardness of the 
rubber parts. These factors, how- 
ever, are not given primary consid- 
eration in designing hose. In the 
case of the wrapped kind, the 
weight of the fabric and the type 
are the controlling factors. In 
braided hose, conversely, the size 
and the strength of the yarns, as 
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steel-fabricating plants. 


well as the angle at which they are 
applied in relation to one another, 
are the determining factors. 

In wrapped hose, the fabric is 
usually applied on a 45 deg. bias— 
that is, the warp and the filler 
threads are placed on an angle of 
approximately 45 deg. with refer- 
ence to the axis of the hose. This 
adds to the flexibility of the prod- 
uct. The fabric, because it is laid 
up in a series of plies, is virtually 
a unit in its resistance to bursting 
pressure, whereas the various plies 
in a braided construction are indi- 
vidual units. Due to this fact, 
braided hose requires special skill 
in its design and manufacture so 
that the individual units will act 
together in resisting pressure. 

Hose constructed for standard 
service—that is, from 60 to 125 Ib. 


pressure, with an average demand 
ranging from 80 to 90 lb.—should 
have a safety factor of at least 5— 
that is, the bursting pressure 
should be five times the working 
pressure. The better grades of hose 
in use today usually have still 
higher factors than this—some go- 
ing up to 10 and 12. Inside di- 
ameter, plies, fabric strength, and 
principle of construction are the 
determining characteristics. 

While the question of plies is im- 
portant, still it should be remem- 
bered that a greater number of 
plies, such as six, seven or nine, 
does not always result in a stronger 
hose, especially in reference to 
bursting strength. Using more 
plies of a lighter fabric makes a 
more compact product than fewer 
plies of a heavier-weight fabric. 
This, of course, applies to wrapped 
hose only, as the same efficiency 
can be obtained from two to three 
plies in a braided construction. 

Experts differ and opinions vary 
as to just how a properly balanced 
hose should be constructed. Dur- 
ing the past few years, construc- 
tions with extremely heavy covers 
have been adopted. Hose made with 
heavy covers justifies its cost only 
in specialized service or where 
users do not take steps to stop 
abuse. In many cases these covers 
are made of a low-quality rubber 
with less resistance to wear and 
abuse than some better-quality cov- 
ers which are of only half that 
thickness. An extra-heavy cover 
which outwears the balance of the 
construction is of no material bene- 
fit to the user of hose. 


Pavement breakers using %4-in., 2-braid hose. 
Oil is a danger here, as well as abrasion. 





Courtesy Cincinnati Rubber Mfg. Co. 





UMI 


— — 


\y 








UMI 


The tube, as in any other hose, 
is used to confine the air or what- 
ever the hose conveys. The tube 
is so compounded that it will resist 
the action of heat and oil, which 
are contending factors in com- 
pressed-air service—the heat being 
by far more likely to occasion de- 
terioration. In mining and in in- 
dustrial service, practically no heat 
is experienced. Portable-compres- 
sor service is without doubt the 
most severe in its action on air- 
hose tubes; and this is notably the 
case when portable compressors are 
not equipped with after-coolers. 


Heat Effects 


Heat has two distinct and dif- 
ferent effects on a tube, depending 
upon the composition of the tube. 
One type of tube will dissolve and 
pass through the hose and the tools. 
The other type of tube hardens and 
chars so that it is carried away in 
small particles which clog the tools 
and often cause considerable dam- 
age. In some cases, pistons have 
to be driven out of tools with 
sledge hammers. This condition, of 
course, does not occur when after- 
coolers are used or when the com- 
pressors are in good operating 
condition. 

Heat and oil do not affect all 
kinds of rubber alike. Oil, although 
it has a damaging effect on rubber, 
will not cause a good air hose tube 
to fail prematurely—that is to say, 
if the oil be such as is used in ordi- 
nary compressor service. A worn 
compressor—one badly in need of 
repair—will discharge considerable 
oil. Operators or owners of such 
machines, however, usually become 
discouraged by the frequent de- 
mand for replenishing oil, and they 
see to it that the machines receive 
the necessary corrective attention. 
Different types or kinds of oil also 
have varying effects on rubber. 
Some of the oils which have the 
highest lubricating efficiency are, 
nevertheless, the most severe in 
their damaging effect upon rubber. 

Abuse in mine service puts more 
hose out of commission than do the 
combined services of portable or 
stationary compressors. This is at- 
tributable to two causes: the first 
being lack of space in which prop- 
erly to handle the hose; and the 
second is the consequence of mod- 
ern methods and production costs 
which do not permit operators to 





Courtesy Manhattan Rubber Mfg. Dit 


TVA used miles of rubber hose 
at Wheeler and Norris Dams. 


take either exceptional or, in some 
instances, even ordinary care of 
hose. This state of affairs is fairly 
prevalent in American mines. In 
other countries, however, operators 
are characteristically more careful 
about equipment. 

Hose in mine service is gen- 
erally heavier than that used in 
industrial or portable-compressor 
service, although there are many 
mines that claim excellent results 
from hose of standard construction. 
Subway work, rock tunneling and 
grading, and quarrying can be 
properly classed as mine service. 

What may be described as sta- 
tionary and industrial service com- 
prises general shop use, repair 
work, and industrial plants of one 
sort or another. As in mine serv- 
ice, the air commonly reaches the 
hose through pipe lines; and in 
some cases the air carries in sus- 
pension small quantities of oil that 
do not affect the hose adversely. 
The service is comparatively easy 
on air hose; and, with ordinary 
‘are, a hose of light construction 
will perform well for years. In 
fact many users demand very light 
hose, although it has been demon- 
strated that a standard hose earns 
its increased cost. 
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While the cost of producing com- 
pressed air varies with the type of 
compressor used, still the cost in 
any event is considerable. Much 
of the air is wasted because of im- 
proper coupling of hose; and this 
is often due to the fact that opera- 
tors are not disposed to spend the 
money needed for suitable couplings. 
Furthermore, some of the methods 
employed in coupling hose cause 
the couplings to blow out, thereby 
endangering the workmen. 

One wrong method most com- 
monly found is the use of pipe nip- 
ples or ordinary shank couplings 
held in place with standard bands 
or clamps. Couplings which give 
the best results and occasion the 
fewest accidents are of the so-called 
high-pressure type. These have 
clamps which fasten on to the 
coupling shank as well as to the 
hose. Another good coupling is 
one which has an enlarged flange 
on the shank. This makes it im- 
possible for the coupling to pull out 
of the hose. The most satisfactory 
coupling is the quick-detachable 
type. It has no threads or gaskets 
to loosen or to become detached; 
and it is exceptionally well adapted 
to portable-compressor and light 
pneumatic-tool service. 


Pointers 

Each manufacturer indicates in 
his literature the services for which 
each of his hose brands is designed. 
Be sure first that the hose you sell 
is suited to the job, giving maxi- 
mum service with maximum econ- 
omy, and you will have less diffi- 
culty explaining any later failures 
in service. Many times, salesmen 
recommend a grade of hose too good 
for the job, and as a consequence 
lose out on the resale to a cheaper 
competitive product—in fact that 
measure of self-protection fails just 
about as often as the other—recom- 
mending too light a grade of hose 
in order to get an order. It is bet- 
ter, and safer, to study the catalogs 
of the makers of the hose you sell 
before you try to sell it, and to 
refer to the catalogs every time 
you are in doubt. Then the hose 
will take the air and you won’t 
have to. 


Data and photographs for this article 
were supplied by B. F. Goodrich Co. (most 
of the tert), Manhattan Rubber Mfg. Div. 
of Raybestos-Manhattan, Inc., Hewitt Rub- 
her Corp., Cincinnati Rubber Mfg. Co., 
Republic Rubber Co., Electric Hose & Rub- 
ber Co. (most of the table). 
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at Mid-Year Meetings 


Nearly six hundred distributors and manufactur- 
ers attended joint meeting at Hotel Sherman, Chi- 
cago, November 9, a feature of the second annual 
meeting of the Central States Mill Supply Club. 
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OTHING could be more indica- 

tive of the greatly improved 
industrial supply business than the 
enthusiasm and optimism of indus- 
trial distributors who gathered dur- 
ing the month of November for 
Mid-Year Meetings. 

Attendance at the second annual 
Central States Mill Supply Club 
meeting, held November 9, at the 
Hotel Sherman, Chicago and at the 
series of group meetings held in 
seven Southern distribution cen- 
ters outdistanced the previous 
year’s records. With the large 
eastern district meeting scheduled 
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for the Westchester-Biltmore Coun- 
try Club on December 2, these mid- 
year meetings will probably “play 
to the largest houses” in history, a 
tribute to the job being done by 
national and local associations. 


Central States 


Man bites dog! A news scoop. 
But wouldn’t its authors hang their 
heads in shame if told of a meet- 
ing of some seventy industrial dis- 
tributors in the Middle West at 
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which not one recriminatory re- 
mark, not one “damn,” was heard? 

To add a bona-fide fillip to this 
story of the November ninth gath- 
ering of the Central States Mill 
Supply Club, let us repeat the clos- 
ing remarks of the Central States’ 
president, ‘““‘Wen” Clark, to his fel- 
low distributors (Time: 3:30 P. 
M., with a joint dinner with execu- 
tives and Chicago representatives 
of leading manufacturers scheduled 
at 7:00 P. M.) 

“We've learned something about 
the supply business today. Our 
good friends, the manufacturers 





“ 
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who supply us, have been invited to 
join us in ten minutes on the mez- 
zanine floor. 
selves available for the next couple 
of hours.” 

Unbelieveable as it may seem, the 
CSMC (president, Wendell H. 
Clark, Samuel Harris & Company, 
Chicago; secretary, Elizabeth 
“Betty” Williams, “uncrowned 
queen”) held its second annual 


meeting the Monday before Armis- 
tice Day and registered a total at- 


Please make your- 


tendance at its banquet of 575 dis- 
tributors and manufacturers. 

Outstanding addresses by F. W. 
Copeland (see following pages), 
James C. Olson (Mill Supplies, 
January issue), Percy Ridings and 
Alvan T. Simonds featured a meet- 
ing in which distributors and man- 
ufacturers discussed Middle West 
distribution problems, 

Wendell Clark (Samuel Harris 
and Company), retiring president, 
was presented with a beautiful desk 
set in recognition of the outstand- 
ing job he has done. 

New officers, elected at the meet- 
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ing, are: F. W. Copeland, (H. Chan- 
non Company), president; George 
M. Bockstahler (Indianapolis Belt- 
ing and Supply Company), vice 
president; Frank Summers (John 
Pritzlaff Hardware Company) sec- 
retary; E. K. Stoddard (Iowa Ma- 
chinery and Supply Company), 
treasurer. 


Southern Meetings 


Alvin Smith, secretary-treasurer, 
Southern Supply and Machinery 
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Association, held a 


Distributors’ 
series of group meetings during 
the month of November. 

Large attendance and interesting 
discussions featured meetings in 


the following cities: Knoxville, 
Tennessee; Atlanta, Georgia; Bir- 
mingham, Alabama; Memphis, Ten- 
nessee; Dallas, Texas; Houston, 
Texas; New Orleans, Louisiana; 
and Orlando, Florida. 

Prior to the Atlanta meeting, the 
executive committee of the associ- 
ation, C. A. Dillon, presiding, met 
to discuss plans for the Memphis 
convention and other activities. 


Enthusiastic over 1936 re- 
sults and looking forward to 
a bigger year in 1937, Cen- 
tral States distributors dis- 
cussed mutual problems in 
all-day session in Chicago. 








F. W. Copeland, president, 
H. Channon Company 


HAVE prepared this talk on the 

remote chance that a complete 
stranger, analyzing a_ situation 
superficially, will sometimes see in- 
consistencies which a person who 
has grown up with the picture has 
always taken for granted, 

In my previous experience as a 
manufacturer, I had thought all 
distribution was either direct or 
indirect. Soon after I became a 
mill supply operator, I tackled a 
personal friend — the head of a ma- 
chine shop. I boldly said I wanted 
all of his supply business. I could 
offer him equal prices and deliv- 
eries on all his requirements and 
friendship should give me the edge 
over the rest of the field. He called 
in the purchasing agent and told 
him to give me the business pro- 
vided conditions were always equal- 
ly favorable. The P. A. said he 
was entirely open-minded, but he 
believed in economy of buying as 
many items as possible from one 
source of supply and, unfortunately, 
it so happened that his heaviest 
purchases were tools of a certain 
make specified by the superintend- 
ent, whereas the Channon Company 
handled another make. 

I hurried back to our office and 
began to ask questions: 

Q. Was it true that we were iden- 
tified with only one manufac- 
turer of this product? 

A. Yes. 


Q. How many good manufacturers 
were there in that industry? 
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A Newcomer Views 


the Supply Business 


Q. 


Q. 


Q. 


F. W. Copeland, president, H. Channon Com- 

pany, Chicago, “brought down the house” 

with his clear analysis of the present situa- 

tion of industrial distribution. The following 
article is a brief of his talk. 





. Approximately five. 


Q. 


Then our chances were about 
one in five? 
. No, our manufacturer had three 


other Mill Supply houses dis- 
tributing for him in Chicago 
and various distributors adja- 
cent to Chicago. 


Then, that made our chances one 
in five that the customer would 
select our product, one in three 
that if he selected the product 
he would buy it from us, or 
rough odds of fifteen to one 
against us? 


. Worse than that—the order 


might go to a pickup house. 
But, how could the pickup job- 
ber give satisfactory delivery 
without carrying a stock? 


. No trouble there; he could pick 


up from the manufacturer’s 
Chicago warehouse. 


. Why, then, did we tie up our 


money in stock? 


. We had the advantage of a dif- 


ferential as a stocking distrib- 
utor. 

Did this differential offset the 
cost of warehousing, interest 


on the money, depreciation and 
obsolescence ? 


. No! 
Q. 


Did the manufacturers main- 


tain local salesmen? 


. Yes, 
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. Were the salesmen on our team 


or playing with the other dis- 
tributors as well? 


. They played on all four teams 


and of course they spent a 
great deal of time on their di- 
rect accounts. 


What do you mean, “direct ac- 
counts”? 


. They reserve the right to sell 


direct to certain large national 
accounts and subsidiaries and 
affiliates. 


. Anybody else? 
. Yes, the O. E. M.’s. 








C. A. Dillon, president, Southern 
Association, called executive com- 


mittee meeting in Atlanta on 


Armistice Day. 
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. The what? 
. The Original Equipment Manu- 
facturers. 


> © 


. How many of these? 


> © 


. Possibly fifty or sixty within a 
radius of two hundred miles; 
but, of course, we had the priv- 
ilege of taking the O. E. M. 
business ourselves if we want- 
ed to handle it at ten percent. 

Q. Could we afford to handle it at 

ten percent? 

A. No. 


This, I found was an extreme case 
but by no means the only one of 
its kind. We placed all our eggs 
in one basket, but it was an Easter 
basket full of other eggs of many 
colors, The only offset was that in 
most cases the manufacturers’ rep- 
resentatives handed out to us and to 
the other recognized distributors, 
occasional orders which they orig- 
inated and diverted through us. 


Out of Proportion 

I found my earnings charged 
with a heavy monthly write-off for 
catalog expense. When I checked 
the cost per page against the sales 
per product per page, it was evi- 
dent that some of the more com- 
plicated lines involved catalog ex- 
pense far out of proportion to our 
income from these lines. 

Then I encountered the headache 
of the Sales Tax. We had to pay 
three percent to the state on every 
dollar of merchandise sold for con- 
sumption. When we added this to 
our price, the consumer pointed out 
that he could get exactly the same 
article, made by the same manufac- 
turer and delivered to the consum- 
er’s door, tax-free, by a distributor 
located outside of the state. If the 
transaction amounted to real 
money, the consumer could get it 
shipped and billed from the factory 
outside the state—, tax free. In 
short, we were being undersold by 
our own sources of supply — either 
direct or through his other dis- 
tributors. 

Eventually I began to identify in 
my mind, the so-called “Mill Sup- 
ply Industry” and the many ex- 
cellent firms specializing under this 
title, but, when it came to a big 
inquiry from a national buyer or 
a public body I had difficulty in 
finding the Mill Supply houses in 
the crowd of wholesale hardware 
houses, retail hardware stores, steel 


“We desire that this meeting 
recognize the problems of dis- 
tributors and manufacturers”— 
“Wen” Clark, retiring presi- 
dent, Central States Mill Sup- 
ply Club. 








“When you revise your prices 
remember to give us something 
to take care of our increased 
costs”—‘Perc” Ridings, presi- 
dent, National Supply and Ma- 
chinery Distributors’ Associa- 
tion. 








“Throw out the window the 
lines on which you can’t make 
money” —Alvan T. Simonds at 
CSMSC meeting. 


warehouses, furniture stores, rail- 
yay supply houses and manufactur- 
ers all taking a cut at the prize and 
all apparently authorized to bid in 
the names of well-known manufac- 
turers, 

As a member of the National 
Supply and Machinery Distribu- 
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tors Association, I was particularly 
impressed by their consolidated re- 
port on costs of doing business. 
There was a remarkable similarity 
in the percentages allowed by suc- 
cessful distributors all over the 
country for the various functions 
of our business. Yet, as I looked 
around in my own neighborhood, I 
encountered prices offering margins 
of profit far less than the average 
cost of doing business, salesmen’s 
commissions higher than the aver- 
age allowable sales expense and de- 
livery services far more frequent 
and more irregular than any budg- 
et would seem to stand. Someone 
always seemed ready to give free 
service far out of proportion to the 
potential profit. Small orders, 
broken packages, and so forth, were 
serviced cheerfully at an out-of- 
pocket cost greater than the gross 
profit. 

Everyone knew vaguely that some 
transactions were profitable and 
others unprofitable but no one could 
draw the precise line between the 
two and few were able to refrain 
from kidding themselves that a par- 
ticularly competitive order could 
be taken at a low margin of profit 
and justified by saying the burden 
of rent, taxes, salaries, and so forth 
was not affected by this order. 

The distributor who howled the 
loudest if the manufacturer refused 
to give him a minimum discount 
of twenty-five percent was eager for 
a share of some big order with a 
ten percent margin less absorption 
of the three percent sales tax. 


Hodgepodge of Inconsistency 


In describing this hodgepodge 
of inconsistency, I am not exempt- 
ing my own company or accusing 
anyone else, It is obviously an 
evolution from many years of com- 
petitive forces between manufactur- 
ers and distributors and within the 
ranks of manufacturers and of dis- 
tributors. 

Many manufacturers have held 
scrupulously to their original pro- 
gram of 100% distribution through 
a carefully constructed network of 
non-overlapping distributors. Many 
distributors, particularly in the 
smaller cities, have confined them- 
selves to representations which they 
push aggressively and exclusively. 
But, I think you will agree with 
me there has been a definite trend 
among manufacturers to multiply 


25 











dard, treasurer; George 
stahler, vice - president; 
Copeland, president; 
Summers, secretary. 


“Betty” Williams 


Club. 


their outlets and of distributors to 
defend themselves by handling over- 
lapping lines. This trend, I am 
told, has swept the New York City 
market into a dog-fight of low- 
margin competition; it is becoming 
very serious in Chicago, Detroit 
and Cleveland. It is only human 
nature for a manufacturer to want 
a representative in every city-block 
or small town if it does not cost 
him anything today or damage his 
future. It is an equally natural 
impulse for a distributor to sell to 
a friendly customer everything that 
the customer wants, whether a line 
stocked by the distributor or one 
which can be picked up. 

Will these impulses, if uncurbed, 
lead to ultimate prosperity in the 
industry or will we wake up too 
late to find the situation unsatis- 
factory to both parties? The fact 
that at the present moment manu- 
facturers and distributors are show- 
ing increasing volume and net earn- 
ings, is no great assurance for the 
future. Most of us are still oper- 
ating with skeleton organizations 
and under-paid employees. It is a 
time of rising prices and volume 
artificially stimulated by Federal 
and Relief purchasing. Most of us 
distributors and manufacturers 
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New officers, CSMSC: E. K. Stod- 
Bock- 
Fred 
and Frank 


“uncrowned 
queen,” Central States Mill Supply 


have a lot of slack to take up before 
we can assure ourselves that we 
are operating on a normal scale 
with normal income and building 
up adequate reserves for credit 
losses, obsolescence, market de- 
clines, pension obligations and, as 
a backlog for the next Depression. 
The distributor is denied even the 
theoretical comfort of feeling that 
if and when general business re- 
turns to pre-depression levels, he 
can enjoy a pre-depression income. 
If the industrial consumption of 
supplies returns to the 1926 level, 
our potential is limited to our 1926 
volume less what is claimed by the 
new distributors located in the ter- 
ritory by our own sources of sup- 
ply since 1926. It is safe to guess 
that in Cook County alone at least 
twenty new competitors have 
sprung up within the last ten years. 
Assuming that each of these has, 
through friendships and_ special 
service, a logical hold on $100,000 
worth of business per annum, this 
means two million dollars per an- 
num eliminated from the potential 
of the original Mill Supply houses. 
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To my mind, the worst feature of 
the present situation in Chicago is 
that in most cases the average 
manufacturer is becoming dissatis- 
fied with his distributor. I am not 
referring to the usual irritations of 
price, profit-margins, and so forth. 
The manufacturer likes a distrib- 
utor who stocks his lines adequately 
and who pushes his products ex- 
clusively. The distributor likes a 
manufacturer who gives him a good 
potential market to shoot at and 
reasonable assurance that he will 
be given time to develop the market 
and will be protected, if successful. 

Unfortunately, under the situa- 
tion which is so rapidly gaining 
upon us, the distributor cannot af- 
ford to do the job the manufacturer 
would like to have him do, 


Let’s Take an Example 

Let’s make up a theoretical ex- 
ample: A manufacturer points out 
that, whereas we formerly pur- 
chased $50,000 a year from him, we 
are now buying only $25,000. I am 
filled with shame at this decline 
until I look at the figures. He has 
a reliable volume of $150,000 in the 
area covered by my salesmen. He 
is now selling $50,000 direct and 
$25,000 to O. E. M.’s. This leaves 
a total potential of $75,000 to be 
fought for by at least five other 
stocking distributors, plus various 
pickup jobbers, and so forth,—all 
selling the product of this same 
manufacturer I ask you— should 
I hire a specialist, send my sales- 
men to the factory, circularize the 
mailing list, spread the line in my 
catalog, tie up additional working 
capital — in order to increase my 
sales from $25,000 to, say $35,000? 

We admit that we are just as 
guilty as the manufacturers in 
getting into a muddle of over-lap- 

(Continued on page 92) 





DIXIE BUSINESS LOOKS UP 





Average High 


Volume of Business. 26% 60% 11% 
Percentage, 


Gross Profit ..... 20% 100% 00% 
Percentage, 

Net Profit ....... 30% 150% 00% 
Cost of Doing 

Business ........- 10% 18% 5% 


Increase in Employ- 
ment Since Jan. 1. 14% 





Survey by Southern Supply and Ma- 
chinery Distributors’ Association re- 
veals substantial increase in volume 
and profit for first six months 1936, 
as compared with similar period in 
1935. 
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First Drive 
Nets 68 
ISRB 


Subscribers 


Thirty-five distributors, thir- 
ty-three manufacturers re- 
spond to first request for 
funds to advertise distribu- 
tors’ services to industry. 


MAILING to every member of 

the National, Southern and 
American Associations, including 
the booklet describing the new 
ISRB plan; a talk before Central 
States Mill Supply Club members 
by C. O. Hedner, Advertising Com- 
mittee; a similar presentation by 
C. C, Chamberlain, also a member 
of the Advertising Committee at 
a meeting of the North Jersey Mill 
Supply Club and a series of talks 
by Alvin Smith, Chairman of the 
Governing Board before local group 
meetings in seven Southern cities, 
marked the first month’s drive for 
subscribers to this plan for adver- 
tising the value of the distributors’ 
services. 

That the new plan meets with 
general approval is evidenced by 
the list of new subscribers se- 
cured up to November 21, a list 
comprising 35 distributors and 33 
manufacturers. Total amount sub- 
scribed up to this date was $4000. 
In addition to these new subscrib- 
ers, there are some companies 
which subscribed as late as August 
and whose contributions fall into 
the “carryover” class. 








New Subscribers, ISRB 


Up to November 21 


DISTRIBUTORS 


Brierly, Lombard & Co., Worcester, 
ass. 

Canton Supply Co., Canton, Ohio 

Corby Supply Co., St. Louis, Mo. 

Galigher Co., Salt Lake City, Utah 

Great Lakes Supply Corp., Chi- 
cago, Ill. 

The Hardware & Supply Co., Ak- 
ron, Ohio 

Hinds & Coon Company, Boston, 
Mass. 

John E. Larrabee Co., Inc., Amster- 
dam, N. Y. 

The Charles C. Lewis Co., Spring- 
field, Mass. 

The Lindquist Hardware Co., 
Bridgeport, Conn. 

Manufacturers Supply Co., Grand 
Rapids, Mich. 

R. C. Neal Co., Inc., Buffalo, N. Y. 

The Queen City Supply Co., Cincin- 
nati, Ohio 

The Ross-Willoughby Co., Colum- 


bus, Ohio 

Standard Equipment & Supply 
Corp., Hammond, Ind. 

The Strong, Carlisle & Hammond 
Co., Cleveland, Ohio 

The White Supply Co., Waterbury, 


Conn. 

Batson-Cook Co., Inc., West Point, 
Georgia 

Briggs-Weaver Machinery Co., Dal- 
las, Texas 

Capital City Supply Co., Ince., 
Charleston, W. Va. 

Dillon Supply Co., Raleigh, N. C. 

Georgia Supply Co., Savannah, Ga. 

—s Supply Co., Wilmington, 


Lewis Supply Co., Memphis, Tenn. 

Mills & Lupton Supply Co., Chat- 
tanooga, Tenn. 

Noland Company, Inc., Roanoke, 
Virginia 

San Antonio Machine & Supply 
Co., San Antonio, Texas 

Smith-Courtney Company, 
mond, Virginia 

Standard Supply & Hardware Co., 
Inc., New Orleans, La. 

“wanes Co., Bluefield, W. 

a. 

Tennessee Mill & Mine Supply Co., 
Knoxville, Tenn. 

The Textile Mill Supply Co., Char- 
lotte, N. C. 

J. M. Tull Metal & Supply Co., 
Atlanta, Ga. 

Turner Supply Co., Mobile, Ala. 

The Henry Walke Co., Norfolk, 
Virginia 


Rich- 


Dinner meeting, North Jersey Mill 
Supply Club, Newark Athletic Club. 
C. C. Chamberlain, center, presented 
the new ISRB plan. 
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MANUFACTURERS 


The Allen Manufacturing Co., 
Hartford, Conn. 

The American Pulley Company, 
Philadelphia, Penna. 

American Swiss File & Tool Com- 
pany, Elizabeth, N. J. 

Behr-Manning Corp., Troy, N. Y. 

The Black & Decker Mfg. Co., Tow- 
son, Md. 

Boston Woven Hose & Rubber Co., 
Cambridge, Mass. 

Carson-Newton Co., Newark, N. J. 

The Cincinnati Tool Company, Cin- 
cinnati, Ohio : 

& J. Dick Co., Inc., Passaic, 


N. J. 

Dodge Manufacturing Corp., Mish- 
awaka, Ind. 

Hewitt Rubber Corporation, Buf- 
falo, N. Y. 

The Holo-Krome 
Hartford, Conn. 

Jenkins Bros., Inc., 

Y 


Screw Corp., 
New York, 


Johnson Belting Co., Inc., New 
York, N. Y. : 
Keystone Lubricating Co., Phila- 

delphia, Penna. 

The Lamson & Sessions Company, 
Cleveland, Ohio ; 
The Lunkenheimer Company, Cin- 

cinnati, Ohio 
“Mill Supplies,” New York, N. Y. 
“Mill and Factory,” New York, 
N. Y 


Minnesota Mining & Manufactur- 
ing Co., St. Paul, Minn. ‘ 

New York Belting & Packing Co., 
Passaic, N. J. 

The Osborn Manufacturing Co., 
Cleveland, Ohio 

H. K. Porter, Inc., Everett, Mass. 

Richmond Belt Dressing Mfg. Co., 
Inc., Richmond, Va. 

The Skinner Chuck Company, New 
Britain, Conn. ; 
Spartan Saw Works, Inc., Spring- 

field, Mass. st 
Stanley Electric Tool Division, The 
Stanley Works, New Britain, 
Conn. 
S. G. Taylor Chain Co., Hammond, 
Ind 


The Van Dorn Electric Tool Co., 
Towson, Md. 

Victor Saw Works, Inc., Middle- 
town, N. Y. 

Walker-Turner Co., Inc., Plainfield, 
N. J 


Walworth Company, New York, 
N. Y 


Wright Mfg. Division of American 
Chain Co., Bridgeport, Conn. 
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HEN we decided to “build” 
a new catalog, we were de- 
termined to get our money back 
on the sizeable expenditure involved 
if it was humanly possible. be 
We had done no advertising I t p @ | ] d U sy t O 
worth mentioning for some time. 
We felt that it was high time for 
us to get our name before the in- By 
dustrial buyers of Texas and we J. B. DALE 
chose a catalog as the best way to ‘ President, Briggs-Weaver Machinery 
do the job. However, we made Company, Dallas, T>xas 
up our minds that the catalog had 
to be the very best job we were 
capable of turning out and that we 
would “sell” it hard to every cus- 
tomer and prospect on our books. 


Process of Compiling 


We deemed it important that 
every man in our organization who 
used the catalog have something 
to say about the way it should be 
compiled. 

Consequently, when the “dummy” 
was received from the publisher, 
we conferred with both outside and 
inside salesmen on the articles to 
be included, additions and omis- 
sions to be made and general sug- 
gestions. These men spent at least 
a day in the office, two at a time. 

In the evenings we went over the 
suggestions made during the day 
by the salesmen, accepted or re- 
jected them, giving our reasons for 
each rejection. Thus every man in 
the organization had a part in 
building the book and we had good 
reason to believe that their pride 
in this would encourage them to 
sell it harder to their customers. 

Once the contents were “set,” we 
required each salesman to make 
lists of items shown in the catalog 
which could be sold to each class 
of customers in their territories. 
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tioning plants, steam power plants 
(including laundries) oil refineries 
and other types of industrial plants 
in one territory. 

Before the catalogs were deliv- 


This letter followed the new catalogs after five days. Signed 
by the president, it urged buyers to take another look. 





ered, we required each salesman 
to prepare lists of his customers 
to whom he wanted the book ad- 
dressed. Each company name was 
accompanied by the name of the 
individual and his title. 

All accounts on the books were 
then checked against these lists to 
be sure that none were omitted. 
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Finally, a composite list was pre- 
pared and “stickers” addressed in 
readiness for the arrival of the 
books. 


Catalog “School” 


When the catalogs arrived, we 
had all of the salesmen together 
for a week’s meeting devoted en- 
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tirely to studying the contents, the 
method of distribution and the best 
methods of presentation. We took 
the attitude that any customer who 
was considered valuable enough to 
receive a catalog was of sufficient 
importance to be honored with a 
call to present the book and ex- 
plain its value. 
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Newspaper supplement sent to all those who received catalogs. It 
further “merchandised” the books and “sold” Briggs- Weaver service. 


The first day of the meeting was 
spent in going over the catalog for 
the purpose of becoming familiar 
with the general layout. Execu- 
tives pointed out features and the 
value of the book to users. Dis- 
count sheets, prepared in advance, 
were inserted in salesmen’s: cata- 


logs during the course of the dis- 
cussion. Unusual delivery condi- 
tions, sales points and other valu- 
able notes were inserted. 

At the end of this meeting, 
“stickers” were distributed and 
each man labelled catalogs. 

At the beginning of the meeting 
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the salesmen were told that they 
would be required to make catalog 
presentations before the group just 
as they would make them before 
customers of various types. They 
were not informed in advance of 
the types which would be assigned 
to them. 

On the second day, we started on 
these presentations. It was inter- 
esting and educational to all, since 
four or five might be assigned to 
make a catalog “sale” to the same 
type of customer or each man called 
might be asked to present a book 
to a different type. Not only did 
these classroom methods convince 
us that the early grounding of each 
man had been thorough but it in- 
troduced new angles and methods 
for convincing buyers of the value 
of our company’s service. 

Typical presentations were made 
to theoretical buyers for a large 
laundry, for a large corporation 
which had been giving us business, 
for a country cotton gin, to a city 
manager, to a concern from which 
we had received little business and 
to one from which we had received 
none. 

At the completion of each talk, 
its good and bad points were 
thoroughly discussed for the benefit 
of all. 

Distribution 


Catalogs were then given to each 
man for distribution. Few cata- 
logs were mailed, only the most 
remote customers being contacted 
in this manner. 

Each day salesmen were required 
to report to the management the 
firms to which they had given 
books, together with the name of 
the individual interviewed. These 
names were checked off against the 
master list. 

Five days after delivery each 
customer received a letter from the 
president, reminding him of the 
fact that the catalog had been de- 
livered and requesting that he 
study its contents and consider the 
value of the service available. 


Further Promotion 


Our company’s fortieth anniver- 
sary fell some 60 or 90 days after 
distribution of our new catalogs. 
Since it was also the Texas Cen- 
tennial year, we worked up a ten- 
page supplement to our local news- 

(Continued on Page 92) 
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This neat little frame building houses Chandler & 


Farquhar’s “model workship.” 


A permanent ex- 


hibit, it is on the main selling floor. 


667 ET THE customer see for him- 
self just how the equipment 
operates.” That is the theory 
which the Chandler and Farquhar 
Company, Boston, has decided to ap- 
ply to the sale of woodworking and 
metalworking machines. 

To this end, a “model workshop” 
has been constructed on the com- 
pany’s selling floor. As you can see 
from the illustrations, it’s a neat 
little white frame building (with 
red-shingle gabled roof and red 
trimmings), large enough to house 
a half dozen small machines. When 
the MILL SUPPLIES man was 
there, he saw in operation a dou- 
ble-duty lathe, a scroll saw, band 
saw, shaper, grinder, and drill 
(all Delta) and a _ metal- 
working lathe (South Bend). He 
got a pretty good idea of how these 
tools are set up and how they op- 
erate, and could readily see that 
the display must be very impres- 
sive to a manufacturer or home 


press 


Henry F. Schwaner (left) demon- 
strates a circular saw with W. A. 
Dow looking on. 
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craftsman contemplating installing 
such equipment. 

The workshop is in charge of Mr. 
Henry F. Schwaner, who has been 
added to Chandler & Farquhar’s 
staff for this special purpose. The 
company felt that to get full sell- 
ing advantages out of the display 
(which, incidentally, was conceived 
as a permanent selling device and 
not as a “temporary exhibit”) re- 


| They Come 
__| They See 
| il They Buy! 


quired a man well versed in wood- 
working and metalworking. Mr. 
Schwaner is a native of Denmark 
and a graduate of the University 
of Copenhagen. He worked on the 
Congressional Library and the Na- 
tional Museum at Washington as 
foreman of the cabinet makers and 
wood carvers. 

An important selling point is 
that the workshop itself was built 
at the store with the equipment on 
display. It took about three weeks 
to put up, and cost, according to 
Mr. W. A. Dow, vice-president, ap- 
proximately $500. Construction is 
such that it can be taken apart 
very easily and re-assembled for 
exhibits at other locations. A mo- 
tor-generator set makes a.c. as well 
as d.c. available, so that all tools 
can be displayed no matter what 
type of drive they have. Sound 
proof wallboard on the inside helps 
isolate the display from the bustle 
of the rest of the store. The work- 
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shop is well illuminated, and a 
“smokestack” has been added to 
permit the installation of a ven- 
tilating fan if it is found necessary. 

Even at this early date, with no 
more publicity than a general cir- 
cular letter, the workshop has given 
every indication of success. Mr. H. 
B. Braude, president of Chandler 
& Farquhar, anticipates a greatly 
increased demand for light wood- 
working and metalwerking ma- 


chines as nomecraftsmanship grows 
in popularity. It is interesting to 
note that the majority of custom- 
ers of this type come from execu- 
tives of industrial plants who are 
at present customers for industrial 
equipment. Many of these men have 
workshops in their homes, as hob- 
bies. To attract others, Chandler 
& Farquhar has prepared an adver- 
tising campaign to run in Boston 
newspapers. Br. Braude believes 


“Our Sales Strategy 


Follows the Thermometer’ 


HE Johnson-Mandeville Com- 

pany, Newark, New Jersey, 
makes the most of seasonal sales 
opportunities. For example, in the 
winter months it takes advantage 
of the widespread demand for unit 
heaters. 

Illustrated is the effective way in 
which this company pushes the sale 
of this item. A unit heater has 
been installed in its store, with all 
steam and electric connections just 
as they would be in a factory, ga- 
rage, or warehouse. Thus, any 
prospect can be shown just how the 
unit operates. A blast of warm air 
directed on a prospect is a pretty 
convincing sales story. 

Mr. H. J. Van Volkenburgh, gen- 
eral manager, gives his experience 
with unit heaters as follows: 


No Installation Problem 


The line was taken on at the tail 
end of the winter season last year. 
The heaters are so designed that 
any plumber can install them on 
the customer’s premises. The elec- 
trical connections are also quite 
simple. Thus Johnson-Mandeville 
has no installation problems. The 
factory assumes all installation and 
service obligations. 

The motor on the unit illustrated 
is of 1/6 hp. capacity, and the heat- 
ing coils give 300 foot radiation at 
3-pound pressure. The single unit 
shown heats the whole store. 

Johnson-Mandeville stocks about 


$200 worth of these heaters. Their 
turnover has been very fast — after 
the sample installation in the store 
was put up, 35 unit heaters were 
sold in the first three weeks. 

The arrangement with the fac- 
tory is that units not carried in 
stock can be delievered to the cus- 
tomer over night. The factory as- 
sumes all service and other obliga- 
tions in connection with the instal- 
lation of the unit heater to the cus- 
tomer’s satisfaction. 

Markets for these heaters include 
garages, shipping rooms, stores, 
and almost any type of factory with 
long bays or large, hard-to-heat 
areas. 

One selling feature of the unit 
heater shown is that in the summer 
the location of the units and the 
capacity of the fans makes them 
very effective for cooling and ven- 
tilation, when the fans are oper- 
ated without steam in the coils. 


Mr. M. A. Mayer, of the Johnson- 
Mandeville Company, points out 
the merits of this unit-heater in- 
stallation. 


that homecraftsmen will turn to 
metalworking as their skill in- 
creases, improving the demand for 
such tools as metal-cutting lathes. 
However, he pointed out that many 
light machines (Chandler & Farqu- 
har does about $3,000 a month in 
Delta tools) are sold for strictly 
industrial application. Chandler & 


Farquhar thus believe that their 
market is much broader than the 
mere hobbyist. 








When the mercury goes down, sales of unit heaters 
and similar cold-weather equipment should go up. 
That's logic—Johnson-Mandeville makes the most of it 
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September 
Issue 








HE SEPTEMBER 
MILL SUPPLIES was 


issue of 
devoted, 
almost entirely, to the presentation 
of reasons why it is good business 
to buy from the distributor. 


While the story was directed 
at the industrial buyers § and 
many thousands of extra copies 


were distributed to leading plant 
executives, it was designed, also, 
to place in the hands of distribu- 
tors’ salesmen concise information 
which they could use in convert- 
ing direct buyers to “distributor- 
minded customers.” 

Some salesmen, always eager for 
additional sales ammunition, have 
studied the presentation thoroughly 
and are using it in their daily 
work. The following extracts from 
letters from a few of these men, 
indicate their feelings about its 
value: 


Most Convincing 


“Replying to yours of the 16th 
instant, would say that while vol- 
umes have been written around the 
subject of why industry should 
patronize the distributor, I believe 
this article in the September issue 
of MILL SUPPLIES to be the most 
convincing I have ever had the 
pleasure of reading. 
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“The article has presented facts 
and figures which are indispensable 
and which should convince even 
the “hard boiled” P. A. that the 
distributor serves industry eco- 
nomically. 

“The various charts also proved 
very interesting in that they reveal 
so clearly the fallacy of purchasing 
direct. 

“If the facts and figures cited 
could be presented to every Pur- 
chasing Agent and plant executive, 
I believe it would very materially 
enhance the distributor’s position 
in industry.” 


Additional Information 


“T read with much interest the 
32-page article in the September 
issue of MILL SUPPLIES, and feel 
that I have gained additional in- 
formation on how to overcome the 
arguments we _ get from those 
buyers who desire to buy direct. 

“It is apparent that most of the 
purchasing agents who will listen 
to you, can readily see that we, as 
distributors, are their real servants. 

“IT have used this argument con- 
stantly and in at least one instance 
have convinced my customer that 
we could serve him more econom- 
ically. 
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“We are today serving one of 
our customers with all of his print- 
ers’ blankets, which business I 
know we are enjoying due to the 
fact that I convinced him that we 
were the logical source of supply.” 


Copies I. S. R. B. 

“In my opinion, it is an excellent 
article on the subject, with facts 
well brought out and displayed; it 
is indeed very comprehensive. 

“However, I can remember no 
new thought contained in it after 
having studied the literature of 
Ls. &. 8. 

“MILL SUPPLIES seems to have 
copied the Research Bureau ideas 
throughout; however, displaying 
them in a more elaborate and strik- 
ing manner, and too, they seem to 
have changed the figures a bit. 

“It is a good article and no doubt 
it will do a great deal of good with 
the trade and also with the manu- 
facturers. 

“TI feel the effect of the Research 
Bureau’s work daily; not only that 
the trade is generally more con- 
siderate of the supply jobber, but 
many of the manufacturers are less 
inclined to sell direct, than they 
were five years ago. 

“Through this work, the supply 
jobbers are getting a break as they 
have not had during my twenty 
years experience in the business. 
However, it is to an extent putting 

(Continued on Page 92) 
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1. A truck caster is: (1) a pro- 
fessional strong man, (2) the man 
who directs traffic in a garage, 





(3) a fellow who fishes from a 
truck, (4) a truck pusher, (5) 
wheel and bracket for bottom of 
an industrial truck. 


2. An arbor is: (1) another 
name for a beer garden, (2) a sup- 
port for grapevines, (3) a holder 
for milling cutters, (4) one who 
arbs, (5) a kind of vine. 


3. An end mill is: (1) the last 
mill in a line, (2) a milling machine 
cutter with teeth on the end face, 
(3) a mill that grinds grain be- 
tween stone ends, (4) the last of 
the old windmills, (5) don’t know. 


4. A rubber diaphragm is: (1) a 
replacement for a man’s insides, (2) 
another name for a girdle, (3) a 
part of a pump, (4) a sketch made 
on rubber, (5) part for a rubber 
machine. 


5. A snap is: (1) a soft job, (2) 
a noise made with the fingers, (3) 
part of a woman’s dress, (4) the 
noise a stick makes when it breaks, 
(5) a hook with an eye and a 
latch. 


6. A slide caliper is: (1) a 
measuring device with one part that 
slides out of the other, (2) a tool 
for figuring how much slide is 
needed on working surfaces, (3) a 





tool for figuring angles of slides, 
(4) a tool for measuring the dis- 
tance a ball player slides, (5) a 
horse that gallops peculiarly. 


7. A through pin: (1) has both 
ends the same, (2) is also called a 
barrel pin, (3) is used in ship- 
building, (4) is a temporary-hold- 
ing pin with both ends tapered so 
it can be driven through the pinned 
members, (5) a pin which quits. 









All 
salesmen 
will want to try their hands at 
checking the correct answers. 
When you have finished, turn 
to page 90 for author's list. 











8. A close-up slug is: (1) a sock 
at close quarters, (2) fake money, 
(3) used inside bushing nuts to 
close up an opening, (4) used with 
electric wiring, (5) a small animal. 


9. A scoop is: (1) a story nobody 
else got, (2) a shaped metal piece 
for picking up grain, flour, small 
parts, etc., (3) when an airplane 
dips, (4) a ventilator, (5) part of 
a shovel. 


10. A play pipe is: (1) a fake 
pipe that won’t smoke, (2) a soap- 


(3. 
» k 


l) om 
~ 
( 
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bubble pipe, (3) a handled, wound, 
hose nozzle, (4) a play that busts, 
(5) pipe for children. 


11. Cold roll is: (1) a bun that 
needs heating, (2) a fall in the 
snow, (3) an ice rolling pin, (4) 
another name for cold-rolled steel, 
(5) cold-formed wire. 


12. A filler is: (1) the inside of 
a false tooth, (2) one who files, 
(3) another name for an engineer’s 
oilean, (4) a short story put in to 
fill space, (5) a man who fills bags 
or boxes. 
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13. A cant hook is: (1) a fish- 
hook that won’t hurt fish, (2) a 
J-shaped hook that won’t, (3) a 
hook at an angle, (4) a timber- 
handling tool that has a swinging 
hook for catching hold, (5) a hook 
for cants. ‘ 


14. A snath is: (1) a stuck-up 
fellow, (2) the handle for a scythe, 
(3) a timber bug, (4) a far-North 
animal, (5) a metal lath. 


15. A hawk is: (1) a plasterer’s 
tool, (2) a high-flying bird, (3) the 
name of an aviator, (4) a fellow 
that sells things on the streets, 
(5) a bad cough. 


16. A darby is: (1) a hard hat, 
(2) the name of a race in Kentucky, 





(3) the name of a race in England, 
(4) a plasterer’s tool for smoothing 
out large surfaces, (5) something 
that’s swell. 


17. A tie twister is: (1) a fellow 
who twists your tie, (2) a sentence 
that is hard to say, (3) the fellow 
that turns ties around, (4) a ma- 
chine for laying out curves in a 
railroad track, (5) a heavy duty 
tool for tying reinforcing bars with 
wire. 


18. A well point is: (1) the bot- 
tom of a well, (2) the bottom of 
the pipe that goes in the well, (3) 
a point for a well pipe to be driven 
into the ground, (4) a good place 
for driving a well, (5) a breed of 
dog. 


19. Armored cable is: (1) ropes 
used on battleships, (2) telephone 
ay 
t 


=——_—__ 





line protected against woodpeckers, 
(3) electric wires covered with 
flexible metal tubing, (4) cable for 
undersea work, (5) a towline for 
a fighting tank. 
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PAINT ano VARNISH 
BRUSHES 





WIRE ano FIBRE 
WHEEL BRUSHES 


STEEL WIRE 
SCRATCH BRUSHES 


FLOOR SWEEPING 
BRUSHES 


WINDOW CLEANING 
BRUSHES 


COUNTER or 
BENCH DUSTERS 


PUSH BROOMS 













| Brush 


that help sel 


@ Few industrial lines can meet so many demands with a 


standard stock product as can Osborn Brushes. Every plant 


... regardless of size or kind of business... is a brush user. 
This means that on every call, salesmen of Osborn Dis- 


tributors can “talk Osborn Brushes” to a known prospect. 


However, to “make talk say something of value to 
prospects,” salesmen of Osborn Distributors have plenty of 


sales-ammunition. For example, here are... 


FACTS TO KNOW TO SELL OSBORN WIRE SCRATCH BRUSHES 
§1—APPLICATIONS: The wide range of uses can be grouped 


under two general classifications: To clean a surface; To remove 
something from a surface. Regardless of any particular require- 
ment, there’s a correct type and size of Osborn Scratch Brush made 


to meet that requirement. 


2—TYPES: The various shapes of Osborn Scratch Brushes are 
designed to “fit” job conditions exactly. There are large, wide 
Brushes for large surfaces . . . smaller and narrower Brushes for 
small pieces and “hard-to-get-at” places . . . curved face Brushes 
for irregular surfaces . . . and flat face Brushes for flat surfaces. 


Note types of Osborn Scratch Brushes on opposite page. 


3—CONSTRUCTION: Special machinery bores correctly spaced 
holes in the blocks. Tufts of wire are stapled securely in the holes. 


After filling, the blocks are passed through rotary trimming 
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| Osborn Brushes 


machines that cut the tufts of wire to uniform length ... making 


a uniform cutting surface for each brush. 


4—PERFORMANCE: Continuous scratching action is essential to 
uniform work. This is one of the important advantages of Osborn 
Scratch Brushes. Their continuous action is assured by the correct 
spacing between the rows of wire and the uniform trim of the tufts. 
Before each row of tufts 
stops scratching, the 
row ahead starts into 
action. More uniform 


work is the result. 


5—MATERIALS: 
Osborn Scratch Brushes 
are made of specially 
drawn and tempered steel wire of high quality. This springy wire 
will not bend down or break (unless abused), assuring quick-cutting 


and long-wearing qualities. 


Blocks or backs of Osborn Scratch Brushes are made of selected 
hardwood lumber, fully seasoned to minimize checking, splitting 


and other defects. 


G—FINISH: All blocks of Osborn Scratch Brushes are sanded 
thoroughly and the edges rounded smoothly to make every brush 


comfortable to grip and easy to work with continuously. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE e CLEVELAND, OHIO 
Sales Offices: New York ¢ Detroit e¢ Chicago ¢ San Francisco 





Atlanta Makes Recommendations 


© Recently an Atlanta Club mem- 
ber found a mill which was consid- 
ering the expenditure of a consid- 
erable sum of money to modernize 
their plant and so place themselves 
in a better position with respect 
to the profitable marketing of their 
products. 

As such a project would effect 
the power transmission system, this 
lone club member set right in to 
sell this mill management on his 
power transmission club and how 
it could cooperatively be of service 
to this prospect. He suggested that 
the club be permitted to make a 
survey of the mill and recommen- 
dations as to what should be done 
to modernize the transmission sys- 
tem. The club member’s offer was 
readily accepted by the mill man- 
agement, with the request that the 
study be made as promptly as pos- 
sible. The club member reported 
the problem to the next club meet- 
ing, and immediately a committee 
was formed to make the study. 

The study has been made and 
the report completed. It consists 
of a study of 1—Present power 
costs; 2—Maintenance costs for 
present power transmission system; 
3—Effect of this present system on 
quality and quantity of goods pro- 
duced, followed by recommenda- 
tions as to how the existing system 
of power transmission can best be 
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Conducted by 


VICTOR A. HANSON 


Chief Engineer 


Power Transmission Council 


modernized to include the follow- 

ing three desired features to the 

maximum degree practical and con- 

sistent with the investment in labor 

and equipment necessary to secure 

them: 

1—Minimum power cost per unit 
of production. 

2—Minimum maintenance cost. 

3—Maximum and constant machine 
speeds to insure maximum quan- 
tity and quality of goods pro- 
duced. 

It includes recommendations on 
machine relocation and transmis- 
sion modernization for every de- 
partment in the entire mill. It 
shows motor efficiencies and power 
factors and contains the _ special 
P.T.C. textile reports and the Red 
Book, 

Altogether it makes a book of 72 
pages, which is the most complete 
and comprehensive set of recom- 
mendations ever made by a power 
transmission club. 

This club member, the commit- 
tee making the study, and the en- 
tire club are to be complimented 
on this outstanding achievement. It 
is a perfect example of the ulti- 
mate in cooperation. 


Power Consumption 
Continues Up 


@ “Electrical World” reports that 


the national power consumption 
continues on its upward trend. En- 
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ergy generated increased from 93,- 
656 million kw.-hrs. in 1935 to 107,- 
000 million kw.-hrs. in 1936, and 
energy sales increased from $77,- 
355 millions in 1935 to more than 
$88.184 millions in 1936, an in- 
crease of 14%. 

This increase in the use of power 
is one of the finest indices of the 
increasing importance of industrial 
power transmission in modern man- 
ufacturing. Modern manufacturing 
is impossible without modern power 
transmission. Modern power trans- 
mission means planned power 
transmission, and power transmis- 
sion cannot be economically planned 
without Modern Group Drive. This 
ever growing importance of power 
transmission makes necessary an 
increasing care in the planning of 
power transmission, and makes vi- 
tal the role of the power transmis- 
sion club. To the members of co- 
operatively functioning power 
transmission clubs this continuously 
increasing power consumption 
promises greater opportunities for 
sales and profits. 


Twelve Years Ago an 
Engineer Spoke 


@ In the January 1925 issue of In- 
dustrial Management, Mr. E. 38. 
Lincoln, a consulting engineer of 
wide reputation, wrote an article 
entitled, “The Dollar Value of 
Wasted Kilowatts”. Quoting from 
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This excellent article by Mr. Lin- 
coln: 

“After electricity passes through 
the customer’s meter, which deter- 
mines the quantity used, it is sub- 
jected to many unnecessary losses 
in the average factory. These 
losses will depend upon the design 
of the system, its condition, and the 
method of operation, 

“Poor design means insufficient 
copper for conducting the electric- 
ity throughout the plant, the in- 
stallation of larger apparatus than 
necessary, especially motors, and 
the improper arrangements of cir- 
cuits...” “Design of System— 
The economical use of electricity 
requires a proper layout and first- 
class construction in the original 
installation of the system. This 
means the proper location of ma- 
chinery and motors grouped in such 
a way as to avoid the necessity of 
operating many machines when 
only a few are required. Motors 
should be operated at as near full 
load as possible and so located that 
they may be easily inspected and 
tested. They should also be pro- 
tected from mechanical injury and 
away from dampness or chemical 
fumes .. .” 

In summarizing the article, the 
Editors of the publication say: 
“Undersize motors and oversize mo- 
tors mean, in the one case overload 
and breakdown, in the other, ex- 
cess first cost and uneconomical 
operation. 

“As the author states, with 
a rate of three cents per kilo- 
watt hour, the saving of one kilo- 
watt means a direct saving of 
72.00 a year. And in the average 
plant there are many of these ‘loose 
kilowatts’ which can be saved by a 
little intelligent work on the part 
of the management.” 

Thus twelve years ago were stat- 
ed some of the fundamental recom- 
mendations of the Power Transmis- 
sion Council, proving once again 
the Council’s often repeated sfate- 
ment: Because every element of 
the Modern Group Drive principle 
has been known and accepted by 
all engineers since their school 
days, their application presents no 
unproved theories. 


Energy Drive Installations 


@ The installations of Energy Drive 
are increasing rapidly. The latest 
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report from Roy Smith in the South 
lists 40 mills which have tried in- 
stallations, and mills in New Eng- 
land are also making experimental 
installations, and one mill in Can- 
ada, The reports from all of them 
are enthusiastic, and this new 
method of loom transmission is 
proving its worth to the textile in- 
dustry. 

The Council has published two 
new booklets, which were first used 
at the Power Show in New York 
the first week in December, and 
will be placed in the hands of all 
Club members. The first is a four- 
page flyer giving the aims of the 
Council in brief form, which will 
enable a man who knows nothing 
about our purpose to get the story 
in a glance. The second publica- 
tion, entitled, “The Development 
and Growth of a Far-Reaching In- 
dustrial Idea” gives the history and 
development of the movement, its 
purpose, and a statement of its ac- 
complishments to date, and its fu- 
ture program. This is a 6x4” 
booklet of 16 pages and covers the 
subject from all angles. Additional 
copies will be available at Head- 
quarters for all club members de- 
siring them. 


A Correction 


@ As far back as the July issue, a 
picture appeared entitled, “A re- 
cent meeting of the Chicago Power 
Transmission Club”. We have re- 
ceived word that this group of men 
included members of the Milwaukee 
Club, which was having a joint 
meeting with the Chicago Club at 
the time the picture was taken, 
and we now make this correction. 


Publications 


@® Much interesting and valuable in- 
formation has either been published 
or is in the process of being pub- 
lished by magazines on mechan- 
ical power transmission. Some of 
this material is being sent to the 
club members, but all of it is worth 
reading, and I call it to your atten- 
tion in case you have not come 
across it. Factory Management 
and Maintenance published a sec- 
tion in their November issue on 
mechanical power transmission, 
covering the whole field. The Oc- 
tober issue of Pacific Factory was 
devoted to power transmission. 
Mill & Factory has an edition com- 
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ing which will give some interest- 


ing facts. In Southern Power 
Journal for October appeared an 
article, which all club members will 
find valuable, on Modern Group 
Drive. Iron Age started in the 
Nov. 19 issue a long series of ar- 
ticles on industrial power trans- 
mission, which will cover the eco- 
nomic phases of the problems of 
the efficient application of power 
to the machines of industry. 


Achievements 


@ Because jobs which the clubs 
have worked out have been pub- 
lished individually in the News, it 
may not be realized how the total 
has added up. From the Chair- 
man’s report to members at the 
meeting held in New York on Dec. 
3, I quote a section: 

“The following is a list of a few 
of the Clubs, showing the number 
of cases where it is known that 
installations have been made or 
where club members have helped to 
sell a plant on retaining the group 
principle when they had been con- 
sidering the installation of indi- 
vidual drive: 





Installations 
Made Thru 
Club Work of Clubs 
Allentown 3 
Atlanta 42 
Boston 9 
Buffalo 8 
Chicago 8 
Cincinnati 3 
Cleveland 5 
Dallas 5 
Detroit 6 
Houston 5 
Kansas City 6 
New Haven 9 
New Orleans 8 
New York 11 
Philadelphia 10 
Portland, Oregon 7 
San Francisco 4 
Seattle 7 
Syracuse 6 
St. Louis 7 
Trenton 8 
Twin Cities (Minneapolis- 
St. Paul) 12 
22 189 


These are some of the accomplish- 
ments of clubs which are getting 
into stride in fulfilling their true 
function as distributors of the 
M.G.D. idea.” 
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* Many a Dayton Cog-Belt Drive 
has been bought because the V-Belt 
is easy on bearings. This point is 
effectively explained on the page of 
the Sales Manual reproduced above 
—just one example of the way every 
advantage of Dayton Cog-Belts is 
shown. 

That’s why Mill Supply Salesmen 
find the Manual a great help in sell- 
ing Dayton Cog-Belts. They say it’s 
the greatest sales book ever pub- 
lished. 

Besides illustrating the advantages 
of V-Belt Drives and the superior 
features of Daytons, the Manuai con- 
tains 200 pictures of actual instal- 


tim 
PaDyhe 


ee / | 


TO DAYTON COG-BELT 
SALESMEN . 


“aie 


Y-BELTS 





——AND 
IT’S EASY AS 





TO SELL THE SUPERIORITY OF 
DAYTON COG-BELTS WITH THE 
DAYTON SALES MANUAL 


lations. These pictures are especially 
interesting to the belt buyer, be- 
cause they show just how Dayton 
Cog-Belt Drives are applied. 

If you handle Dayton Cog-Belts, 
use the Manual wherever there’s the 
possibility of making a sale. If you 
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don’t handle the Dayton Line, ask 
for complete information. 


THE DAYTON RUBBER MBG. CO. 
DAYTON, OHIO 
World's Largest Manufacturers of V-Belts 


Manufacturers also of Dayton Fan Belts, Dayton 
Red Tube Radiator Hose, Dayton Thorobred Tires, 
Dayco Printers’ Rollers 


4 
SS 


COG-BELT DRIVES—F.H.P. V-BELT DRIVES—V-FLAT DRIVES—DAYCOIL 
OIL-PROOF V-BELTS—COMPLETE DRIVES, PULLEYS AND BELTS IN STOCK 
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THE TREND OF 





SUPPLY SALES 
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October Sales Indicator Hits New High 


ARGELY as a result of a thumping increase among 

the large-volume group of Middle Western dis- 
tributors, the Sales Indicator for the month of October 
soared to new heights, registering 110.1 as compared 
with the previous month’s figure of 107.8—itself a 
four-year record. 

Strangely enough, this three-point jump was 
brought about through increases in only two sections 
—the Middle West and West. In the former group of 
states the Indicator jumped from 76.5 to 93.0, while 
the increase was from 119.3 to 129.0 in the latter. 

In the three other territories, decreases from Sep- 
tember were reported ranging from 7.3 to 14 points, 
as follows: North Atlantic, 123.8, compared with 
131.2; Southern, 123.0 compared with 132.0; and Pa- 


cific Coast, 126.0 compared with 140 for the previous 
month. 


Despite the fact that total sales reached new highs, 
both the dollar volume of the average order and the 
number of orders per house per day declined, respec- 
tively, from $17.43 to $14.71, and from 124 to 109. 
Increased totals in the face of these declines is ex- 
plained by the fact that there were more working 
days in October, and to slight variations in the num- 
ber of houses reporting. 

Sales to Government agencies continued relatively 
low, although they represented a very slight increase 
over the previous month. The figure for October is 
5.4 per cent of total business of houses reporting. 
(Last April they were as high as 8.4 per cent.) 
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AIR, WATER, 
STEAM AND SUCTION HOSE 
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Thousands of feet of Condor Air 





Hose in use on a large govern- 
BUILDS ment construction project. 
REPEAT-ORDER 
BUSINESS 6 3 WO 
FROM 
PRODUCTS 
SATISFIED 
Cc d Belt 
CUSTOMERS Stondard Bolt 
In severe service, not only on large government projects and in the building of the V-Belt 
i as > P ° . . . ° Conveyor Belt 
nation’s highways but in all types of industrial plants—steel mills, foundries, machine Acid Nese 
shops, textile mills—Condor Hose of the proper type for air, water, steam or suction Air Hose 
service has established a record for dependability and long life. Brewers Hose 
Contractors Hose 
Condor Hose is bought by users who recognize in its consistently long life a good Textile Mill Specialties 
investment, manifested by the material reduction of hose replacement costs. A trial by Cronmuny Hess 


Dredge Sleeves 
C. |. Air Tubing 
Fire Hose 

SUCTION HOSE—Condor Sand Suction Hose is unequalled for heavy-duty sand and Hydraulic Hose 
dredging service. Has an unusually thick, tough rubber tube. Other types of suction Packers op 

“i : ‘ s P Mill H 
hose, equally efficient for general contractor's service, are available. canine roe 
Sand Suction Hose 


your customers will convince them. 





To Industrial Users: Condor 


Ho tnduetiel Wonres Conder OTHER MANHATTAN PRODUCTS Spray Hose 

— ree a won Suction Hose Matting Molded Rubber Goods Water Hose 

ae geo > je to be — Oil Hose Pump Valves Oilless Bearings Ciiten: Hien 
rough Manhatten Distri cod Other Grades of Hose Tubing Belting of Every Description 

tors located in all industrial 


Packing Washers Molded Hose for Every Service Chute Lining 


centers. Patronize them for Launder Lining 


prompt and ecorsomical 


sorvien. Ask for details of the Manhattan Franchise cuaneaeae 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 
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TERRITORIAL SALES INDICATORS 
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North Atlantic States 
After a sharp increase in September, the North Atlantic States Sales 
Indicator for October declined to 123.8, compared with 131.2 the previous 
month, and 121.0 in August. Average size of orders also dropped, the 
figure for October being $16.68 as compared with $19.13 in September. 
Reported Government sales swung upward from 4.86 per cent in Sep- 
tember to 5.3 per cent-in October. 


Southern States 
The Southern States relinquished their second-place position on the 
indicator by showing a nine-point decline from 132.0 for September to 
123.0 for October. Average size of orders, however, increased from 
$17.41 in September to $18.45 in October. Government sales showed a 
sharp increase to 6.15 per cent for houses reporting, as compared with 
3.68 per cent for the previous month. 


Middle Western States 
A spectacular increase in the Sales Indicator for the Middle Western 
States, which jumped from 76.5 to 93.0, was largely responsible for the 
three-point rise in the averages for all territories combined. This de- 
spite the decline in average orders from $16.26 to $15.40. Sales to Gov- 
ernment agencies increased from 3.38 per cent, reported for Septem- 
ber, to 4.35 per cent for October. 


Western States 
Recovering from their dip to 119.3 on the previous month’s Sales In- 
dicator, the Western States also contributed to the increased total by 
marking up 129.0 for October. Orders, however, continued small in size, 
averaging $9.13 for October. This represented a decrease over the pre- 
vious month, when the average order stood at $12.10. No sales to Gov- 
ernment agencies were reported from these states. 


Pacific Coast States 
The greatest drop on the Indicator for any territory was recorded for 
the Pacific States, the figure standing at 126.0, compared with 140.0 for 
September. Average size of order was $17.68, and sales to Government 
agencies were reported at 15.8 per cent, compared with 11.73 per cent 
of September’s total. 
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f WANTED- 1 
ACTIVE PARTNERS 

| Not Just 
Products to sell : 


M AINE TO CALIFORNIA- 
EVERY WHERE 






The MILL SUPPLY a 






































MFR'S. e § 
REP, e § 
: gs 
: : 


“PARTNER”—A Partaker—An Associate—A Colleague—One who has a Part in 
anything with another. 





WHEN YOU “TAKE ON” “CLEVELAND'S” 3 Point 
Merchandising Policy— 
a SUPER-DUTY 1 Sales—Upon an Exclusive Franchise, through recog- 


nized distributors, which squares thoroughly with 


FILE SALES FRANCHISE a a distributor realizes as an ideal 


? Resale Policy—Strictly maintained resale prices. 


The distributor is entitled to and must have a 
” 

YOU “TAKE ON — proper margin of profit. This our distributors are 
assured, through our universally maintained resale 
schedules. 


an ACTIVE 3 Factory Cooperation—Through definitely planned 


factory helps, conscientiously and systematicall, 





carried through in fulfilment of our commitment 


MERCHANDISING a AR 
PARTNER 





4 Consumer Advertising—Concentrated in distribu- 

tors Market. All advertising is pointed for direct 

immediate local reactions in distributors’ territ- 
ories. Direct mail, local publications, trade jour- 
nals, etc., are the media used. 


5 Quality Products—Highest standards of mate i! 
and workmanship constantly maintained and 
guaranteed. 



















3400 Hamilton Ave. Cleveland, Ohio 


QUALITY Pitas Sime CE Fs 9 9 





A Q UBT ¥ BRINGS ae ee On a oe 
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Convention Dates Set 


@ Subject, of course, to subsequent 
revision, dates for the Triple Con- 
vention have been set for May 10, 
11, and 12. The meeting of the 


National Supply and Machinery 
Distributors Association and the 
American Supply and Machinery 


Manufacturers’ Association will be 
held at the Peabody Hotel, Mem- 
phis, Tennessee. 

Executive Committees of the 
three associations are busily en- 
gaged in preparing a business-like 
program comparable to that which 
proved so popular when presented 
at Atlantic City last May. 


H. A. Nichols Promoted 


@ Mr. H. A. Nichols has been pro- 
moted to vice-president in charge 
of sales of the Weaks Supply Com- 
pany, Limited, Monroe, Louisiana. 


Leo. H. Gorton Director of 
National Refrigeration 
Supply Jobbers Assn. 


@ At its recent meeting in Mem- 
phis, Tennessee, the National Re- 
frigeration Supply Jobbers Associ- 
ation elected Leo H. Gorton, Presi- 
dent, Machine Tool and Supply 
Company, Tulsa, Oklahoma, as a 
director. 

The Machine Tool and Supply 
Company also announces the addi- 
tion of Mr. M. P. Sullivan to its 
sales staff. Mr. Sullivan will be 
in charge of the company’s refrig- 
eration supply department. 

Dayton Cog Belt Drives have re- 
cently been added to lines handled 
by Machine Tool and Supply Com- 
pany. 
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Name Changed to Dalziel 
Company 


@ Dalziel Moller Company an- 
nounces the change of name to 
Dalziel Company, 1666 Mission 
Street, San Francisco. 

Over sixty years ago, Robert 
Dalziel and William Moller entered 
into partnership in Oakland, Calif., 
in the general plumbing, heating, 
tinning, and sheet metal business. 
A few years later they opened up 
in San Francisco, manufacturing 
and jobbing plumbing and heating 
supplies. At that time they trav- 
eled and served the entire Pacific 
Coast. 

This company is believed to be 
the oldest in its line in California. 

William Moller severed his con- 
nection over twenty years ago, 
making the final change in name a 
logical one. There is no change 
in personnel. 


Superior-Sterling Capitalizes 
on Election 


@ The Superior-Sterling Company, 
Bluefield, West Virginia, capitalized 
on the recent presidential election 
in a unique manner. To all cus- 
tomers and prospects a pamphlet 
listing states and electoral votes 
for each, was distributed. Those 
coming closest to the election out- 
come received cash prizes. Any 
one at all into whose hands a bal- 
lot fell was eligible to guess. 

The first prize, ironically enough, 
fell to little Miss Alice Coyne Huf- 
fard, who at the tender age of five 
summers opined that Mr. Landon 
would garner (no pun intended) 
but eight electoral votes. Miss Huf- 
























fard gathered in fifty perfectly 
good fifty-nine cent dollars. 

Even Frank (converted Repub- 
lican) Archer underestimated the 
Roosevelt landslide. However, he 
did succeed in gathering in over 
800 poll ballots together with the 
attendant publicity, which prob- 
ably will go far to offset the fact 
that he was outprophesied by a 
mere slip of a girl. 

Note: In extenuation, Frank ex- 
plains that Alice was assisted to 
some extent by her father, J. Hud- 
son Huffard, of the Chicago House 
Furnishing Company, Bluefield.— 
Ed. 


Personnel Changes at 
Biggs & Company 
@ The following changes have been 
announced in the roster of officers 
of Biggs & Company, Wichita Falls, 
Texas: J. E. Biggs, president; C. 
C. Robbins, vice president and sec- 


retary; C. B. Norris, treasurer; 
and M. E. Robertson, salesman- 
ager. 


W. T. Ball has been added to the 
sales force working the Northwest, 
Fort Worth and Denver territories 
from Vernon, Tex., west, and a por- 
tion of southwestern Oklahoma. 
Other salesmen appointed are Jack 


This _ satisfied-looking group was 
snapped at the Strong, Carlisle and 
Hammond Supply Salesmen’s picnic, 
held at Kate Kreuzer’s place in Dover, 
Ohio. Salesmen from the Machinery 
Department and the manufacturers’ 
representatives were also _ invited. 
About sixty men attended. It’s our 


duty to report that the Machinery De- 
partment took a severe drubbing in 
baseball at the hands of the Supply 
Department. 
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This is a tribute to the HEWITT distributor organization. Their 


co-operation and hard-hitting efforts throughout 1936 are worth 


“crowing” about. Aggressive and alert, they capitalized on the - 


acceptance of the HEWITT line of industrial rubber goods... pro- 
duced by some of the greatest craftsmen in the industry. HEWITT 
laboratory and technical developments created new opportunities 
and our distributors were awake to them. HEWITT sponsored an 
extensive sales and advertising program this year, and the whole- 
hearted support of our distributors was gratifying. The result? 
Throughout the country, distributor sales of HEWITT industrial rub- 
ber goods hit a new peak. Perhaps you are seeking more profit. 


We'll be glad to tell you about the HEWITT profit franchise. 


HEWITT cil RUBBER 


RPORATION 


HOSE 


BUFFALO NEW YORK 


1 


+] 
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CONVEYOR AND TRANSMISSION BELTS PACKING 
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TEXROPE DRIVES 


for every industry 


Do you want a large or small, a light or heavy, a constant or variable speed 
V-Belt drive? @ Allis-Chalmers makes them all and not only makes them 
all but conceived and developed the entire multiple V-Belt principle. Also 
the Duro-Brace design which gives you a sheave with maximum strength 
and minimum weight and the Vari-Pitch design which enables you to vary 
your speed by making a simple adjustment. Therefore, if you want the 
greatest knowledge and the widest experience built into every V-Belt drive 
that you buy, you want Texrope V-Belt Drives built by the Allis-Chalmers 
Manufacturing Company. Texrope Drives are made in ranges of from 1/2 hp. 
to 2,000 hp. and in speed ratios from 1 to 1, to 10 to 1 in all popular 
ratings. Texrope Drives are 98.9% efficient . . . Require no belt 
dressing or lubrication ... Are unaffected by moisture or dust... 
Are shock absorbing, vibraticnless, slipless, silent and clean. e The 
Allis-Chalmers Manufacturing Company invites you to install a 
Texrope Drive with its guarantee of satisfaction or 

money back. 


Write for Vari-Pitch Bulletin No. 1261 


Belts by Goodrich 
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Two more active members of the 
Ford Kendig Company, distributors - 
organization in Philadelphia: John 
Tobin, sales manager and T. J. Wil- 
liams, vice-president. 


Russell, Hal H. Cherry and P. G. 
McDowell. 

Biggs & Co. report that its sup- 
ply business and machinery sales 
have been very satisfactory during 
1936. 


News-of-the-Month from 
W. H. Taylor & Company 


@Wm. H. Taylor & Company, 
Incorporated, Allentown, Pennsy!l- 
vania, reports that it is conducting 
“Question Sales Meetings” with 
encouraging results; the company 
was represented at the recent At- 
lantic City meeting of the Indus- 
trial Supply Research Bureau; at- 
tendance at the Rye, N. Y., meet- 
ing of the I.S.R.B. is planned. 

The company announces the ad- 
dition of J. W. Taylor, Jr., to its 
sales staff; Mr. Taylor is a me- 
chanical engineer and is experi- 
enced in industrial heating, ven- 
tilating, power transmission and 
the like. Products of Ingersoll- 
Rand Co., have recently been addea 
to Wm. H. Taylor & Company’s 
line, 


Munnell and Sherrill Handle 
New Intercommunicating 
System 


@ After a few weeks, the salesmen 
for Munnell and Sherrill of Port- 
land, Oregon, are all pepped up 
over a new electrical intercommuni- 
cating system for industrial plants. 
The equipment is so compact that 
they can take a transmitter, re- 
ceiver and a length of wire and 
demonstrate it before the prospect. 
This is the “Voycall” of Voycall 
Company, Limited, Oakland, Cali- 
fornia, for which Munnell and Sher- 
rill have the states of Oregon. 
The principles of operation com- 
bine both public address and tele- 














A new modern packing for an old reliable product. 


The Capital line in 
cludes such well 
known brushes and 


brooms as: 


"RED CAP" METAL 
CASE BROOMS 


MILL BROOMS 


“LOONTEE" GEN- 
ERAL PURPOSE MILL 
BROOMS 


PUSH BROOMS 
FLOOR BRUSHES 


BENCH DUSTERS 


* 


We have been supplying distributors 


with Capital RED CAP Brooms for nearly 50 years and now, in step with the times we have 
adopted a modern method of packaging so that they will always reach your customers in 


perfect condition. 


The new method not only protects the brooms themselves but makes available 53% more 
storage space in your warehouse. Formerly the brooms could be stacked only on the floor 
but now in this handy carton they can be placed in tiers one on the other and piled to the 
ceiling. It leaves much storage space for items which up to now you could carry only in 


small quantities for lack of space. 


We will be glad to send you further information. 


help you sell! 
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Write for our new catalog which will 























More File Sales 


—and More Profit 


This is the experience 
of Dealers who are now 
handling the new 


TANG 


SIMONDS FILES 


for every industry are 
perfect tools that cut 
smoothly and resist 
wear longer. 


Sell your trade this 
better cutting file for 
more profit and cus- 
tomer satisfaction. 


Dealers desiring information about open 
sales territories should write at once. 


SIMONDS 
SAW AND STEEL CO. 


ESTABLISHED 1832 


FITCHBURG, MASS. 
CHICAGO, ILL. 


AYALA 
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phone ideas, enabling calls to and 
from persons without the necessity 
of their being near the speaking 
instrument. If an executive in the 
office wishes to communicate with 
an individual in, say the ware- 
house, the executive merely speaks 
into the instrument, close by or 
from a distance, and calls for the 
party desired. That party hears 
his name called and can talk right 
back to the boss from wherever he 
is and need not run to a transmit- 
ting instrument. It saves a lot 
of time. Of course, if there is but 


|a single unit between two points, 


no selection by switches is neces- 
sary. But if the system contains 
a number of units, as a number of 
different floors, it is arranged so 


‘that the call can be sent to any 


particular floor. The executive may 


have this switching set right in 
his own office if he sees fit. 


Of the various kinds of inter- 
communicating, by loud speaker or 
telephone, this is said to be the 
most simple. “And another point,” 
said H, A. Anspach, treasurer, is 
that it is moderate in price. Any 
business can have it. The price 
runs from $67.50 for one speaker 
unit, up, depending on the number 
of units required. The installation 
is a simple matter. Any radio in- 
staller can put it in, and the pur- 
chaser calls one in to do the work. 
The distributor simply sells the 
sets. 

Another new line with Munnell 
and Sherrill is that of the Rock- 
wood V-belts and sheaves. They 
had been carrying the motor bases 
and pulleys for several years, in 
addition to all types of belting. 


The Palmer Supply Company, Seat- 
| tle, Washington, is one of the aggres- 
|sive industrial distributors of that 
city. After closing time, these three 
|were still on the job: President 
Frank A. Dupar (left), sales manager 
| Edward Riley, and chief clerk George 
|G. Guffy, Jr. 





EMPIRE BUILDERS 


N 1891 scofing bystanders would have laughed at the 

idea that a high-wheeled buggy powered by a sput- 
tering, asthmatic motor—America’s first practical horse 
less carriage--was to breed the country’s greatest in 
dustry. Already the acknowledged leader in the manu- 
facture of industrial fastenings, R B & W substantially 
aided the engineering and mechanical advances which 
followed—EMPIRE Brand Bolts, Nuts and Rivets were 
developed and furnished for the assembly of motor 
vehicles of all types. 

Continuously since 1845, R B& W has played an im 
portant part in the growth of every mator industry the 
world over, progressively improving EMPIRE Brand 
Bolts, Nuts and Rivets to set unmatched standards of 
strength,-uniformity and accuracy. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 








When the old and new blend harmoniously . . . when tradition 


tempers modernism .. . the result is progressiveness that initi- 
ates the trend of the times, achieves quality and holds leadership. 

Since its inception as a small bolt and nut company nearly a 
century ago, R B & W has been noted for its progressiveness. It 
has pioneered in the development and adoption of improved ma- 
chines, methods and processes—in the use of new and stronger 
materials- has set ever higher standards of strength, uniformity 
and accuracy. 

[t has established, and unswervingly maintained, forward look- 
ing policies of management and trade relations. 

Progressiveness has made EMPIRE Brand Bolts, Nuts and 
Rivets the standards of quality wherever industrial fastenings 
are used. 





BOLTS: Carriag Machine Lag Plow Stove Elevator Step Tay Wire 
Wh & Rim - Battery « U-Bolts « Semi-Finished « Automotive Replacement 

NUTS: Cold Punched + Semi-Finished « Hot Pressed » Case Hardened - Slotted - Castle 

RIVETS: Standard - Tinners’ - Coopers’ - Culvert SCREWS: Cap - Machine » Hanger 

WASHERS: Plate «+ Burrs PINS: Clevis + Hinge 

MATERIALS: Allovs - Steels « Non-ferrous Metals RODS: Stove + Sear Ladder 

PLATED PARTS: Cadmium + Zine » Chromium » Nickel + Hot Galvanized » Copper * Tin 

SPECIAL UPSET AND PUNCHED PRODUCTS 








EMPIRE BURNISHED 
SEMI-FINISHED 
NUTS 
EMPIRE, Burnished Semi- 
Finished Nuts are manutac- 
tured by an exclusive process 
that eliminates splitting, pro 
vides full bearing and high 
resistance fo wrench abuse. 
Accurate threads produced 
to Class II] tolerances de 
velop a strength beyond the 
expectations ot the most crit 
Ical User, Sizes and types are 
available to meet every re 

qu rement. 

Has your bolting material 
kept pace with your product 
design? Out of long exper 
lence we can make valuable 
suggestions tor modernizing, 
standardizing and simplify- 
ing your specifications for 
bolts, nuts and rivets.  Ad- 
dress R B & W Engineering 


Sery ice. 













RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER,N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. 


SALES OFFICES: 
CHICAGO ~ DETROIT PHILADELPHIA: OENVER - SAN FRANCISCO - LOS ANGELES - SEATTLE © PORTLAND 




















































TEN YEARS AGO IN MILL SUPPLIES 
AS RRR ary /// 4 On THE OCCASION OF ITS 

i a \ 

\. 











30TH ANNIVERSARY, THE 
1896 BRIGGS 1896 BRIGGS “WEAVER MACHINERY 

AND A ALLAS, TEXAS 
MACHINERY SUPPLY _COMPANY ISSUED A’ BOOKLET TELLING 
HOW, UNDER THE NAME OF 
THE BRIGGS MACHINERY AND 
SUPPLY COMPANY, MESSRS, 
C.H.BRIGGS AND J.C. WEAVER 
STARTED UP THE BUSINESS 
IN 1896 IN A BUILDING HAVING 
ONLY 2500 SQUARE FEET OF 
FLOOR SPACE. IN 1926, THE 
FLOOR, SPACE OF THE’ COM- 
PANYS BUILDINGS HAD GROWN 
TO 75,000 SQUARE FEET, ' 
PLUS A CITY BLOCK FOR YARD 
AND WAREHOUSE. 
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NEWS ITEMS 


Recrets POURED IN AT 
NEWS OF THE PASSING OF 
W. M. PATTISON, PRESIDENT OF 
THE W.M. PATTISON SUPPLY 
COMPANY, CLEVELAND, PAST 
PRESIDENT OF THE NATIONAL 
SUPPLY AND MACHINERY DIS- 
TRIBUTORS ASSOCIATION, 
DIRECTOR OF THE NATIONAL 
PIPE AND SUPPLIES AS- 
SOCIATION, AND PROMINENT 
Civic LEADER. 

-a- 


W.M.PAT TISON The DREHER- CONKLIN 





SUPPLY COMPANY OPENED Miu SUPPLY DISTRIB- 

Owe. STUDY THE ARTICLE, “THE 
— DISTRIBUTORS’ PLACE IN THE IN- 
Resienine HIS POSITION AS PRESIDENT AND ed len as re Miers py IN 
BUSINESS MANAGER OF THE BANKS-MILLER SUPPLY MILL SUPPLIES. IN THE ARTICLE 
COMPANY, HUNTINGTON, WEST VIRGINIA, T.F. BAILEY ’ 


THE AUTHOR R.M.GATTSHALL, 


HALL MACHINERY COMPANY. COMPANY LISTED “I2 REASONS 


-o- WHY THE DISTRIBUTOR 15. 
$O VALUABLE,” 

















SEG 7 Moh Set A Y/; =. SS ia ; Me GN BY fig 


In A STORY FEATYRING THE DEVELOPMENT OF INDUSTRIAL ST. LOUIS, MILL 
SUPPLIES TRACED THE HISTORY OF SUCH WELL~KNOWN HOUSES AS THE SLIGO 
IRON STORE COMPANY, TEUSCHER PULLEY AND BELTING COMPANY, CAPEN BELTING AND 
RUBBER COMPANY, COLCORD- WRIGHT MACHINERY AND SUPPLY COMPANY, ST. LOUIS 
MACHINISTS’ SUPPLY COMPANY, CORBY SUPPLY COMPANY, GELLER, WARD AND 
HASNER HARDWARE COMPANY, MCDONALD MACHINERY COMPANY, HANDLAN- BUCK 
MANUFACTURING COMPANY, CONTINENTAL SUPPLY COMPANY, BROWN MACHINERY 
COMPANY, CAMPBELL IRON COMPANY, ESSMUELLER MILL FURNISHING COMPANY, 
E.H. SACHLEBEN AND COMPANY, AND GEORGE F. SMITH COMPANY, 


i — 
a 
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known and advertised 


come correspondence 
distributors. .. 


full details of our 


Phosphor Bronze Bushings. 


ELEPHANT BRAND 


PHOSPHOR BRONZE 


There is some good profitable territory 


still open for the sale of nationally 


Elephant Brand 
We wel- 


with interested 


. May we send you 








profit-making prop- 


osition? 


* The familiar Elephant 

Brand stock 
bushing bars are now offered 
1/32” plus O.D. 
minus on the LD., 


twelve-inch 


machined with 
and 1/32” 
up to and including 3” diam- 
eter... and from 3” up to 6” 
inclusive, with 1/16” plus O.D. 
and 1/16” 


Maximum 


minus on the LD. 
LD. $4. 


costly 


. thus 


eliminating waste and 


machining of scaly castings. 












cI 


COOPERATION 





Consistent advertising in vari- 


ous trade and technical publica- 


tions, plus adequate dealer 
helps and direct by mail ma- 
terial—reach your customers as 
a constant reminder of Eleph- 
ant Brand Quality and advant- 
ages, time-tested and _ proven 
through over 60 years of ser- 


vice. 


THE PHOSPHOR BRONZE SMELTING CO. 
=4 2214 Washington Avenue, Philadelphia, Pa. 
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By Their Shirts You Shall 
Know Them 


@Couch and Heyle, Incorporated, 
Peoria, Illinois, does a big over- 
the-counter business —the far 
greater portion of it, incidentally, 
being in the nature of pickups for 
plants served by this distributor. 
As is the case in any “store” of 
this kind, there are times when a 
considerable crowd collects and 
some customers have to wait a few 
minutes for service. Hence, there 
was a time when there was danger 
of misunderstanding, as men from 
the receiving and shipping depart- 
ments went into the store portion 
of the building in the routine of 
their business during one of these 
rush periods. They were busy, too 
—plenty busy—about their own 
important work, yet there was al- 
ways the fear on the part of the J 
management that customers, not | 
knowing what these men’s jobs 
were, would be a bit disgruntled v 
because they did not stop and wait € 
on them. J 
So the company conceived the c 
idea of completely identifying each J 
inside man whose work took him J 


















| into the store. Blue shirts were 
| ordered for the entire staff. On ih 
| the front, over the right pocket, s 


@® sere 











| BEFORE 


| was woven the individual’s first 
name or nickname, and over the left 
pocket the department to which he 
belonged. On the back, in larger 
letters, appears the company name, 
and, again, the department with 
which the individual is affiliated. 
Adoption of the “identification 
shirts” has done far more than set 
customers right as to why certain 
men are not serving the counter 
trade, however. It has added a per- 
sonality to the inside sales service 
that has proved extremely valuable. 
Now, the customer knows he is 
talking to “Jim” or “Ed,” or some- 
body else. When he comes in a 
second time to ask about some item 









































































Both sales and profits climb when you sell steel products that are 
known everywhere for their uniform high quality and their depend- 
able performance. 


That’s why it pays you to stock J &L steel products and to feature 
them in your catalog and in your sales work. 


Your customers know from long experience that the quality of 
J&L steel products is unquestioned. They accept them with full 
confidence that they will render completely satisfactory service. 


The high quality of J&L steel products is being made more 
widely known, and acceptance of J & L quality is being strengthened 
every day by the extensive national advertising program which 
Jones & Laughlin is conducting in trade publications. These publi- 
cations reach your customers regularly and consistently with the 
J&L quality story, and create a preference for and a confidence in 
J&L steel products that you can profitably cash in on. 


J & L Steel Pipe 

Available in full standard weight, extra strong and double 
strong, and can be supplied either black or galvanized. Butty 
sizes tange from 14” to 3’’ inclusive; lapwelded, from 114" q 
O.D. inclusive; seamless, from 14’ nominal to 14’ O.D. inc 

In addition, Jones & Laughlin provides its distributors with 
| helpful sales literature which can be used to advantage in increasing 
| sales volume—and profits. 


Investigate the sales and profit advantages of J & L steel products 
for your trade. A J & L salesman will be glad to give you the complete 
story—or you Can write direct for full information. 


JONES & LAUGHLIN STEEL CORPORATION 


MERICAN IRON ANDO STEEL 


JONES & LAUGHLIN BUILOING. PITTSBURGH, PENNSYLVANIA 


Sele: Offices «Atlante = Beston Buffele Chica 
Memphie Milwaukee Minneapolis 
CHICAGO Cc 
* Operated by National Bridge Works Division of Jones & Laughlin Steel 
Conadion Redreentatives JONES & LAUGHLIN STEECL PRODUCTS [OMPANY. Pittsburgh. Pe. U S&S A. and Toronto, Ont. Cenede 


> 


J & L STEEL PRODUCTS 


Cold Finished Bars . . . Hot 
Rolled Bars, Shapes and Plates 
- Nails and Wire Products. 


J & L Cold Finished Shafting J & L Hot Rolled Seamless Steel Boiler Tubes . . 
& L turned and ground shafting is a precision stock of bring to every application the inherent advantages of hot r 
chighest order. It has inherent strength and durability. and the dependable strength and safety that are characteris 
iSstraight, true to size, and the finish is bright, smooth seamless tubular products. There can be no failure at welds, 
d flawless. Other grades are turned and polished, and there are no welds. J & L Boiler Tubes mect all standard s 
dtawn cach of dependable J & L quality. tions and are supplied in full range of sizes. 








“Any possible | 
comparison | 
would favor 
American 


Hand Trucks” 














BEHIND 


he has taken with him or wants to 
pick up, he doesn’t have to inquire 
for a “sort of a short fellow, with 
dark hair.” He simply inquires 
for the service man by name. If 
he wants to talk to the man who 
| is head of the sales floor, it is easy 
to identify “Ross,” the chief clerk. 
The investment in a quantity of 
| ys c\ “identification shirts,” has been re- 
a | paid many, many times over, ac- 
A statement like this pleases cording to L. E. Forbes, vice-presi- 
us—and should interest dent and sales manager of Couch 
any man who buys hand and Heyle, Incorporated. 
trucks. It was made by 
the Philadelphia & Norfolk 
Steamship Company on the 
basis of actual experience 








The accompanying pictures show 
front and rear views of a portion 
of the Couch and Heyle inside staff 


with nearly 400 American | Wearing their “monickers.” Front 
Pressed Steel Hand Trucks. row, left to right: Ross Cox, chief 
“The service on our piersis | clerk; Stoy Turbett, receiving 
unusually severe,” writes this user of “American” trucks. ‘We | clerk; Bob Cox, shipping depart- 
transport freight of almost every character, and-we use our trucks ment: Jim Koch, sales. Rear row: 
for all sorts of purposes. Although these trucks are light in weight, Henry Schneblin, warehouse; Day- 


well-balanced and easy running, they stand up well under the 
most severe conditions of service and we assure you that any 
possible comparison either of maintenance costs or length of 


ton Gingerich, shipping clerk; Ed 
Nash, sales. Mr. Forbes is at the 


truck life would be greatly in favor of ‘Americans’.”’ extreme right in both pictures. 
There is an American Hand Truck to meet your particular a ' 
material handling needs. The sooner you standardize on it—the White Tool Handling 
greater your savings. Write today for the American Hand National Products 


Truck Catalog and make your selection. . 
@ The White Tool and Supply Com- 


THE AMERICAN PULLEY COMPANY pany, Cleveland, is now a distribu- 
4200 Wissahickon Ave., Philadelphia, Pa. | tor of products manufactured by 
the National Fan and Blower Cor- 
poration, Chicago, according to a 
recent announcement by the lat- 
ter organization. 









The labor saving, 
floor saving, rubber- 
tired, roller-bearing 
“American” hand 
truck wheel. 


A ERICAN 














Acknowledgment Card in 
Sales Promotion 





@ Even a routine order acknowl- 
edgment card may be employed for 
| sales promotion purposes, as wit- 
| ness the idea recently developed by 
the Pratt-Gilbert Hardware Com- 
| pany of Phoenix, Arizona. One 

half of the address side of the new 
| acknowledgment card is used for 
| the acknowledgment itself. On 
| the reverse side are three impres- 


PRESSED STEE 


HAND TRUCKS 
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Three reasons 





why you can serve 


better if you offer 
ERI 

Prueosnet 

PULLEYS 


Because of: 


& Better Grooving. The difference in 
sheaves is in the grooves and in Wedg- 
belt Pulleys, painstaking accuracy in 


machining the grooves pays real divi- 
dends in longer belt life. 


Better Balance. Semi-dynamic balanc- 
ing of Wedgbelt Pulleys eliminates the 
destructive forces of vibration and atten- 
dant noise. 


Better Bushings. American cast iron 
bushings, carefully machined inside and 
out, fit so perfectly that they give all the 
advantages of interchangeability without 
sacrificing a single element of satisfactory 
operation. 


Research and definite operating experience in 
thousands of installations have firmly estab- 
lished the merits of Wedgbelt drives. American 
Wedgbelt Pulleys are conspicuous for their 
superiority in providing strength without exces- 
sive weight and better balance to eliminate 


savings in power and maintenance costs. 


American Wedgbelt Pulleys are offered with 
the definite intention of providing a superior 
product. This company’s understanding of the 
problems involved has been gained by two 
score years of producing quality power trans- 


vibration. The accuracy of the machining at 
hub, bore and grooves is unique in the industry. 
This assures longer belt life and appreciable 


mission products. Write us today for our new 
catalog of Wedgbelt Drives and let us help 
you in your engineering problems. 


MERICA 


PULLEY COMPANY 


4200 WISSAHICKON AVE. 


PHILADELPHIA, PA. 
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The new Catalog No. 80 being distributed by Shadbolt & Boyd Co. of Milwaukee 
is the third Donnelley-compiled general catalog issued by that growing house in 
the past eleven vears. 


NOW Is the Time 











to Make Hay @ The present tnimatetes | 


activity offers the best opportunity in years in the | 


industrial supply field. 


* And a new general catalog will help you greatly to “dilute” the high 
cost of personal selling by stimulating the flow of the profitable mail 
and telephone orders. 

Only a limited number of additional catalogs can be laid out before 
the holidays. Would you like to have one of them? 


WRITE 


R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-Second Street ° CHICAGO, ILLINOIS 
" MILL SUPPLIES © DECEMBER 1936 


| 
| 
| 


| 


sive views of the company’s home— 
one exterior, and the others show- 
ing sections of the big warehouse. 
Inset among the pictures is the 
statement: “Thirty thousand square 
feet of floor space, filled with equip- 
ment and supplies for mining, con- 
tracting and industrial purposes.” 
At the bottom of the card is the 
slogan: “In Arizona It’s Pratt- 
Gilbert.” 


Standard Automotive Supply 
Quadruples its Space 


@A new building has been pur- 
chased by Standard Automotive 
Supply Company, Washington, D. 
C., in the 2100 Block of 14th St., 
N.W. It will provide over four 
times the company’s present space. 

Addition of the following sales- 
men is announced: C. H. Zahn, 
N. L’Homme, C. Sheetz, and S. 
Bland. 

With the exception of Mr. Sheetz, 
these men are all practical machin- 
ists. All are good mill supply sales- 
men. 

The company announces that A. 
E. Waechter is no longer connected 
with the organization. 


Bulletin on Labor Saving 
Devices for Shops 


® Equipment Supply Company, Chi- 
cago, has published a 24-page 
bulletin covering labor-saving tool 
and shop supply specialties. The 
book also contains a list of items 
not generally carried by regular 
mill supply houses. 








Lake Erie was turning forth such 
chilly blasts over Buffalo on the day 
this picture was taken that our staff 
editor didn’t have the heart to hold 
these men of Root, Neal and Com- 
pany in line sufficiently long to get ail 
their names in order, but we can iden- 
tify H. M. Pritchard, vice-president 
of this well known organization. He 
is the smiling gentleman, fifth from 
the left and a bit to the rear. 
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Opportunities 
on Every 
a a BLACK & enc ELECTRIC SCREW DRIVERS drive 
Production Line wood and metal screws with either slot type or hexagonal heads, 


in metal and wood cabinet-making and furniture construction, 
airplane assembly, sheet metal work, radio and electrical appar- 


atus assembly, boat ‘building and a thousand and one other 
ais sna I assembly operations. 








BLACK & DECKER NUT RUNNERS greatly reduce costs of BLACK & DECKER ELECTRIC TAPPERS are used for 


running and tightening nuts and bolts, or driving heavy wood threading holes in cast iron, steel, brass or aluminum. Ideal for 
screws and lag screws. Widely used in assembly of light and heavy installation and maintenance of pipe lines, plumbing, heating 
machinery, metal frames, shelving, partitions, scaffolding, con- and lighting systems, steel shelving, partitions, etc., and for pro- 
crete forms, etc.; in crating and lagging down heavy machinery duction work in metal fabricating, cabinet, commercial body and 
for shipment; marine and railway construction; structural steel elevator plants. Tap eight times faster than by hand, and greatly 
work; and many other assembly and maintenance operations. reduces tap breakage, 


Tak about sales possibilities! Every production operation that is being done with hand screw 
drivers, tappers or wrenches is a real opportunity to sell Black & Decker Electric Screw Drivers, 
Tappers or Nut Runners. Check over the sales possibilities in the plants you call on. A demon- 
stration ‘“‘on the job” will prove how Black & Decker Tools cut costs and speed production—and 
close many a sale. For details write: Black & Decker Mfg. Co., 717 Pennsylvania Ave. Towson. Md. 


CK & 


World’s Largest Manufacturer of 
PORTABLE ELECTRIC TOOLS 
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New Low Cost 


BELT SURFACER 


With Man Ny New Exclusive Features 


At last—here is a correctly engineered 6 inch belt finishing and 


sanding machine! It is built 


like a machine tool throughout— 


yet its low price brings it within the reach of any shop whether 


one or a dozen is required. 





























For removing burrs, 


and for dozens of ot 
save time and money. 
for full information. 


Some of its special features are: 


polishin : 
finning die castings, squaring ends of bars and tubes, finishing 
miter and other angular cuts on metal mouldings, satin-finishing 
plated parts, removing flash on Bakelite and other plastic parts 

* uses around the shop this machine will 
Investigate its possibilities today. 


small parts, trimming and 


Write 


Completely equipped with New Departure double-seal Ball bear- 


ings, lubricated for life of 
bearing. 


Completely enclosed and 
guarded—which means safety 
and enables from 85% to 90% 
of sanding dust to be collected 
by exhaust system. 


No rubber covering required 
on drums, eliminating replace- 
ment expense. 


Machine operates vertically or 
horizontally. Back stop for 
potiching short ieces, fence 
or polishing and finishing long 
pieces and tilting table for use 
in shaping and burring work 
available if desired. 


‘98° 


Without fence, back 

stop or table. With 

one No. 80 grit lap- 

less garnet belt. 

Without belt or mo- 
tor pulley. 





New Delta 17 in. 


Here's the way 
increased efficiency! 
tures of this new 17 


to reduced operating costs and 
Check the many unusual fea- 
inch Delta Drill Press. Note 
See it in action at the nearest Delta 
dealers, then bring your shop up to date with this 
efficient low-cost tool. 


its low price 


Five speeds: (385, 600, 935, 1450, 2240 R.P.M.) 
Floating Drive Preloaded double-seal ball bear- 
ings : 16 tooth splined spindle Table-Raising 
gear Head-raising gear Tilting or production 


table Completely enclosed belt 
wind : Foot power feed. 
available. 


Safety spring 
Separate drill press heads 


Overall dimensions 66” high; 18” 
front to rear. Tilting table 11” by 12”. 
table 1244” by 17” surface. 
table surface. 


wide; 27” 
Production 
Floor base 10” by 1334” 
Shipping weight 450 Ibs. 


Write for full 


literature 


DELTA MFG. CO. 


610 E. Vienna Ave., Milwaukee, Wis. 


details and complete descriptive 


Drill Press 











eae 
$77.50 


With motor 

pulley and belt 

but without 
motor. 


= 
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J. E. Fussell, specialist on refractories 
and protective coatings, Henry Walke 
Company, Norfolk, Virginia. 


“New Worlds To Conquer” 
for Perth Amboy Hardware 


@® “Our business spreads into other 
channels than mill supplies,” writes 
R. D. Howell, secretary-treasurer 
of Perth Amboy Hardware Com- 
pany, Perth Amboy, N. J., “and 
we think the story of some of our 
other lines may be interesting to 
your readers. 

“About a year ago we obtained 
a franchise in our community for 
Frigidaire and Delco Heat. We 
had at that time been selling oil 
space heaters, Easy Washers and 
Ironers, and larger appliances of 
that type. Our business in these 
commodities increased during the 
past year to the point where we 
found it necessary to expand. We 
renovated the building next door 
(which we own), put a new front 
in it, and are opening it as an annex 
devoted entirely to major electrical 
appliances. 

“We feel that this is a progres- 
sive step in this community, and 
if we are successful in our new 
store in proportion to our success 
under our present set-up, we ex- 
pect to be quite a factor in these 
lines within the next year or two. 
We have a separate sales force for 
each one of them, and the prospects 
look very attractive.” 





Belt-Rope Supply Reports a 
Year of Progress 


@In its one year in business, the 
Belt-Rope Supply Company, Syra- 
cuse, New York, have become dis- 
tributors in the Syracuse area for 
the following companies: Ameri- 
can Steel and Wire Company, Page 








< 


oh 


SHOW 


A “JENKIN 


No.8 OF A SERIES OF ADS 
ING YOUR VALVE CUSTOM 


F valve parts have feelings, their 
“big moment” must be their 
arrival at Jenkins’ assembly table. 
Here they meet their lifelong mates. 
What is more significant—at least 
to valve buyers—is that a perfect 
union inevitably follows. Jenkins’ 
precision standards makes them 
all mates ...assures complete inter- 
changeability of all parts of the same 
size...and achieves this ideal state 
without sacrificing tight fits. The 
assembler can grab any two parts 
from the trays and fit them perfectly. 
Such interchangeability naturally 
saves a valve user much trouble and 
expense. It is uncommon because it 
is far from easy to maintain the uni- 
formly high precision in manufac- 
ture which is necessary. It requires 


ERS WHY 


Ss“ 1S WORTH ALL IT COSTS. 


machinists of highest skill... spe- 
cially designed multiple operation 
tools... ceaseless gauging of work. 
Put another way, it means consider- 
able extra trouble and expense. 

Jenkins Bros. takes the extra pains 
and spends the extra money to get 
perfection in every detail, even in 
things less important than inter- 
changeable parts. It is Jenkins’ pol- 
icy to go-the-limit to make a valve 
that will save the user all possible 
difficulty and expense. 

This policy has made Jenkins 
Valves famous for lifetime service. It 
has built a reputation for perform- 
ance economy that leads numberless 
valve buyers to insist on “Jenkins,” 
even at times when it may cost a 
trifle more to purchase. 


JENKINS BROS., #0 White St., New York, N. Y.; 510 Main St., Bridgeport, Conn.; 524 Atlantic Ave., 
Boston, Mass.. 133 North Seventh St., Philadelphia, Pa.; 822 Washington Boulevard., Chicago, Il.; 
JENKINS BROS., Ltd., Montreal, Canada; London, England 


Gams JENKINS VALVES- made fot Lifetime Stwice 


BRONZE...IRON...STEEL FOR EVERY NEED 


. 
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| Belting Company, B. F. Goodrich 
Company, Plymouth Cordage Com- 
pany, American Pulley Company, 
Belmont Packing and Rubber Com- 
pany, Pittsburgh Plate Glass Com- 
pany, Main Belting Company, E. I. 
duPont de Nemours Company, 
Webster Manufacturing Company, 
Boston and Lockport Block Com- 
pany, Thermoid Rubber Company, 
Clipper Belt Lacer Company. 
Belt-Rope Supply has a belt shop 
and is prepared to render twenty- 
four hour service on making belts 
endless and repairing old belts. 


“I’ve 


Salesman Wanted 


@ Excellent opportunity for sales- 
man experienced in pipe and fitting 
line, with a well-established Middle 
West industrial distributor. Ad- 
dress communications to MILL Sup- 
PLIES, Box E. 


Pheoll Building Two-Story 
Plant Addition 





| @ A two-story addition to its fac- 
tory at 5700 Roosevelt road is being 
built by the Pheoll Manufacturing 
Company, Chicago. The building, 
which fronts 300 feet on Roosevelt 








road and extends back 75 feet to 
connect with the present building, 
is of reinforced concrete. Exterior 


NATIONAL ADVERTISING | walls will be faced with Bedford 
limestone. Architecture is the 
is making SALES FOR ME!” 


American adaptation of the Modern. 
General offices will occupy the 
“Tm selling Hygrade lamp bulbs for two reasons. First, second floor of the new addition, 

because lamp bulbs are a live, clean item to handle. Second, —_| = a ponrip ey wives oo 

| Wl e use or finisnea products 
var Ss > rors » ‘ Ss ‘ 1k ‘ TA > r n 7 a 
because Hygrad lamp bulb are known and prefe rred by | and for packing and shipping. 
many industrial companies and the Hygrade name is be- 2. $$ 
coming even more important, better known every day, due | 
to steady national advertising. Add to that Hygrade- | 

Sylvania’s very attractive jobbers’ proposition and you’ve 

got an ideal set-up for sales.” Send for the booklet “14 

Reasons Why,” which gives complete information. 


Hygrade 























Ask George and you have the answer 
| which refers to the man above at the 
| L. A. Benson Company, Baltimore, 
LA M p 4 U LB S | meaning George Nerserke, secretary 
of the company and one of its vet- 

HYGRADE SYLVANIA CORP. Salem, Mass Makers of SYLVANIA Set-Tested RADIO TUBES | €Tans. 
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“TOM and DICK” may sell P-K Products... 


“HARRY” 
is the Parker-Kalon Distributor 


When he invested his money in a stock of Parker-Kalon Products 
he earned preferred treatment. . And he gets it . . . he can buy at 
substantially lower prices than distributors who do not stock our 
products. Point No. 7 of the Parker-Kalon Policy is specific on 
this protection. 


A Parker-Kalon Distributor, working under the terms of our 
Policy, is bound to make money. He receives a good gross profit 
margin to begin with. Then, he gets the complete protection and 
selling assistance that insures a liberal NET PROFIT. . . which is 
what really counts! 


PARKER-KALON CORPORATION, 192 Varick Street, New York, N. Y. 








THE PARKER-KALON POLICY 





PRODUCTS: (a) To maintain our position of leadership in the 
manufacture of the most extensive line of Hardened Self- 
tapping Screws and other fastening devices. (b) To develop 
and add to our line products of proven merit. (c) To maintain 
the highest standards of quality in every Parker-Kalon Product. 
2 SELECTIVE DISTRIBUTION: To sell only through recognized 

distributors, and to limit distribution of a given product 
to the number of jobbers a territory can profitably support. 

PROFIT MARGIN: To provide an adequate margin of profit 

for our distributors. 

PROTECTION AGAINST PRICE DECLINES: To do everything 

reasonable to protect our distributors against losses 
through price changes. 

PROTECTION AGAINST “DEAD” STOCK: To protect jobbers 

against unsatisfactory turnover by exchanging any slow 
moving stock for faster selling merchandise. 

PRICE MAINTENANCE: To establish and strictly maintain 

resale prices to assure distributors a fair profit on every 
sale, and other benefits which result from a stabilized market, 


PROTECTION AGAINST NON-STOCKING DISTRIBUTORS: To main- 
tain price differentials to protect jobbers who carry a rep- 
resentative stock against those who do not. 


SALES PROMOTION: To create and increase the demand for 

Parker-Kalon Products by consistent direct-mail and pub- 
lication advertising. Also to furnish adequate and effective 
printed matter and other sales helps to our distributors. 

SALES COOPERATION: To maintain a force of trained sales 

engineers whose sole function is to develop business for 
our distributors by intensive missionary work in the field. 


10 ORDERS AND ImQuINES: To refer to our distributors orders 
and inquiries received direct from users and prospects 





< 


PARKER-KALON odeiz FASTENING DEVICES 
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Modern Truck Fleet for 
Big Buffalo Firm 


@ Beals, McCarthy and Rogers, In- 
corporated, Buffalo, is completely 
replacing its old trucks with a fleet 
of the most up-to-date motor car- 
riers. When the job of replace- 





“HALLOWELL” Steel Work- 


ment has been completed, the com- 
Benches . 2 

“HALLOWELL” Steel Work- pany will have six brand new trucks 
Tables of the design illustrated herewith; 
one fairly new truck, the body be- 
ing rebuilt along the same lines, 

and two new pick up trucks. 
The bodies of the big delivery 
have been especially 


“HALLOWELL” Steel Work- 


Benches Semi- 
Portable 


Steel-Wood 
Work-Benches 


Steel-Wood 
Work-Tables 


Steel Bench 
Drawers 


Steel Chairs 


’ Steel Stools 





“HALLOWELL” 


“HALLOWELL” 


trucks de- 


“HALLOWELL” 


“HALLOWELL” 
“HALLOWEL 
“HALLOWEL 





Fig. 732—‘‘Hallowell’’ Steel Work-Bench 
Has a shelf below for additional convenience. Strong, rigid, 
with one piece, smooth steel top, easy to keep clean. 
Shipped from stock, knocked down. Drawer not included. 


'’Foremen’s 
Desks 


Steel Shop- 


“HALLOWELL” 





Furniture 
“HALLOWELL” Steel Floor 


Trucks 
“UNBRAKO” Hollow Set Screws 
“KNURLED UNBRAKO” Socket 

Head Cap 

Screws 


“UNBRAKO" Stripper Bolts 
“UNBRAKO” Pipe Plugs 


Power Transmission Appliances. 


How’s that for a 
line of products 
that’s bound to sell 
—and what’s more, 
they can be sold 
profitably. 


It’s our policy to 
work with and for 





Fig. 


Hollow Set Screws stand 





Pat. Applied For 
Fig. 754—‘Hallowell” Steel Floor Truck, 
non-tilting type; strong, smooth one- 
piece top. Won't splinter: no nail heads 
rr screws to tear or scratch. 


232 — 


“Unbrako” 








Beals, McCarthy and Rogers, Incor- 
porated, Buffalo, is justifiably proud 
of its safety record in truck operation 
—second place in New York State in 
1935—and here is the driver with the 
Number 1 record for this well known 
Buffalo house. He is Robert MclIn- 
tosh, who has driven Beals, McCarthy 
and Rogers trucks for six years with- 
out an accident of any kind. 


signed for carrying steel in its vari- 
ous shapes and forms. (Steel ware- 
housing and selling are an impor- 


> under  waniauenees " tant part of Beals, McCarthy and 
recks othe Fig. 1334 ‘ sgh 
our dealers — our tad “Made Fgh ts “Hallowell” Rogers business activities.) The 
het oe OSS bodies of these trucks have three 
salesmen hel ou th r re ». tough yet The Hallowell ‘Steel A ‘ 
PY noe Rg gE A general sections: the center section, 
to increase your round ge he in which galvanized and_ black 
sales. We back you po A og sheets may be laid flat (as seen 
; és as riveted stools and j yi view 
up with widespread chairs. do— Get our n the accompanying rear view of 
er “aig mulletin Form 477. the truck), and two narrower side 
advertising. In short sections for cold and hot rolled steel 
—we co-operate. and bar stock. The sections are 
Fig. 1434— Knurled “Un- sus : ; “ ” 
cia” Gees tend Oon divided only by wooden “pegs, 


It will pay you to 
investigate the 





Screw. All mechanics use 
their fingers driving screws. 
Knurls gear fingers to head; 


however, and the positions of the 
pegs may be adjusted according to 


fingers, therefore have bet- 
ter ysurchase, drive faster iti j 7 s 
“Hallowell” line Soe Son, Se the quantities of the various types 
’ Knurled ‘Unbrako,” but of steel in the load. 
slip on Smooth-Heads. Ask 
how we lock the Knurled sj riew ok 
C. S. & Foreign “Wabrake” when counter- In the side view of the truck 





Pats. Pending sunk—it’s unique 











STANDARD PRESSED STEEL Co. 


(which, incidentally, includes M. A. 
“Jim” Thornton, busy foreman of 
the shipping department and “mas- 


° ter of the fleet”), may be seen the 
A JENKINTOWN, PENNA. b—------— front rest (over the fender) for 
BOSTON INDIANAPOLIS F f 
CHICAGO SAN FRANCISCO cold rolled steel. This contains a 
DETROIT Box 519 ST. Louis 














62 


MILL SUPPLIES © DECEMBER 1936 


hook which effectively prevents the 
steel from rolling off. 
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Talking turkey 
to Industry is justified 
because we state facts 
in our advertising. 

No mill supply sales- 
man whouses these facts 
and who works with his 
Power Transmission 
Club need be on the 


defensive in talking 





r 
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troup Drv a j0n 
oder Grea indi nand cu es 
pines 2° With pl ed to 
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sa that action in Business Week 
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nee 4 ° , oror-powe® ve ceo wo and 8 other busi- 
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Jodge Vistributors | L 


; 


= a i Can offer Industry 
Complete Trans- 


mission Service |t 


pee ca 
Wiss 
| ; 7 
odge distributors are in a position to offer an exclu- 
‘ ia Fer ae Dodge distribut position to off I 
iw 
a ee sive service to industry. Because of the broad coverage 
22 of transmission requirements offered by the Dodge 
A ae line, the distributor is not limited in his recommenda- 


tions. He can sell his customer the right drive for 


‘ . wy: + every job. : 
*. fond me * 
7, 


The Dodge line is not only complete in the sense that 


te -_— it offers every appliance necessary for the mechanical 
a | a -i9 be transmission of power,—it offers babbitted, roller and 
i J “ae. “9 ball bearings; iron, steel, wood and iron spider wood 

eit rim pulleys,—each product offering the best solution 

ee ; iP < for each condition of service encountered in industrial 


; _ Z . plants. 
« 
QO © 
hu 


ries The Dodge distributor can take full advantage of the 

- = present day demand of industry for drives that will cut 

4 5 = costs, and meet new production demands. Leading 
eN of J de, peak te authorities agree that savings of from 20°% to 50% 
(3 or" Pie sae can be made by many plants. Dodge advertising and 


sales co-operation are helping the distributor realize 


the greatest possible return from his effort. 





= wid. att DFive | 


‘ 
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Joage Vistridutors 
Make Money by 
Helping Industry 








to Save Money 


Industry is fully awake to the possibility of converting 
loss into profit through modernization of power drives. 
Industrial executives are giving serious consideration 
to the many ways provided to get the power to the 
work in an effort to find the best and least costly. 


Dodge distributors are able to offer valuable assistance 
to their industrial customers and prospects. They can 
not only offer a complete line of power drives but a 


complete and specialized engineering service. 
* 


Dodge drives are assembled from modern, standardized 
parts which are made together to work together. This 
means a drive backed by one responsibility rather than 
one made up of parts supplied by several manufac- 
turers. The result is added satisfaction and security 
for the buyer. 
= 

Only Dodge distributors can offer this service. Only 
Dodge distributors have this opportunity to serve and 


profit. 
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Jacts... 


tests under actual working 


conditions have proved the superiority of 


Atkins Silver Steel Hacksaw Blades. 


For example: A piece of 3140 S.A.E. die block 7!/>” x 8” 
was cut by 1!/4” .065 ga. 4 tooth Blue End Blade in 12 


minutes, with only .0025 variation from end to end. 


That's why Atkins guarantee both hand and 
power Silver Steel Hacksaw Blades to cut more 
metal faster . 


. . easier and better than 


any other blade you can buy. 


Be sure your stock of Atkins Silver Steel Blades 
is adequate to meet the demand. They help 


you make new customers 


profits for you. ge 


. they make extra 


E. C. ATKINS AND COMPANY » 420 So. Illinois Street 
Indianapolis, Indiana 


fea, 


4 
4 
” 
, 


PATKINS] 
ATKINS 


32, 


ATKINS Silver Steel SAWS 


A FAMILY OF CHAMPIONS 
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To many friends of J. A. “Jim” Beas- 
ley this relaxed attitude may not seem 
real because they all know him for his 
aggressiveness, and being continually 
on the go. We had better explain 
that our photographer caught up with 
him on a Sunday. In a little over 20 
years J. A. built up and is active head 
of the Tidewater Supply Company of 
Norfolk, Virginia. 





More Elbow Room for Fauver 


@ Plans, specifications and _ blue- 
prints are much in evidence at J. 
N. Fauver Company, Inc., Detroit. 
This company is planning the erec- 
tion of its own building, and hopes 
to occupy it before February 1. 
The building will be modern in 
every respect, built to the require- 
ments of the supply business. It 
will increase Fauver’s floor space 
by 40 per cent and allow plenty of 
additional room for expansion. 
J. N. Fauver Company also re- 
ports that Mr. M. O. Cox, formerly 
installation superintendent, has 
been promoted to the sales force, 
assuming his new duties last No- 
vember. Before joining the com- 
pany four years ago, Mr. Cox was 
one of the lubricating engineers at 
the Ford Motor Company. His 
practical experience equips him ad- 
mirably for his new duties. 


Activity at Hercules Equip- 
ment and Rubber Company 


@ Hercules Equipment and Rubber 
Company, San Francisco, Califor- 
nia, announces the addition to its 
staff of C. E, Rhodes as manager 
of its packings department. Mr. 
Rhodes brings 25 years of experi- 
ence in packings to his new posi- 
tion. 

Recent new lines taken on by 
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SKF BEARINGS AND TRANSMISSION APPLIANCES 


SPELL PROFITS 


FOR DISTRIBUTORS 


T YOUR RIGHT are the names of a 
few of many S&S distributors who know 
it pays to handle the SSF line of ball and 


roller bearings and transmission appliances. 


They know the performance appeal of Sts 
products not only attracts trade but creates 
confidence and builds a profitable business for 


the distributor who concentrates on them. 


Why not benefit by their experience which 
covers a score of years? If you are not sharing 
in the increased profits made possible by the 
SSiSF line, write us at once. There may be a 


franchise for your territory waiting for you. 


SKF INDUSTRIES, INC. 
FRONT STREET & ERIE AVENUE, PHILA., PA. 


3747 











J LIKE TO SELL THE SKF ue 


BECAUSE... 


“I like to sell the SSF line because of its complete 
range of ball and roller bearings, housings, and 
transmission appliane es designed for the job and 
sold at the right price!” Robert McElyea, salesman, 
William H. Taylor & Co., Allentown, Pa. 


“During my 20 years’ affiliation with the SSF 
line, I have always felt greatly impressed with the 
whole-hearted loyalty evidenced by S°SF toward 
their distributors, which, coupled with the high 
quality of their product, is an unbeatable combina- 
tion!” Frank Delaney, vice-president of Mill & 
Lupton Supply Co., Chattanooga, Tenn. 


“After selling SIF Bearings for more than 15 
years, I find the SACS line has ready acceptance 
among my customers and repeat busine sas is a 
certainty after the first sale has been made!” C. W. 
Gebhart, vice-president and sales manager, 
Colonial Supply Co., Pittsburgh, Pa. 


“For 15 years ... despite two depressions . . . our 
volume on the SUSF line has shown a_ steady 
increase. Today it is one of our leading sales and 
rrofit producers.” H. A. Stuhrmann, president, 
Frank rracy, Inc.,202 Centre St., New York City. 


“We consider SUSI one of our most successful 
lines, after selling it for 16 years. It carries a profit 
margin that is fair to us. It has volume, and, in 
addition to sales and engineering help, we have 
ow, sre eived s slendid’ factory co-operation.’ 
sail ent, The Page, Steele & Flagg 


ec, 
No eu oe Wen St., New Haven, Conn. Va 
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BALL AND ROLLER BEARINGS 
PILLOW BLOCKS + SHAFT HANGERS 





« Universal Pillow Block 


e Knee Type Blower Box 


« Type SH Pillow Box 


+ Drop Hanger 
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+ SA Type Pillow Block 





This Messages Uddscssed bo Lunkenheimes 
Mistubutors and She's Salesmen 





Use These New Sales Helps 
To Get More Orders! 


These new circulars are just off the 
press! They are attractive, well illus- 
trated, easy to read, and of a size that 
rAOW: ote DISC fits a regular small business envelope. 


xO REGROEN ewe? | 


Here are some of the ways the cir- 
culars can be used: 


As mailing pieces for direct 
mail campaigns. 


As enclosures with quota- 


tions and out-going mail. 





Carry some with you for 
distribution when you make 


your calls. 


Enclose with packages and 
shipments. 


Keep a supply on your store 
counters. 


See that you have a supply and that 
they are used consistently and effec- 
tively. They will accomplish their 
purpose only if they are put to work. 





HE LUNKENHEIMER C2. 


“QUALITY "= 
CINCINNATI, OHIO. U.S. A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 316-322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 
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this company include Q-P self-set- 
ting packing, France packing, “Du 
Pont” Duprene aprons, Duprene 
sheet, industrial sponge rubber, and 
Rhodes metallic packing. 


Urquhart Service Moves Into 
New Building 


@ Urquhart Service, Denver, Colo., 
announces that it is now established 
in its own building at 2162 Market 
St. M. B. Urquhart, Manager, is 
enthusiastic about prospects for 


| the coming year, after an extended 


trip into the Black Hills of South 
Dakota, parts of Wyoming, and Ne- 
braska. 

A. H. Gleam, formerly with At- 
kins Company, has joined the staff 
of the Urquhart Service. 

Double seal piston rings have 
been added to the company’s lines. 


White Supply Company 
Modernizes 


® “Our entire store is now equipped 
with steel shelving, steel counters, 
steel bins and the like,” writes Lin- 
ford C. White, of the White Sup- 
ply Co., Waterbury, Conn. 

George F. Nixon has recently 
joined this company. He comes 
from the College of Business Ad- 
ministration, Boston University, 
and everyone expects him to “go 
places” in the organization. 

New lines taken on by White 
Supply are products of Bunting 
Brass & Bronze Company, and Os- 
born Brushes. 








Five very good reasons why Beals, 
McCarthy and Rogers, Incorporated, 
110 year old Buffalo house, is such a 
smooth-working, continuously success- 
ful organization. Left to right— 
George Hine, cutting tool specialist; 
Eugene F. McCarthy,  secretary- 
treasurer; George F. Evans, general 
sales manager; Charles P. Rogers, 
president; J. Frederick Rogers, vice- 
president. 





re 
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Kable Kord is a money-saver, 
so it’s a fast-moving money- 
maker. The Kable Kord fran- 
chise isa mighty good proved 
proposition. Where shall we 
send you the whole story? 
No obligation, of course. 





r takes the tough jobs, to prove that Kable Kord has the 
stuff. Kable Kord likes those heavy-duty drives that show 
up other belts. It lasts longer, grips flat pulleys tighter, slips 
less, and delivers more actual pull per square-inch than any 
other flat belt made. It gives two-belt power- performance 
because it’s built like “two-belts-in-one.” That’s why Kable 
Kord cuts costs. That’s why it’s a sensation! 


L. H. GILMER COMPANY, Tacony, Philadelphia 
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“You CAN Lower 


REPLACEMENT 
COSTS witH 


BELMONT 


PACKINGS” 








G@EEEEH{AT is the story that distributors’ sales- 
men should pound home in selling pack- 
ings. And it is true when you are 


selling Belmont Packings. 
BELMONT PACKINGS actually DO 


lower costs. We do not mean merely 
the cost of replacing the packings themselves. 
The important factor is that they minimize the 
excessive costs caused by equipment left idle 
through packing failures. 


Another factor is the cost of replacing equip- 
ment that has been actually damaged by pack- 
ing weakness. 


With the sales cooperation which we extend— 
consistent advertising in leading industrial 
magazines, folders of specific applications, the 
BELMONT Sample Kit with its comprehensive 
recommendations of types of packings for 
every service and the BELMONT Sample Kit— 
— you can increase your packing sales and 
profits. 





The Belmont Folders i! 
lustrating the major types 
of packing for each indi 
vidual requirement 


“THERE IS A BELMONT PACKING FOR EVERY SERVICE” 


THE BELMONT PACKING & RUBBER COMPANY 


utler and Sepviva Streets, 


ce nea 
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line flax fibre of exceptional 

length and strength. Braided 

solid and lubricated 
C 


| brine and cold water 





and heat resisting binder 
firmly compressed to required | 


for dry and saturated steam. 





1 BELMONT TRADE 


Philadelphia, Pa., U.S.A. 





Strong, Carlisle Takes on 
Anti-Freeze Line 


|\®@The Strong, Carlisle and Ham- 
mond Company, Cleveland, has 
'taken on distribution of a line of 
“anti-freeze” produced by the Pub- 
licker Commercial Alcohol Com- 
pany, Philadelphia. 

According to E. E. Stvan, man- 
ager of the mill supply department, 
Strong, Carlisle will push the sale 
of this line to industrials through 
his department, as well as to addi- 
tional markets through the com- 
pany’s other departments. 





Weller Adds Hester to 
Sales Force 


@ Don M. Hester, a Case graduate, 
has been added to the sales force 
of the H. P. Weller Supply Com- 
pany, Erie, Pennsylvania. 

His boss, H. P. Weller, is all 
“steamed up” over his new ecquisi- 
tion but prefers not to send a pic- 
ture of him because of possible 
“fan mail” from stenographers in 
other supply houses. 





Expands Lines and 
Sales Force 


| @ New lines added by Smith-Court- 
ney, Richmond, Virginia, recently, 
|are Diamond Chain, Surety rubber 
'gloves and kindred products, and 
| Darex Latex pails. 
| W. F. Johnson, formerly with 
Whiton Machine Company for 18 
years and R. J. McGee, have joined 
|the company and are traveling in 
| the North Carolina territory. 


| Moves to New Location 


@ Palace Hardware and Arms Com- 
| pany, Phoenix, Arizona, has moved 
'to 126-130 West Washington Street. 

This new location provides larger 

quarters. It is two stories high 

with basement. 


M. R. Doyle 


|@M. R. Doyle, who has been office 
; manager for the past two years for 
|The Owen-Richards Company, In- 
|corporated, Birmingham, Alabama, 
[has been promoted to take charge 
|of the eastern and southern Ala- 
bama territory. Mr. Doyle re- 


places G. C. Ackes. 


| Owen-Richards Promotes 
| 




















Cleaner, smoother cuts, whether the job is drilling, 
threading, reaming or milling! Important, in these days 
of closer tolerances and greater precision in all metal 
manufacture. 
To be sure their work will show the re) P 
cuts, quality-minded, cg ) “i 
cha 


cw 3 agate nem 
, ove *° me 
5 © 







as to a difference in leading 
Ptal-removing tools, prove to yourself ‘there 


is a difference” by trying a Morse tool on your next job. 


A conveniently located Morse Distrib- 
utor will give you prompt service 
—< 


ff a _— 
TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD ... MASS., U.S. A. 


NEW YORK STORE e CHICAGO STORE 
130 LAFAYETTE ST. 570 WEST RANDOLPH ST. 






THE MORSE LINE INCLUDES HIGH SPEED AND CARBON DRILLS - REAMERS - CUTTERS TAPS and DIES SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 
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LET US PROVE THAT = 


n sell moe 
MS GILL 


LAMP GUARDS 


ov ? 











Vapor-Proof 

Portable 

Lamp Guard 
(No. 3000) 


You can sell this guard 
on features alone in 
plants where inflam- 
mable gases, vapors, or 
materials are used. 
Chemical Plants, Re- 
fineries, Paint Shops, 
Underground Passage- 
ways, or wherever a 
completely sealed and 
protected light is re 
quired. One demon- 
stration of its sturdy 
Underwriters’ approv- 
ed construction should 
sell. 


Sold Only 
Through Wholesalers 








Steel Wire 
Lamp Guards 








—— MANUFAC T URIN G co. om y Flux 
were | Electrical Specialties of Quality Lamp 
ESTABLISHED 1004 aa ~ s 


=| MAICGILL 


VALPARAISO 


It does not take an electrical en- 
gineer or a technically trained sales- 
man to sell lamp guards. Practi- 
cally every mill supply wholesaler 
can sell more lamp guards — with 
a substantial volume of profit — 
without any extra sales expense 


This may seem to be a broad statement 
but we know the volume of lamp guard 
business many wholesalers’ salesmen 
turn in—we know that most salesmen 
could duplicate these records with a 
little added effort, and the right guard 
line, when they are taking orders for 
other merchandise on their regular 
calls. 


We know that McGill Lamp Guards of- 
fer a complete, modern line to meet 
every industry need. The Safety Vapor- 
proof type illustrated is an example, 
offering definite sales appeal in hun- 
dreds of shops and plants where they 
may have the hazard of gas or other 
inflammable materials. Others in the 
line meet both special and every day 
shop and factory needs. 


If you are handling the McGill Guard 
line, just a little extra sales effort will 
go a long way toward making lamp 
guards bring substantial bread and but- 
ter profits. If you do.not stock MeGill 
Guards, send for catalog and complete 
details of our plan which enables you 
to prove their sales possibilities at our 
expense. Write Box No. 669 today. 



























* INDIANA 
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Lamp 
Coloring Fluid 




















Together working out forged steel 
union sales, A. C. Lewis, sales man- 
ager Central Forging Company, Cata- ; 


wissa, Pennsylvania, and George 
Brecht, salesman, Hajoca Corporation, 
Hazleton, Pennsylvania. 





On to One Hundred! 


@ Recent birthdays celebrated at 
the Vonnegut Hardware Company, 
Indianapolis, Ind., included the 
80th birthday of Franklin Vonne- 
gut, president, and the 76th birth- 
day of George Vonnegut, vice-pres- 
ident. Both are on the job every 
day and have been since childhood, 
because their home, when they 
came into this world, was above 
the Clemens-Vonnegut Hardware 
Store at the company’s present lo- 
cation, 


T. E. Parnell Dead 


@ Thomas E. Parnell, Crucible Steel 
Company, who operated from Chat- 
tanooga, Tennessee, died recently. 
He was well known by all Southern 
distributors. 


Packing and Valves Added to 
Davis Lines 

@A. W. Davis Supply Company, 

Portland, Oregon, has added A. W. 

Chesterton Company packings and 

Reading, Pratt & Cady Company 

valves to its lines. 


Stacy to Distribute 
Carborundum 


@The Stacy Supply Company, 
Springfield, Mass., has been ap- 
pointed exclusive distributor for 
Carborundum Company, covering 
western Massachusetts. This ar- 
rangement is effective January 1. 
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Court of Honor, Chicago 
World’s Fair in. 1893, the 
year that OSTER was founded 


43 YEARS OF 
SPECIALIZATION 
and 
LEADERSHIP 


@Some people say that 
length of time in business 
has no sales-value. “Who 
cares?”, they ask. 


@ From the distributors’ 
point of view the length of 
time a manufacturer has 
been in business has . .. or 
should have ... a very defi- 
nite significance. 


@ A company which has spe- 
cialized in a single field for 
43 years has, of sheer neces- 
sity, learned a host of things 
which only long experience 
ean teach. It has learned, 
for one example, what to 
avoid ... and that particular 
information is repeatedly in- 
valuable in tool and machine 
designing. 


@ Oster knows that it is do- 
ing a better job for its dis- 
tributors and their custom- 
ers because of what it has 
learned and what it has un- 
learned in 43 years of spe- 
cialization and leadership in 
a single field. 


OSTER 


THREADING EQUIPMENT 


WILLIAMS 


IT SELLS ON SOUND 


REASONS -WHY 


OSTER-WILLIAMS 
RAPIDUCTION 


PIPE-THREADING MACHINE 


Built in 6 sizes 





® Outstanding in the field of production jobbing- 
type power pipe-threading machines, the RAPI- 
DUCTION leads because of its easily-demon- 
strated sales-points. One die-head handles all 
sizes of pipe of same pitch within the range of 
the machine without change of dies. Movement 
of one lever controls die-setting to size. Small 
dies, individually replaceable, hold die-cost to a 
minimum. Wide range of spindle-speeds permits 
maximum production. Handles spe- 


NOTE to Supply 


cial as well as standard threading 


houses serving Ojb 


4 > i € . Field territories 
jobs, cutting off, reaming and = ['0'8  letione: 
chamfering and is a time saver in te son Senin 

- ™ 8- » Pipe-Threac 
making up flanges and fittings. Send ing and Bucking-up 


Machine, capacity 


for special descriptive folder. 2%” te 8%". 


THE OSTER MANUFACTURING COMPANY 


Sales Office: 2041 East 61st Street, Cleveland, Ohio 
Factories: Erie, Penna., and Cleveland, Ohio 
Threading Headquarters Since 1893 
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BETTER HACKsAW BLADES. 


One way to judge a line is to learn what other 
distributors think about it. Distributors every- 
where are enthusiastic about Barnes products 
and Barnes service. Here's just one example 


out of many 


“The missionary work your men 
do, alone and with our men, along 
with your 100 per cent jobber 


policy, is producing results.” 


—C. D. Ambler, Manager 
Alden Supply Company 
Philadelphia, Pa. 


* And by “results,” Mr. Ambler means more sales. He writes: 
“We are proud of the record we made in 1935 with your line. In 
looking over the figures we note that we have increased our blade 
business almost 50 per cent. 
* “We do not want to take all the credit for this nice increase. 
as we know we could never have attained this figure without the 
assistance of your organization. It gives us greater incentive to 
push your line, and we hope to make 1936 25 per cent better 
than 1935.” 
* Barnes sales assistance is a matter of record. Specially trained 
factory representatives guarantee prop- 


er blade application by solving prob- 


BARNES BLADES 
Red Arrow High 


Speed 


lems of speeds, feeds, lubrication, and 
the like. Such year-round service in- 
Special Unbreakable evitably builds up volume. 
All-Hard Tungsten 


Flexible Hand . —— 
The “600” ply Company should be significant to 


* The experience of the Alden Sup- 


Metal Cutting Band- 
saws 


every distributor who wants to step 
: : up his volume of hacksaw blade busi- 

Junior Frames and 

Blades ness. Let us send you complete de- 


tails. 





W.O.BARNES 


1297 TERMINAL AVE. 


CO.INC. 


DETROIT MICH. 
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This busy city desk of the Leighton 
Supply Company, Fort Dodge, Iowa, 
doesn’t hide the manufacturers’ lines 
“behind a bushel.” 


No Waste Motion at 
Curry Bros. 

@ “We have just unloaded a carload 
of Witt Cornice line of ash, gar- 
bage and oil waste cans,” advises 
Malcolm L. Curry, sales manager, 
Curry Bros. Oil Company. “This 
is a new line we have taken on. 

“Sales are moving on caulking 
compounds and roof coatings.” 


Gilbert Ronstadt to 
Machinery Department 


@ Gilbert Ronstadt of the Ronstadt 
Hardware and Machinery Company, 
Tucson, Arizona, has been trans- 
ferred from the hardware to the 
machinery department. His place 
in the hardware department has 
been filled by O. F. Reed. 


New Lines for Thompson 
Hardware 


@ Thompson Hardware Co., Lowell, 
Mass., has taken on Columbia Bi- 
cycles and Delta Tools. 


F. C. Morton, president and general 
manager of the Bickford and Francis 
Belting Company, Incorporated, Buf- 
falo, is proud of his “boys,” but they 
weren't all in when we took this pic- 
ture with the company’s well equipped 
shop as a background. However, we'll 
introduce you to this many. Left to 
right—Lester Tyner, shopman; R. R. 
Robertson, salesman; Franky Kraus, 
storeman; Mr. Morton, and W. P. 
Phillips, office manager. 














or HIGH PRESSURE 
OIL: GAS - STEAM 
AND HYDRAULIC 


The increasing demand for Watson-Stillman Forged Steel 
tings for high pressure oil, gas, steam and hydraulic se 
provides an exceptional selling opportunity for aggre 
distributors. 


Watson-Stillman Forged Steel Fittings are a profitable line 
distributors to handle. They are sold under a liberal po 
which provides protection, sales assistance, and a good pr 
margin. 





Complete detailed information will be furnished upon requ 


r r \WATCAM CTIITAARAAL CARADAMY DACCIIC AICS IEDC! 
UMI 








More Sales Features 








and 

More Tools to Sell 
mean 

More Profit 

Side by side with other makes 


ARMSTRONG BROS. Pipe Tools will 
offer more sales features tool for tool 
(in designs and finish, in machining and 
materials) for each is an improved tool 
built to industrial standards with drop 
forging, alloy steel and hardened parts 
wherever they will add to strength or 
wear. 

Continuously advertised to the indus- 
trial, plumbing and heating fields, these 
better tools comprise the most complete 
line made—a line that needs no fill-ins, 
that misses no sales: 


Adjustable Dies and Stocks 
Solid Dies and Stocks 
Receding Type Threadere 
Hinged Pipe Vises 

Open Side Pipe Vises 
Chain Pipe Vises 

Drop Forged Pipe Cutters 
Combination Pipe Cutters 
“Saunders Type’’ Pipe 


Cutters 
Write for 


a supply of new P-35 (Pipe Tool Catalog) for 
mailing to your customers. 


‘Barnes Type’ Pipe 
Cutters 

Cutter Wheels 

“tdeal’’ Chain Wrench 

Pipe Wrenches 

Chain Tongs 

Pipe-Vise Saddle 

Pipe Reamers 


pipe tool business to be had for the “asking” 
today. 


c 


305 N. Francisco Av 


New York Warehouse 
and Sales: 
199 Lafayette St. 
San Francisco 
London 
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There's a lot of 


ARMSTRONG BROS. TOOL CO. 


“The Too! Holder People” 


CHICAGO, JU. S. A. 


Z. B. Hampton, 
Company, Fairmont, West Virginia, is 
leaving the telephone explanations to 
Frank Hill, Greene Tweed Company, 
New York City, while attending the 
convention at Atlantic City. 


Fairmont Supply 


































Latest News About Wm. T. 
Johnston Company 


@H. H. Johnston is active in pre- 
senting the work of I.S.R.B. in the 
Cincinnati area; the company re- 
ports good results from its booth 
at the “Inform-A-Show” conducted 
by the Cincinnati Purchasing 
Agents, November 17-19; new line 
taken on: Alemite. 


E. T. Hoebeke Joins 


| Buhl Sons 
@ Buhl Sons Company, Detroit, 
Michigan, announces that E. T. 


Hoebeke has been added to its sales 
staff, and will call on industrial 
customers in Grand Rapids and 
western Michigan. Mr. Hoebeke 
was formerly purchasing agent for 
Luce Furniture Company. 


ucts have recently been added to 
the Buhl Sons lines. 





e., 


H. B. Weaver, manager Mill Supply 
department, Lehigh Valley Supply 
Company, Allentown, Pennsylvania. 
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Chicago Eyeshield Company prod- 
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Powell standard bronze and iron body gate, globe, angle, check, and Y valves 
have been re-designed to better withstand existing service demands. 
Fundamentally correct in design, they appeal to the plant engineers who want 
dependable performance. These re-designed and modernized valves are listed in the 


A A OE Powell new No. I1 catalog. 


rene rE Ty 





FIG. 150 
FIG. 102 BRONZE COMPOSITION DISC FIG, 375 
BRONZE WHITE STAR GLOBE VALVE GLOBE VALVE BRONZE WHITE STAR GATE VALVE 





FIG, 1444 


FIG, 1431 
IRON BODY RISING FIG. 190 IRON BODY NON-RISING 
STEM GATE VALVE IRON BODY IRENEW GLOBE VALVE STEM GATE VALVE 











POWELL VALVES 





THE WM. POWELL CO. CINCINNATI, OHIO 
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Your ALLEN line of hollow screws has been sold so long 
on its features, that its foremost selling feature is, — your 
customers’ knowledge of the line. 


To those well-versed in the properties of steel, Allen’s use of 
Chrome-Molybdenum insures a preference for “Allens”. 


To those familiar with working alloy steels, Allen’s sole use of the 
cold-drawing process makes the winning appeal. 


To engineers battling vibrational stresses in machines, the prime 
consideration may be the precision threading of Allen screws on lead 
screw threading machines. 

To adherents to laboratory procedure, the exhaustive testing of 
Allen screws may prove to be most reassuring... 


But the broad saleability of the line rests on the aggregate of 
these features, expressed in long-term performance thru established in- 
dustrial experience. This has made the Allen name say more than 
labored sales-talks. 


THE ALLEN’ MEG. COMPANY 
Harrrorn, Conn. U.$.A. 
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James O’Connell, head of the Supply 


and Engineering Company, Scranton, 
Pennsylvania. 





New Catalog for Geo. F. 
Motter’s Sons 


@ Excellent acceptance of its new 
catalog is reported by Geo. F. Mot- 
ter’s Sons Supply Company, York, 
Pa. It is a compilation of litera- 
ture of manufacturers whom the 
company represents, arranged in 
classified sections and attractively 
bound and indexed. 


New Lines for Tranter 


@®Tranter Manufacturing ' Co., 
Pittsburgh, Pa., announces that it 
has taken on the products of the 
Glascock Bros. Mfg. Company and 
the Pier Equipment Mfg. Company. 
Two new cub salesmen have been 
added to the company’s selling 
force. 


Hagerty Bros. Expands 


@ Hagerty Bros. Company, Peoria, 
Ill., has taken on the Skookum 
Packing line. The company also 


announces that it has additional 
steel storage space. 





This good looking crowd of sales- 
men were snapped in Norfolk, Vir- 
ginia, and hit the ball for the Taylor- 
Parker Company. At the extreme left 
is F. O. Durham, sales manager, R. 
S. Lafferty, Carborundum Company, 
E. A. Stenger, Broderick and Bascom 
Company, J. H. L. Nash, Charles P. 
Cato, L. G. Hartman and B. H. Kil- 
patrick. 




















ARMOUR Abrasive Specialties for 
Grinding, Surfacing and Polishing 


Here is a broad, fast-selling, satisfaction-giving line of time-tested abrasive 
specialties for mechanical grinding, surfacing and polishing. Coated with 
Armour’s Alundum (Aluminum Oxide), they have the bite, tenacity and 
withal the smooth-cutting efficiency to accomplish everything required in 
metal-finishing operations—with maximum economy. 


ARMOUR’S ALUNDUM CLOTH BELTS: Grits No. 320 to No. 24 inclusive are standard 
numbers. Durable Drill Cloth backings. Fabricated to give lasting performance. 


ARMOUR’S ALUNDUM CLOTH BANDS: Grits No. 320 to No. 24 inclusive are standard 


numbers. Durable Drill Cloth backings. Used principally on portable sanding and flexible 
shaft machines. 


ARMOUR’S ALUNDUM CLOTH CONES: Grits No. 320 to No. 24 inclusive are standard 

numbers. Durable Drill Cloth backings. All sizes for standard portable sanding and flexible 

shaft machines. 
Send today for sizes, prices and details of our dealer franchise. We'll gladly 
send complete information and point out profit advantages accruing to you 
as an Armour Abrasive Products Dealer. 


ARMOUR SAND PAPER WORKS 


Division of ARMOUR AND COMPANY 


GENERAL OFFICES: CHICAGO 
Stocks Distributed from branches in following cities: 


BOSTON NEW YORK BUFFALO PHILADELPHIA MILWAUKEE DETROIT PITTSBURGH CLEVELAND 
INDIANAPOLIS ST.LOUIS SAN FRANCISCO LOS ANGELES SEATTLE HIGH POINT.N.C. CINCINNATI 
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More Profitable 


TO USE” ” 


More Profitable 
TO SELL 


ENO 


HIGH SPEED ~ 









HACK SAW BLADES 
= 


AMERICAN SAW & MFG. CO. 
Springfield, Mass., U. S. A. 
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Samuei Harris Company 
Revamps Second Floor 


@Samuel Harris and Company, 
long established Chicago distribu- 
tor, is completely rearranging 
and renovating the second floor of 
its building at 114-116 North 
Clinton Street. 

The office has been moved from 
the front to the rear section of the 
building and the stock formerly 
maintained in the rear has been 
distributed to the first and third 
floors and the basement. Walls and 
ceiling of the space now occupied 
by the office have been painted 
white, and modern lighting and 
venetian blinds have been installed. 
Two new windows have been cut 


| in the south wall, one for each of 


the private offices. The new office 
is much roomier than the old. 
Accompanying are two pictures of 
the new office. The one at the top 
shows the front portion of the office 
with Wendell H. Clark, vice-presi- 
dent, at his desk in the foreground, 
and the telephone sales staff imme- 
| diately behind him. The forward 
private office is occupied by Louis 
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A. Clark, president, and Sam H. 
Clark, secretary-treasurer. The 
other is that of Miss Elizabeth 
Stott, head of the bookkeeping de- 
partment. The other view shows 
the feminine members of the staff 
at their desks in the rear portion of 
the office. 

A modern display room will oc- 
cupy the front portion of the 
second floor. The walls and ceiling 
of this section will also be painted 
white, and modern lighting effects 
will enhance the interesting dis- 
plays of machines, tools and other 
equipment. 


Book on Textile Markets 


® “Basic Industrial Markets of the 
United States—Textiles,” has been 
published by the Wholesale Trade 
Section, Marketing Research Divi- 
sion, Department of Commerce, Bu- 
reau of Foreign and Domestic Com- 
merce, Washington, D. C. 
Primarily this study is intended 
to bring to all those manufacturers 
selling to the textile industries of 
the United States a quick and ac- 
curate picture of the location and 











AMT Nbd 


VO OUR DISTRIBUTORS 





“ 6©o you, our friends, we extend sincere 
good wishes in the spirit of the approaching 


holidays. May 1937 bring a full measure 
of good health, prosperity and happi- 


ness to you and yours. 


THE YALE & TOWNE MFG. CO. 
PHILADELPHIA DIVISION 
PHILADELPHIA, PA. 


MAKERS OF THE CHAIN HOISTS THAT MOST EFFICIENTLY SOLVE INDUSTRY'S LOAD LIFTING PROBLEMS 
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QUINCY COMPRESSORS 


help “Old Nick” 


to fill a big order 





Retail stores of the country 
report a great upswing in 


Christmas trade this season. 


Accordingly, they have 
placed exceptionally large 
orders with suppliers of 


Christmas merchandise. 


COMPRESSED AIR plays an important part in the 
manufacture of sparkling new products for Christmas 
gift buyers. In many plants, Quincy Compressors are 
on duty performing a multitude of services—from 
blowing colorful tree decorations to moistening the 
tobacco for Dad’s holiday cigars. 


Pueasep with profits from a successful selling season, many 
manufacturers are devoting serious attention to modernizing their 
plants. And right there are opportunities for the installation of 
new compressor equipment. The complete Quincy Compressor line 
will enable you to “cash in” on this favorable buying market. 


FREE Guide to Extra Profits 


Wherever your territory may be, we can show you hundreds of places 
where Quincy Compressors can be sold on a money-saving basis. Send 
today for FREE Compressor Data Book. It contains valuable Check List 


that gives you the right conception of Quincy Compressor sales oppor- 


UINCY 


tunities in your territory. 
Simply fill in and mail the coupon 
below. Quincy Compressor Co., 
Quincy, Illinois. Branch Offices 
Neu York and Chicago. 


own 


Compressors 


Factory trained Quincy men always available for engineering and sales assistance 


Mail Coupon Today! 


“TSS SSSR ESSE e eee eee ta 


Free 





. 
* 
« (huincy Compressor Co., Quincy, Ilinois. Dept. 
s M-12 
. 
. ' ’ ; ’ ; 
. en: Without ligation, please send me FREE 
. . 2 . 
DATA BOOK & Compressor Data Bock with Check List of Quincy 
. 
> = s Opportun 
s / 
. 
1 st ale e Nar 
riun Enaineeri Date 4 
pertaining Com . Addre 
FREE. [ Coupor > Cit State 
. 
= . . 
> =« Firm 
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density of the market offered by 
the various great branches of the 
textile manufacturing group. 


Williamson Bros. Add 


Salesman 


@ “We have just added to our in- 
side sales force Mr. Robert Haux,” 
writes H. H. Williamson, president, 
Williamson Bros., Inc., Bridgeport, 
Conn. “Mr. Haux has attended 
Bridgeport Junior College, and has 
followed the mill supply and sheet 
warehouse business since leaving 
school.” 


A Century of Progress 


@ Buford Bros., Inc., Nashville, 
Tenn., announces that its new in- 
dustrial supply catalog, entitled 
“100th Anniversary Edition,” came 
off the press in November. 

The Jackson, Tenn., branch of 
this company has added the Boston 
Woven Hose & Rubber Company’s 


.products to its line. 


We Want-a Touchdown! 


@ Football notes from Reilly Bros. 
& Raub Company, Lancaster, Pa.: 
“Our star salesman, A. John Kline, 
has been busy Saturdays as an offi- 
cial at football games in Pennsyl- 
vania. This has provided a wel- 
come break in his strenuous mill 
supply activities.” 

New lines taken on by this com- 
pany are Economy Fuses and Dock- 
son Goggles. 








Whatever it was that was going on, 
Charles J. Shaw was all interest— 
every inch of him—when the camera 
caught him, unsuspecting, in this snap. 
Charlie, as you know, is the genial 
general manager of the Barrett Hard 
ware Company, Joliet, Illinois, and re- 
tiring treasurer of the Central States 
Mill Supply Club. 

















A congenial and hard working group 
from The Curtis Supply Company, 
Incorporated, Buffalo, New York. 
Left to right—Everett Fogelsonger, 
store manager; George Reister, sales- 
man; John Peter Schwendler, stock 
clerk; Fred E. Clark, who “triples” 
as inside and outside salesman and 
buyer; George W. Curtis, president of 
the company, and H. Morton Curtis, 
secretary. 


Two More Salesmen for 
Lindquist Hardware 


@ Morgan Bliss and R. F. Bennett 
have been added to the sales staff 
of the Lindquist Hardware Com- 
pany, Bridgeport, Conn. The com- 
pany also reports that new lines 
added are those of the Medart 
Company and the Rawlplug Com- 
pany. 


New Salesman for Rossman 
Industrial Supply Company 


@® The Rossman Industrial Supply 
Company, Seattle, Washington, an- 
nounces the addition of Leo Mun- 
son, mechanical engineer, to its 
staff. New lines taken on by this 
company recently include Graton 
& Knight leather belting and 
leather specialties. 


Bahn Bros. Report Big Wind 


@Slight damage is reported by 
Bahn Bros. Hardware Company, 
Cape Girardeau, Mo., as a result 
of a cyclone which hit that town 
on November 2. The plumbing sup- 
ply warehouse suffered most, but 
no interruption to service was ex- 
perienced by any customer. 


Bob McCutcheon to Repre- 
sent Munnell & Sherrill 


@R. C. “Bob” McCutcheon will 
cover the Idaho territory for Mun- 
nell & Sherrill, Portland, Ore. Bob 
comes from Boise, and is well 
known to the trade in that part of 
the country. 


A 





If It’s a Tube Fitting 
IMPERIAL has it 


NY fitting, in any type or size, used in any gas, oil or vacuum 

installation, is part of the Imperial line. For many years, the 
absolute completeness of this line has been a stand-by in industrial 
plants throughout the country where copper tubing is used to con- 
vey liquid fuel or lubricants, or for other purposes. Compression, 


S.A.E., Hi-Duty, solder, inverted flare and all other types can be 


obtained in any quantity at short notice. 


For Every Type of Service 


Every line of duty is provided for, both in plant operation or 
machine construction. The range includes the manufacture 
of automobiles, trucks, tractors, airplanes, oil burner in- 
stallation, machine tool operation, etc. 


Taking Up Vibration With “Hi-Duty” 
Couplings 


A popular type is the Hi-Duty, designed to correct weakness due to extreme 
vibrational stresses. Used in plant equipment, this type prevents costly delays 
due to breakage in gas, oil or vacuum lines. It is also widely used in 
mechanical construction, to take up strains caused by high-speed operation. 


An example is shown. 


Write for Industrial Catalog 113 
IMPERIAL BRASS MFG. CO. 


511 South Racine Avenue, CHICAGO 
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SELL COST CUTTING 
BROWN & SHARPE 


“CAM LOCK” 
CUTTERS 


—Meet today’s demands for 
Time Saving equipment with 
this modern line of “CAM 
LOCK” Cutters .. . quickly 
inserted in adapters 
positively locked and readily 
removed by the turn of a 
wrench. Here is an oppor- 
tunity for alert distributors 
to get some profitable busi- 
ness if they are stocking 

. Brown & Sharpe Cutters. 


Brown & Sharpe Mfg. Co. 
Providence, R. I. 


[BS 
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A. S. Dingethal, manager Mill Supply 
department Manufacturers Selling 
Company, Trenton, New Jersey, is 
also very active in the activities of 
the Trenton Power Commission Club. 


New Salesman for 
Kasper & Koetzlie 


| @ The Kasper & Koetzle Hardware 


Co., Brooklyn, N. Y., announces 
that it has added William Hanna 


to its inside selling organization. 


New Salesman for 
Kelley-How-Thomson 


| @ Kelley-How-Thomson Company, 
| Duluth, Minn., announces the addi- 


tion of J. A. Csupak to its selling 
staff. 
This company has recently added 


| Dayton V-belts to its lines. 


| New Lines for Laib Company 


@ The Laib Company, Inc., Louis- 


| ville, Ky., announces that it has 
| taken on rubber goods, hose, and 


belting manufactured by the New 
York Belting & Packing Company. 


Bigger Building for Washing- 
ton Machinery & Supply 
@ Washington Machinery & Supply 


| Co., Spokane, Wash., is all set for 


bigger and better service. It is 
moving its merchandise into a new 
building at Cacaldo & Division Sts. 








George Everitt, salesman, Federal 
Hardware Company, New York City, 
personally delivering new issue of 
Federal catalog. 








IT’S THE 
oe 
little thing. 
THAT MAhE 
PERFECTION 


; 


a” 4 
a 


cal. Be (Se 





| + SCIENCE TAKES A HAND TOO — 
insures uniform quality 


@ Triple-checked by three laboratories—that’s reasonable assurance that 
headed and threaded items will meet every requirement of performance — 
and that’s the assurance you receive from Upson. 


Back of every heat of steel used by Upson — whether ordinary carbon, 
special alloy or stainless—stands the world-famous metallurgical laboratories 
of Republic Steel Corporation. At the Upson plant are two more labora- 
tories in which tests are continually being made. Upson chemists take 
nothing for granted—they make further tests for carbon, sulphur and other 
contents of the steel that vary the properties of the finished product. In 
the physical laboratory, samples taken from regular production runs by 
inspectors are subjected to Brinell, tensile and other tests that check for 
hardness, toughness and strength. 








That’s why Upson products have established unusual service records— 
stand abuse in assembly —and result only in satisfaction for users. When 
you write UPSON on your next order for bolts, nuts, rivets or other headed 
and threaded items remember this: — it means products that have been 
triple-checked by three laboratories. 








UPSO NUT DIVISION 
Bolts and nuts in all standard and special shapes, sizes, ” ” 
} alloys and finishes. Standard and special rivets of all kinds. 


@ 
F Wire rope clips. Turnbuckles. Automotive and railroad 
q special items. Headed and threaded products for every use. ( U IC ( 4 
Your specialties are our specialty. 


CORPORATION 


GENERAL OFFICES::-CLEVELAND, OHIO 





When writing Republic Steel Corp. for further information please address Department MS. 
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MILWAUKEE INDUSTRIAL BRUSHES 





CO-OPERATION 


that COUNTS! 


Check these ways in which MILWAUKEE 
co-operates to help distributors develop sub- 
stantial and profitable brush sales. 


SALES POLICY for PROFIT 


Milwaukee Brushes give you an adequate 


profit margin. 


QUICK SERVICE 


We give quick service on 


all 


—especially on unusual brush 


distributor 
requirements 


applications. 


PROTECTION on QUALITY 


You can sell the idea of highest quality 
—Mlilwaukee 
to the 


standards will protect you 


limit. 


AND — 


Milwaukee Brushes build up into high- 
volume repeat orders. There’s a Milwau- 
kee brush for every job—we make bristle, 
wire, and fibre hand and power brushes 


of all descriptions. 






Ket 
BRUSHES 


ANDO 


BROOMS 





‘Monobilt"’ Wire Wheel Brush with Inter- 


changeable Centers 





Wire Scratch Brush 





Wire Casting Brush 


“Sales Builder” 







WIRE + BRISTLE - FIBRE 





CATALOG NO 36 


ur catalog has been designed to act 
as a sales builder for you. It is the 
most comprehensive book available on 
industrial brushes. Grouping of items 
by specific industry saves your time. 
Write for your copy now—Catalog 
No. 36 will help you sell. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-2236 North 30th Street 


INDUSTRIAL BRUSHES AND BROOMS OF QUALITY 


—FOR PRODUCTION AND MAINTENANCE REQUIREMENTS 
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MILWAUKEE, WISCONSIN 
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Part of the hustling organization of 
Don F. Johnson and Company, fairly 
young but fast moving Buffalo supply 


house. Left to  right—Wallace 
Sklepik, Ethel Rutherford, Mr. John- 
son, Ida Ley, Howard A. Neubecker 
and George M. Yung. 


Will Open Separate Mill 
Supply Department 


@ J. J. Stangel Hardware Company, 
Manitowoc, Wisconsin, announces 
that a separate section of its build- 
ing will be devoted exclusively to 
mill supplies this fall instead of 
having wholesale hardware and mill 
supplies combined as at present. 

H. J. Stangel, secretary, states 
that the company feels that by sep- 
arating these two departments 
more time can be devoted to 
developing business in the mill 
supply field. 


Hack Saw Blades 
Further Standardized 


@ The current revision of Simpli- 
fied Practice Recommendation 
R90-29, Hack-Saw Blades, has been 
accorded the required degree of ac- 
ceptance by the industry, and be- 
came effective October 1, 1936. 
The original recommendation, 
which became effective July 1, 1929, 
covered length, width, thickness, 
and number of teeth per inch of 
tungsten and carbon steel and high- 
speed blades, hand and power sizes. 
The current revision lists the 
length, width, thickness, number of 
teeth per inch, and other dimen- 
sions of tungsten alloy steel blades, 
double hardened blades, high speed 
steel blades, and special alloy 
blades,—all hard, hand and power 


sizes. 


New Branch Representatives 
for Gustin-Bacon 

@ Gustin-Bacon Manufacturing Co., 

Kansas City, Mo., announces the 

following additions to its person- 
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WOOD'S Pillow Blocks are made ac- 
curately to shaft sizes — assembled 
with the precision of a fine watch. 
Consequently, friction and power 
losses are reduced to a minimum... 
perfectly satisfactory, dollar - saving 
performance is GUARANTEED. 
Group Drive Equipment like this 
makes customers! .. . YOUR cus- 
tomers (if you're interested—some 
good territory is still open. A letter 
will get you details). 


> > > 








50 Church &., iow Hab Chey 
MEMBER: The 

















RIGID PILLOW BLOCK 
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CHAMBERSBURG, PA. 
387-391 Atlantic Ave. Boston 


Mechanical Power E: 
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A. H. Finch, manager Mill Supply 
department Charles B. Scott Com- 
pany, Scranton, Pennsylvania, quite 
unaware of the candid camera activity. 





nel: Lynn Elliott, sales rep- 
resentative, Fort Worth branch; 
Harvey Sigler, sales representative, 
Wichita, Kans., office, and Paul O. 
Craig, sales representative, Hous- 
ton branch. 

Wire rope manufactured by A. 
Leschen & Sons has been added to 
this company’s lines, 


H. N. Crowder Expands 


@H. N. Crowder, Jr., Company, 
Allentown, Pa., announces that its 
new addition will be ready for use 
shortly. About 10,000 sq. ft. of 
additional floor space will be avail- 
able, to be used for a permanent 
display of the company’s major 
lines. 


Lewis Vice President of 
Crerar, Adams & Company 


@ The Board of Directors of Cre- 
rar, Adams & Co., Chicago, an- 
nounce the appointment of Thomas 
D. Lewis as vice president. Mr. 
Lewis for many years was associ- 
ated with George B. Carpenter & 
Company, as director and executive. 








Here we find, apparently in serious 
discussion, Don Mateer (right) sales- 
man for the Barrett Hardware Com- 
pany, Joliet, Illinois, and one of his 
customers, Bob Heath of the North- 
ern Illinois Coal Corporation. 
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PLAN skew FOR 


quater PROFITS 


POWER 
TRANSMISSION 
SPECIALISTS 


Johnson UNIVERSAL Bronze 
will make your service to indus- 
try complete. Likewise it can be 
your most profitable line. Write 
today for complete details. 


MACHINED 


Inside 


DIAMETER 


IN 1937 


1937 will be a banner year for bronze. Increased industrial 
activity will demand a greater volume than ever required 
before. NOW is the time to plan to get your share—in the 
most profitable manner—by selling Johnson UNIVERSAL 
Bronze. 

There’s a distinct customer preference for Johnson 
UNIVERSAL Bronze. Such features as complete machining 
—I.D.—O.D. and Ends plus the unusually wide range of sizes 
available, save the user both time and money. The alloy— 
S.A.E. 64—guarantees the utmost in bearing performance. 
25 years exclusive bearing experience and consistent 
national advertising has built a definite prestige for the 
products of Johnson Bronze. 

A few profitable territories are still open for representa- 
tion. Why not investigate—today? Your inquiry will bring 
complete details. Permit us to show you—right in your 


district—how 1937 can be your greatest year in bronze. 


JOHNSON BRONZE CoO. 


535 SOUTH MILL ST. NEW CASTLE, PA. 
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MARVEL 


HACK SAWS 





10 


Count up Features 
and you'll count out 
Competition 


Check over the features of the 
MARVEL Motor and you see why 
80% of the dry cutting general 
purpose Hack Saws in use are 
MARVELS. 

Heavier, sturdier construction with 
(1) Heavy Rigid Frame, (2) V- 
Bearing with Screw Take-up, (3) 
Adjustable Blade Tension, (4) 
Swivel Vise, (5) Automatic Stop, 
(6) Feed Pressure Adjustment, (7) 
All-Front Control, (8) Adjustable 
Stroke, (9) Stationary or Portable, 
Belt or Motor Driven Models, (10) 
Low Price: No. 1 Capacity 6”x6” 
$42.00; No. 2 Capacity 8”’x8” 
$72.00. 


The most complete Line 


in Metal Sawing Machines 


ay PURPOSE HACK SAWS— 
MARVEL No. 1 (Capacity 4” x 4”) 
MARVEL No. 2 (Capacity 8” x 8”) 
LIGHT DUTY HIGH SPEED SAWS— 
MARVEL No. 4B (Capacity 6” x 6") 
HEAVY-DUTY HIGH SPEED SAWS— 
MARVEL No. 6 (Capacity 6” x 6”) 
MARVEL No. 9 (Ce: acity lo” x 10°) 
AL TOMATIC PRODUCTION SAWS— 
MARVEL No. 6A (Capacity 6” x 6”) 
MARVEL No. 9A (Capacity 10” x 10”) 
METAL-CUTTING BAND SAW— 
MARVEL No. 8 (Capacity 18” 
The most universal saw built. 
A NEW 18” MARVEL HACK SAW— 
MARVEL No. 18 (Capacity 18” x 18”) 


The only unbreakable 
High-Speed-Edge Hack Saw 
Blades 


Tough Alles 
Stee! Beek 


x 18”) 












Genuine 18 
lungesten 


High 
Patented speed Steel 
Electric Khdge 
Weld 


Write for Catalog 
ARMSTRONG-BLUM MFG. CO. 
The Hack Saw People 


353 N. Francisco Ave., CHICAGO, U.S.A, 
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Aluminum Industries Adds 


Distributors 


@S. Donald Fortson Company, 
Augusta, Georgia, and The Ross- 
Willoughby Company, Columbus, 
Ohio, have taken on the Permite 
Aluminum Paint distribution fran- 
chise. 


New Lines Added by New 
Jersey Engineering & Supply 


@ New lines taken on by New Jer- 
sey Engineering & Supply Co., Pas- 
saic, N. J., include Ahlberg Bear- 
ing Company and Fiske Bros, Re- 
fining Company products. 


Butts & Ordway Add Lines 


@® Butts & Ordway Company, Bos- 
ton, has added Stanley Electric 
Tool Company products to its line. 
It also announces that it now has 
a representative line of Osborne 
Manufacturing Company’s brushes. 


New Guide to 
Government Purchasing 


@ Guide books for American busi- 
ness firms and individuals desiring 
to participate in the large markets 
for products purchased by the vari- 
ous branches of the Federal Gov- 
ernment have been made available 
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Extensive changes 
have been made by 
the Lakeshore Cor- 
poration, Muskegon, 
Michigan, in its dis- 
play room (left) and 
storeroom (above) to 
increase “eye appeal” 
and raise efficiency 
of order handling. 


today by the Machinery Division, 
and Forest Products Division, Bu- 
reau of Foreign and Domestic Com- 
merce, Department of Commerce. 

These publications can be util- 
ized by producers and sales repre- 
sentatives of every kind of mer- 
chandise consumed by the Govern- 
ment. They offer leads and short- 
cuts for contractors and for pro- 
spective bidders on Government 
business. 





Did You Know? 


Here are the answers to questions on 





page 33 
1. No. 5 is right. 
2. No. 3 is right. 
3. No. 2 is right. 
4. No. 3 is right. 
5. No. 5 is right. 
6. No. 1 is right—jit is like a 


vernier caliper, but usually not 
so carefully made and without the 
vernier element. 

7. No. 4 is best, although Nos. 


1, 2 and 3 are all partial answers. 

8. No. 3 is right, although No. 
4 is also good. 

9. For our No. 2 is 
right. 

10. No. 3 is right—they’re used 
on fire hose. 

11. No. 4 is right. 

12. No. 3 is right. 


purposes, 




















Fig. 057 Fig. 058 
Non-rising stem valve Non-rising stem valve 
with screwed ends with flanged ends. 








Fig. 0601 Fig. 0611 
Rising stem and Rising stem and 
yoke valve with yoke valve witb 

screwed ends. flanged ends. 






















: for your 
valve customers 


oS 33 important features that set a new high 
standard of valve performance and maintenance 
economy. The new Kennedy Iron-body Wedge 
Gate Valves are being introduced to valve users 
by an extensive advertising campaign, and supply 
houses all over the country tell us that these valves 
have won the enthusiastic approval of plant en- 
gineers and operators wherever they have been 
installed. 

You can safely recommend these valves, without 
reservation, for lasting ease and certainty of opera- 
tion, freedom from trouble, and long life. Do not 
delay in taking advantage of this opportunity to 
build up your valve sales; for these new valves, like 
all Kennedy products for industrial plants, are sold 
only through supply houses. Complete information 
with prices, discounts and sales helps will be sent 
to you promptly on request. 


The Kennedy Valve Mfg. Co. 


ELMIRA, N. Y. 


KENNED 
Standard lron-Body [[Jpdgé Gate Valves 
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13. No. 4 is right—check up on 
pike and peavy too. 

14. No. 2 is right, a peculiar 
name for a peculiarly shaped hahdle. 

15. No. 1 is right—it is the 
square, flat piece of metal on which 
the plasterer puts plaster before he 
picks it off by the trowelful. 

16. No. 4 is right—it looks like a 
yardstick with a piece of dowel rod 
for a handle at one end and a long 
bar for a handle at the other. 

17. No. 5 is right—some types 
have ratchets in them. Reinforcing 
wires are caught in the hook, then 
the handle is pulled or pushed to 
twist the wires together. 

18. No. 3 is right, half right for 
No. 2. 





It Paid Us To “‘Sell’’ 
Our Catalog 


(Continued from page 29) 





paper, relating the company’s his- 
tory, outlining its services and fea- 
turing (on the first page) our 
newly-published catalog. This sup- 
plement was mailed to every com- 
pany and individual who had re- 
ceived one of the new books. 


Results 


Even discounting the general up- 
swing in business, we are sure that 
the care with which we compiled 
our new catalog and the hard sell- 
ing and promotion we put behind 
it have increased our volume mate- 
rially. New accounts have been 
opened, volume increased from oth- 
ers and turnover stepped up on 
cataloged and stocked lines. We 
feel that our efforts were worth 
while. 





Sales-Eye View of the 
September Issue 
(Continued from page 32) 








them on the spot. Frequently, I 
am asked by customers: That’s all 
very well, but do you carry this 
or that in stock; if not, I can order 
direct from factory and maybe save 
a little time. 

“Waiting for factory shipments 
seems to be one of the hard spots 
in the supply business just now. 
I am of the opinion some of this 
could be overcome by the field men 
having more information regarding 
items that are considered regular 
stock. For example, I have in mind 
one of the most troublesome lines, 
abrasives, with the exception of 
some new tool-room wheels, I only 
have an indefinite idea of the items 
we are supposed to stock regularly. 
At time of sale it is much easier to 
have customer agree to take a stock 
item than try to switch him later, 
or have him wait six weeks for an 
item very near one in stock. 

“IT realize it would be an endless 
job to try to keep an inventory in 
the hands of field men. 

“IT do believe that the supply job- 
bers’ stocks will be a great factor 
in the success of the great work 
the I. S. R. B. is doing. 

“IT have noticed one angle in this 
educational work; it is having a 
tendency to localize the supply busi- 
ness to some extent, but it is good 
work. I’m trying to do my part.” 


Condensed 


“The breakdown, I think, is very 
fine. What impressed me most is 
found on pages 62 and 63, 66 and 


67. I think these examples alone 
should convince any buyer as to 
the economy of buying through the 
distributor. Of course, there are 
many other examples of economy in 
this article, but the ones I refer 
to are very condensed and right to 
the point. 

“I have been trying for a long 
time to send this message home to 
the customers in my territory who 
are inclined to buy direct from the 
manufacturer. This article in MILL 
SUPPLIES should be an incentive 
to all the salesmen to continue their 
efforts along the above lines.” 


Likes Summary 


“Every argument set forth is 
very forcibly brought out and can- 
not be denied by any fair-thinking 
purchaser. It seems to me there 
is an answer for every reason pos- 
sible a P. A. could have for direct 
buying—showing him he is even- 
tually paying more in the long run 
than it would cost him from the 
distributor. 

“The summary on the last page 
—‘For these 8 Reasons’—is very 
good.” 





Newcomer’s View of the 
Supply Business 
(Continued from page 26) 





ping lines, over-representation, ex- 
cessive free-service and_ short- 
sighted competition. We doubt if 
these evils will ever be eliminated 
by the distributors themselves, as 
a class. In our game the trade 
standards are generally set by the 
weakest link. No matter how clear- 
ly a distributor may see the evils of 
this situation, he is too jealous of 








The Ww. M. Pattison Supply Company, Cleveland, is justifiably proud of its window displays carefully designed to attract 
attention. Here are two compelling Pattison window displays, the one at the left showing woodworking machinery and the 


one at the right, pipe tools. 
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Note the lack of “crowding” and the appealing backgrounds. 
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est in asbestos 





er right! Priced right! ... To these 
compelling advantages which K & M Asbestos 
and Magnesia Products offer you, add these 
-.+K&M has been pioneering in the develop- 
ment of insulations and packings for more than 
60 years ... the line is complete, specialized 
; for every requirement... and always sold only 


through established channels of distribution. 





UMI 





COMPANY amater, Penna. 


The K&M Line is complete: 
Asbestos Gaskets and Packings 

Asbestos Pipe Insulation in sections 
Asbestos Insulation in sheets and blocks 
Asbestos Insulating Cements 


“Featherweight” 85% Magnesia 
Pipe Insulation, Blocks and Lagging 


Refractory Cements, dry and plastic 


Asbestos Paper and Mill Board 
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WILL THE COMING “BOOM” 
CALL FOR 


"BOOM" CHAINS? 


Not unless you're in the lumbering industry, and 


then you'll need plenty of “boom” Chains for 


handling logs! But right now you may need other 


types of Chain. Boom-times or not, you're better 
off with McKay’s A-No. 1 quality of Chain—the 


result of “McKay’s 50 years of knowing how.” 


For quality Chain, better line up with . . . 


THE McKAY COMPANY 


McKAY BUILDING 


Formerly U.S Chain 


PITTSBURGH, PA 





& Forging Co 
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DIXON’S 
BELT DRESSINGS 





FOR 


For leather, rubber and composition 
belts, sell the old favorite giant, red- 
labeled bar of ixon's Solid Belt Dress- 
ing. Nothing better to prevent belt 
slip and preserve belt life. Quick and 
easy to apply—just hold it up against 
the running Celt 


Sell Dixon's Paste Belt Dressing, the 
water-proofing belt preservative, to 
make belts cling by restoring pliability 
without imparting a sticky, dust-catch- 
ing surface. Nothing like it for manila 
transmission ropes—keeps fibres flexi- 
ble, increases traction, waterproofs, 
prevents rotting. Applied running or 
idle, from collapsible tubes or from 
cans, with paddle or brush. 


Booklet 0-71 gives 
complete information. 


JOSEPH DIXON CRUCIBLE CO. 
Established XK Jersey City 


1827 N. J 


Gi ke 27. € FZ 
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| his competitor to do anything about 


it either in dropping an unprofit- 
able representation or in reducing 
unprofitable service to customers. 
Present distributors will continue 
to accept saturation of the market 
and will have no power to prevent 
the influx of new competitors from 
the ranks of employees, manufac- 
turers’ representatives, retail 
stores, and so forth, because any 
unanimity of thought or action is 
impossible to a heterogeneous mass 
of small business men. Our only 
hope lies in the fact that many of 
the manufacturers whom we serve 
are members of trade associations 
where a few high-grade executives 


| can discuss general welfare. 


We don’t ask you manufacturers 
to retrace your steps, discontinuing 
your branch stores, your direct sell- 
ing and your present complicated 
system of representation. We do 
not ask you to do so as we doubt 
if any of you has courage to forego 
any present volume. We do ask 
you, however, to respect our sincere 
conviction that representation of 
established lines is as close to the 
saturation point in the Middle West 
as is healthy for you or for us— 
if you need us. If you do not need 
us as we are, then say so frankly 
and let us adjust ourselves to new 
methods. I mean by this that if 
you will not need our working cap- 
ital until the next Depression, we 
can close down our warehouses, 
hire a fleet of motorcycles and give 
the customer as good or better serv- 
ice at less expense to ourselves. If 
you think the most economical 
method of distribution is through 
a quantity of small pickup jobbers. 
we can split up into small branches 
If you want us only as specialty 
salesmen and not as supply houses, 
pay us a sales commission and do 
your own warehousing and billing. 
If you consider it wise to scatter 
your line among a number of com- 
peting distributors in the same 
area, be fair enough to admit that 
each distributor has an equal right 
to represent several competing 
manufacturers simultaneously. An 
exclusive agent owes 100% loyalty: 
one of two distributors in an over- 
lapping area owes 50% loyalty; one 
of five owes 20% and one of twenty 
owes 5%. 

If, on the other hand, you want 
us as we are, let’s get away from 
the bargaining, bluff and cajolery. 
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MEDART- 
TIMKEN 
BEARING 
+ UNITS + 











SHOW CUSTOMERS HOW TO 


REDUCE FRICTION LOSSES! 





| 
2 


3 


6 





A DEFINITE 


DISTRIBUTOR POLICY 


Recognition of the economic 
function of the Distributor 
Distributor’s right to a trade 
area in which fo sell Medart 
products 

Acomplete line of Mechanical 
Power Transmission Equip- 
ment... This means 

Ability to meet all customer 
requirements — from stock 
orders to engineered jobs 
Service! Because you get 
service you can give service 
—a most important factor in 
building satisfied customers 
Engineering Sales Assistance 
of a thoroughly qualified En- 
gineering and Sales Or- 
ganization 








You can make more sales by showing your customers how to 
cut mechanical power transmission losses with Medart-Timken 
Pillow-Blocks, Hanger Bearings, Flange Units and Unit Mounts! 
Their smoother, anti-friction operation, longer life and trouble- 
free service increases mechanical transmission efficiency be- 
cause it reduces friction losses. 


Furnished in 4 types: For General Purpose Applications 
—"SS” Straight-Sleeve Series Units... For High Speeds 
and Shock Loads—“TS” Taper-Sleeve Series Units ... For 
Conveyor and Machinery Applications —"DM”" Direct- 
Mounted Series Units...For Light Duty General Purpose 
Applications—"DC” Dog-Collar Series Units. 


USE MEDART CATALOGS 
TO MAKE MORE SALES — MORE PROFITS 


Use the new Medart Engineering Reference Catalogs as sales tools! 
They contain much valuable engineering and estimating data—all ar- 
ranged to help you make more sales and greater profits...56T “General 
Mechanical Power Transmission Equipment’—144 pages...56G “Gears” 
—80 pages...56V “V-Belt Drives” — 44 pages. 


THE MEDART COMPANY 
General Offices and Works: 3522 DeKalb Street, St. Louis, Mo. 


Engineering Sales Offices: Cincinnati * Cleveland * New York « Chicago ¢ Philadelphia 
Buffalo + Pittsburgh * New Orleans + San Francisco * Los Angeles * Dallas * Denver 
Charlotte * Birmingham « Milwaukee 


“MEDART 
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‘25,600,000 
AT WORK 


IN INDUSTRY AND TRADE” 


RE- EMPLOYMENT 
INDICATES INCREASED 
TRIMO WRENCH SALES 

FOR YOU 


Look for the Red 
Tag always wired to 
every TRIMO Pipe 
Wrench. 

In a comprehensive survey of 
employment, a New York newspaper 
points out that tremendous gains 
were made in 1935—even larger 
ones in 1936. 


Re-employment indicates thriving, 
expanding industrial activity —and 
this, in turn, means increased wrench 
sales for the industrial jobber. 

You’ll find Trimo Chrome Molyb- 
denum Nickel Alloy Wrenches a 
profitable number. And you’ll find 
this company ready to serve you 
with its usual jobber and distributor 
supply policy. 


TRIMONT MFG. CO., INC. 
ROXBURY (BOSTON), MASS, 





Let’s work it out on a basis of eco- 
nomics, If you want a distributor 
to fight for you exclusively, give 
him a potential market worth shoot- 


| ing at and assure him against 
| further inroads into his territory. 
If you want him to carry a real 


stock, pay him a real premium over 
the non-stocking or phoney stock- 
ing distributor, If your product 
runs to small orders, give the dis- 
tributor a discount to cover the ex- 
pense of delivery, billing and col- 
lection of small orders. If you 
want your distributor to employ a 
specialty salesman, give him a dis- 
count to offset the extra expense. 
If you want him to spend money 


| advertising you in his catalog, give 


| countless 


him an incentive over the distrib- 

utor who publishes no catalog. 
These components are capable of 

variations, recognizing 


| the various services rendered to you 
| and the various costs incurred by 


| eration for its sales effort. 


your distributors on your behalf. 
The supply house with a complete 
stock should get recognition for its 
investment, but only normal consid- 
The 
specialty selling house should get 


| extra credit for its expensive sales 


efforts as an offset to a penalty for 
not carrying stock. A distributor 


' cannot carry a complete stock, give 


free delivery, hire technical special- 
ists and publish a catalog — and 
make money under today’s dis- 
counts unless the volume is tremen- 
dous. Each distributor solves this 
in his own way. For example, one 


| carries both stocks and technical 
salesmen but on a selected group of 


exclusive representations; another 


| carries complete stock but no spe- 


cialty salesmen; another carries 
small stocks, no specialty salesmen, 
but concentrates on sales from cata- 
log. Why not recognize these dif- 
ferences? 

It may sound idealistic to you to 
suggest composite discounts built 
up according to elements of effort, 
but it is sound, fundamentally. You 
get just about what you pay for in 
this world. If you can’t afford to 
pay for the representation you 
want, you won’t get it and, con- 


| versely, the distributor cannot ex- 
| pect to get paid for more service 


than he renders, 

While on this subject, I may say 
that whereas I have always felt 
that the average manufacturer has 


| little knowledge of the actual com- 
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parative cost of direct distribution 
vs. jobber distribution, there is 
now an urgent and immediate need, 
under the Robinson Patman Bill to 
develop these figures. I sincerely 
hope the National Association or 
some group representing jointly the 
manufacturers and distributors will 
employ whatever expert help is 
necessary to develop this subject. 
It is my firm belief that the manu- 
facturer who is now secretly wor- 
rying how to justify wholesale dis- 
counts to the mill supply houses 
will find this discount more than 
justified by the actual saving in 
the cost of doing business as com- 
pared with direct selling. He will 
find justification for a premium to 
the stocking distributor. 


F a manufacturer can distribute 

directly at a lower actual cost 
than the discount needed by a good 
stocking distributor, he certainly 
should sell direct, but if he cannot 
operate except through distributors, 
it would seem wise for him to keep 
them alive and healthy. The stock- 
ing distributor may be just one of 
the crowd now, but he certainly has 
been the fair-haired boy during the 
Depression. I imagine the distribu- 
tors of this association carried ten 
million dollars of inventory during 
the Depression. In the next De- 
pression the manufacturers may 
look for us in vain to finance their 
inventory. If there is no premium 
on working capital in the mill sup- 
ply business, we will have trans- 
ferred our capital to more produc- 
tive fields. 

The problem that we face is hun- 
dreds of years old. Every rising 
market brings a squeezing of the 
middleman between mill and con- 
sumer. Every falling market re- 
leases the pressure. The present 
trend is all too similar to other 
jobbing and warehousing industries 
disintegrating into a mad-house of 
commission agents, service agencies, 
panhandlers and pirate manufac- 
turers, fighting without pride— 
without honor and without profit. 
We distributors can help by know- 
ing our costs, concentrating on 
profitable operations, serving loy- 
ally the manufacturers who are 
loyal to us and discontinuing lines 
that are unprofitable or non-cooper- 
ative. But our fate is really in the 
hands of the manufacturers. 








To all our customers and distributors we wish 
to say, as 1936 drawsto aclose, ‘‘Thank you 
very much.” This year your purchases of 
Thermoid products have meant an increase 
of over 30% in our mechanical rubber goods 
division’s business. For 56 years, in fact, 
Thermoid’s sales curve has been climbing. 


It is this constantly increasing demand for 
Thermoid products which is responsible for 
our large modern plant pictured above. From 
a small one-story building with less than a 
score of employees, our factories have ex- 


Looking Down on the place... 
... where things are LOOKING UP! 


panded to meet the requirements of ever in- 
creasing business. New equipment, increased 
factory floor space, additional employees 
have all been increasingly required to manu- 
facture a substantial volume of an extremely 
wide variety of products. 


During the coming year every effort will be 
expended in our laboratories and in our 
factories not only to maintain, but to further 
improve the recognized high quality of 
Thermoid products. This will assure a larger, 
more satisfactory mutual business in 1937. 


& Thermo @ 


WATER HOSE SAND BLAST HOSE 
AIR HOSE WELDING HOSE 
STEAM HOSE SUCTION HOSE 
INDUSTRIAL BRAKE LININGS 


THERMOID RUBBER COMPANY, TRENTON, N. J. 
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TRANSMISSION BELTING 
CONVEYOR BELTING 
ELEVATOR BELTING 


SHEET PACKINGS 
ROD PACKINGS 
TUBING: GASKETS 
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PRINCIPAL MARKETS FOR NEW PRODUCTS 


SEE FOLLOWING PAGES FOR DETAILED DESCRIPTION 
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SALES POSSIBILITIES 


IN New Propucts 


SEE PAGE 98 FOR PRINCIPAL MARKETS 





Ratchet Threading Tool 











l Sturdy simplicity 

and useful range— 
34-inch to 14 inches—are sure to make 
this new tool of particular interest 
to plumbers, electricians, gas and 
sprinkler companies. Three sets of 
dies, each threading two sizes, cover 
the range, can be quickly changed and 
are adjustable for cutting standard, 
oversize or undersize threads. Three- 
jaw, self-centering chuck centers pipe 
—no bushings or grip screws. Thread- 
ing dies are well. above face of the 
stock, facilitating chip clearance and 
oiling. Ratchet and ratchet pawl are 
extra heavy. Made of air-furnace 
malleable iron with rust-proof finish. 
Primary buying officials to be con- 
tacted when introducing this product 
are purchasing agent, superintendent, 
maintenance superintendent and mas- 
ter mechanic.—Beaver Pipe Tools, In- 
corporated, Warren, Ohio.—MILL Sup- 
PLIES, December, 1936. 





Flashlight Screw Driver 





Known as Number 

OF5, this new flash- 
light screw driver is designed for use 
by the mechanic whose work requires 
the servicing of automobiles, oil burn- 
ers, electric refrigerators, radios, in 
fact on any equipment that needs a 
screw tightened in a dark spot. By 
simply switching on the convenient 
light in the handle ample light is 
provided for any adjustments. Handle 
is of transparent, amber-colored, non- 
conducting composition material con- 
taining two standard flashlight bat- 
teries and bulb. Blade is 3/16-inch 


in diameter with 3/16-inch tip. It 
is made of fine quality screw driver 
steel, tempered overall and securely 
anchored in the handle. The tip is 
machine-ground and magnetized for 
picking up small objects. Blade is 
5 inches long. Length over all is 104 
inches.—Primary buying officials to 
be contacted in introducing this prod- 
uct are purchasing agent, mainte- 
nance superintendent, chief engineer, 
master mechanic.—Bonney Forge and 
Tool Works, Allentown, Pennsylvania. 
—MILL SupPPLIEs, December, 1936. 


Tool Crib Cutter 

















3 This wet abrasive 

cutting machine, 
number 0, will cut all types of mate- 
rials of the smaller sizes, solid bar 
materials up to §-inch and tubing up 
to 1% inches, including iron, steel, 
brass, bronze, drill rod, monel metal, 
highspeed steel and porcelain—hence 
is particularly well adapted for tool 
crib use. Machine cuts wet or dry 
and can be adjusted for varying 
amounts of coolant. Cutting is done 
by a revolving thin abrasive disc, 
which picks up coolant from the cool- 
ant tank. Cutting disc is mounted on 
spindle equipped with grease-sealed 
ball bearings. Spindle is mounted in 
rigid, semi-steel casting, which houses 
the positive chain drive. Coolant tank, 
mounted on left side of machine, can 
be taken off in fifteen seconds for 
cleaning. Adjustable stop on V-type 
material holder prevents feeding ma- 
terial too far into the wheel. Mate- 
rial holder extensions can be _ pro- 
vided. Cutting discs up to 12-inch 
diameter can be used. Equipped with 
ball-bearing motor and switch mounted 
directly on motor. Primary Duying 
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officials to be contacted when intro- 
ducing this product are purchasing 
agent, plant manager, superintendent, 
foreman, master mechanic.—Andrew 
C. Campbell Division, American Chain 
Company, Bridgeport, Connecticut.— 
Mitt Suppiies, December, 1936. 


Compressor 








Applicable wherever 

steam is available 
and compressed air is required, this 
single, direct-acting, air-cooled, com- 
pressor is built for a maximum work- 
ing steam pressure of 250 pounds. 
Cylinder and head steam end are of 
close-grained cast iron. The cradle is 
cast integral with steam cylinder. 
Valves steam end are Simplex, Style 
A, operated by lever connections, One 
piece cast iron piston on the steam 
end is provided with American Ham- 
mered Iron snap rings. Piston rod 
stuffing box is screw type, valve rod 
stuffing boxes, cast iron steel type. 
Maximum working air pressure is 
100 pounds. Air end cylinder and 
head are of close-grained cast iron. 
Standard feather valves are used. 
Bronze, screw-type, extra deep stuffing 
boxes are provided. Equipped with 
all necessary special wrenches, steam 
cylinder drain cocks, air cylinder 
drain plugs and draw bolts for pis- 
tons.—Worthington Pump and Ma- 
chinery Corporation, Harrison, New 
Jersey. — MILL SUPPLIES, December, 
1936. 


Special Duplex Bearings 






































/ \ / ‘ \ 
Z) 
Type “DB” Type “DF” Type “oT” 
(Back to Back) (Face to Face) (Tendem) 


5 New “X” type Du- 
plex ball bearings, 
for high speed grinding spindle 
applications, which can be installed 
by the user in any one of three 
mounting arrangements—face-to-face, 
(DF), back-to-back, (DB), or tan- 
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Made in two sizes, No. 
capacity 8” diameter r 
or 8°x16". No. 5 capa 
ity 5” diameter rd. 
10°x5”. 






































Advantages 











@ Continuous cutting 











@Cutting time re- 
duced 30 to 50% 























@ No excessive heating 


of blade 

















@ No coolant required 





® Cuts rounds, angles, 
tubing, strip 










@Long blade life— 
low blade cost 


Efficient-— 


Economical 





Band Saw 


HE Wells Metal Cutting 
Band Saw is going over 
big. Sales have increased 
3 500% over 1935. 
c- 


- These machines are particularly 


adapted for machine tool 
rooms, paper mills, cutting structural beams, 
etc., as well as production work. 


Being portable, it appeals to those who wish 
to move it frequently. 


It can be connected at any light socket. 


We are advertising quite extensively for your 
benefit as well as ours. 


Add these fast selling machines to your line 
and insure extra profits in the future. 


Write for further information. 


WELLS MFG. CORP. 


320 Seventh Ave., Three Rivers, Mich. 





Wells Cus tias 
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From a Profit Angle 
SELL WINTER TAPS and DIES! 


Since 1900 WINTER TAPS have built an enviable 


Which means that WINTER TAPS offer Distribu- 
tors much more than good tools to sell. Along 
with a quality product, which marks the Distribu- 
tor as a source of supply for dependable mer- 
chandise, there is a customer preference that makes 
sales easy, and profitable repeat business assured. 
Investigate the advantages of handling the Winter 
line of TAPS AND DIES. 


TAPS a? DIES 





WINTER BROTHERS CO. WRENTHAM, MASS. 


OF THE NATIONAL TWIST DRILL & TOOL COMPANY, DETROIT, MICHIGAN 


or accurate and economical thread 





INTER 


TAP AND DIE DIVISION 
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dem, (DR)—have recently been in- 
troduced. The new bearings are said 
to provide added convenience and less 
possibility for error in assembling 
than other duplex bearings units here- 
tofore available, which are matched 
for a single method of mounting, and 
must be specified on this basis in 
advance of purchase. The new units, 
like all duplex bearings, consist of 
two matched single row bearings op- 
erating with the rings clamped tightly 
together. They are particularly ap- 
plicable in providing extreme shaft 
rigidity for the vibrationless operat- 
ing of high speed spindles where pre- 
cision and finish are important con- 
siderations, as well as in meeting 
other difficult load conditions. In 
contrast to single bearings of the 
double-row type, they are of the con- 
tinuous raceway design required with 
extra high speeds and are fitted with 
composition retainers.—Primary buy- 
ing officials to be contacted in intro- 
ducing this product are plant man- 
ager, purchasing agent, maintenance 
superintendent, chief engineer.—The 
Fafnir Bearing Company, New 
Britain, Connecticut.—MILL SUPPLIEs, 
December, 1936. 


Belt Lacing 





6 Announcement has 
been made of two 
new sizes in Alligator steel belt lac- 
ing. A new Number 5 takes its place 
in the series between Numbers 1 and 
15 and is for belts between 3/32-inch 
and 3-inch in thickness. A new Num- 
ber 20 replaces the old Number 20. 
Dynamometer tests have proven this 
size to be a better lacing for belts 
5/32-inch to 3/16-inch in thickness. 
Boxes Number 00; 1-A and 5 (new) 
now contain 6 sets for 6-inch belts, 
while boxes numbers 15, 20, 25D and 
27K contain 4 sets for 12-inch belts. 
Boxes numbers 25F, 25G, 27L, 35M, 
35N, 45U, 55W, 65X and 75 are un- 
changed. Carton number 20-S has 
been added to the “Handy Package” 
listings. Primary buying officials to 
be contacted in introducing this prod- 
uct are plant manager, purchasing 
agent, superintendent, maintenance 
superintendent, foreman, master me- 
chanic, millwright.— Flexible Steel 
Lacing Company, Chicago, Illinois.— 
MILL SUPPLIES, December, 1936. 


Life Line Grab 


Allsafe Life Line 
Grab, an automatic 
life line adjustor, makes it practical 
to use an independent life line. It 
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W. T. Ryan 


Vice-President of the 
Cutter, Wood, and 
Sanderson Company 
Boston, Massachusetts 


‘WE LIKE FACTORY 


ADVERTISING....” 


The Cutter, Wood & Sanderson Company, mill 
supply distributors in Boston, have been serving 
manufacturers in New England since 1879... 
carrying a complete line of general mill supplies 
for all industries. This company, through its many 
years of distribution experience, has had an op- 
portunity to learn the value of advertising to a 
mill supply distributor. Mr. W. T. Ryan, Vice- 
President, has been with the Cutter, Wood & 
Sanderson Company over 30 years and his com- 
ments carry the weight of long experience in the 
mill supply field. 


Py 


A McGRAW - HILL 
330 WEST 42nd 






MANAGEMENT 
MAINTENANCE 


PUBLICATION: 
STREET-NEW YORE 


MR W.T. RYAN says: 
"Manufacturers can help us greatly by good 
advertising directed to the men our salesmen 
contact. It paves the way for bigger sales with 
less time required on the part of our salesmen to 
acquaint the prospect with the merits of a prod- 
uct. We like FACTORY advertising, for products 
we handle, because FACTORY reaches the type 
of men who influence the purchase of industrial 
supplies. Figures prove that manufacturers make 
our job easier and more efficient when they give 
us such good advertising support." 
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Guaranteed } 


Quality 


is the basis of 
ADVANCE dis- 


tributors'’ suc- 


cessful records 


@ You can sell any AD- 
VANCE Car Moving Tool 
with complete confidence. 
Customer satisfaction is as- 
sured by our guarantee of 


quality. 


@ The experience of years 
of manufacture of Car 
Movers gives a real mean- 
this ADVANCE 
guarantee of quality. A 


ing to 


long record of perform- 
ance stands behind our 
claim that ADVANCE tools 
will move cars quickly, 


safely, and efficiently. 


@ Let us send you full de- 
tails as to the profit op- 
portunities for you in the 
ADVANCE line. Markets 
for the tools listed below 
exist wherever cars are 
moved. 





At your customers’ 
service: 


POWER KING 
POWER BOY 
BADGER CAR MOVER 
NEW BADGER CAR 
MOVER 
ADVANCE SAFETY 
CAR WRENCHES 











ADVANCE 
CAR MOVER 


COMPANY 
APPLETON . 
WISCONSIN , 


7 


a J 


Canadian Factory 


Canadian Advance 
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Car Mover Co., Welland, Ont., Canada 
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eliminates all human element where 
workmen neglect to constantly adjust 
the slack; it eliminates carrying many 
pounds of rope slack and the neces- 
sity for continually letting it out and 
taking it in. No weight of life line 
is carried by the workman. The life 
line is threaded through the Allsafe 


\ 





Life Line Grab which is attached to 
the “D” ring of the safety belt by a 
government tested drop forged link. 
As the man moves about his work, 
the life line travels freely through the 
grab. In case of a fall, the grab im- 
mediately trips up, grabs and locks 
the life line in- tapered grooves. It 
is recommended for use with §-inch 
and j-inch long fibres manila rope. 
The grab is a one-piece, non-ferrous, 
non-corrosive fitting with 65,000 
pounds per square inch _ tensile 
strength. Smooth rounded gripping 
surfaces do not damage or weaken 
the life line rope. This grab is a 
safeguard for construction workers, 
steeplejacks, stack workers, sign 
erectors, painters, millwrights, roof- 
ers, marine workers, grain elevator 
operators. Primary buying officials 
to be contacted in introducing this 
product are plant manager, purchas- 


ing agent, superintendent, mainte- 
nance superintendent, safety engi- 
neer.—American Allsafe Company, 
Incorporated, Buffalo, New York.— 


MILL SuPPLIES, December, 1936. 


Portable Paint Sprayer 
Development of a 


8 new rubber tired 


portable paint spraying unit, adapt- 
able for both interior and exterior 
painting and for light duty touch-up 
and refinishing work, has been an- 
nounced; the unit was designed to 
fit needs of master painters, decora- 
tors, building contractors, and others, 
for a medium size painting outfit for 
maintenance work on furniture and 
equipment in factories, theaters, ho- 
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tels, schools, hospitals, railroads and 
residences. Mounted on a wheeled 
base, the unit consists of a 4-hp. elec- 
tric motor, an air compressor unit, 
a two-gallon capacity pressure tank, 
a standard Binks bleeder type spray 
gun with adjustable nozzle, and vari- 
ous lengths of rubber hose. Complete, 
the outfit weighs only 180 pounds. 
Compressor unit is of two-cylinder, 
air-cooled type, with working pres- 
sure of 45 pounds, driven by a V-belt 
from the electric motor. The pres- 
sure tank is equipped with one air 
pressure regulator and gage, and a 
safety valve set for 60 pounds pres- 
sure. Three lengths and types of hose 
are provided, including a _ 12-foot 
length of 4-inch air hose from the 
tank to the gun and a similar length 
of %-inch material hose and connec- 
tions to go from the tank to the gun. 
A 4-hp. gasoline motor may be used 
where electricity is not available. Pri- 
mary buying officials to be contacted 
in introducing this product are plant 
manager, purchasing agent, mainte- 
nance superintendent.—Binks Manu- 
facturing Company, Chicago, Illinois. 
—MILL SUPPLIES. December, 1936. 


Grinder 





Sy The two-hp. grinder 

illustrated comes 
equipped with push button control 
with overload protection, enclosed 
safety guards, adjustable for wheel 
wear, and non-shatterable glass eye 
shields, tool rest, adjustable both 
horizontally and vertically, water pot, 
two 12- by 2-inch face and 1-inch hole 
grinding wheels. Optional feature is 
exhaust opening in bottom of wheel 
guards. Motor is totally enclosed; 
the rotor shaft is mounted in heavy 
duty precision type ball bearings, 
grease lubricated and sealed against 
grit and dirt. The motor is rated 
2-hp. for continuous duty at 1750 
rpm. with a 55-degree Centigrade rise. 
Motor will stand momentary overload 
of 100 per cent. The motor frame is 
of small diameter, permitting maxi- 
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WHAT THIS PIN CAN MEAN TO YOU 


There’s a Simple Answer for Distributors and Makers of 
Industrial Equipment and Supplies Who Are Asking— 
“What Do I Get Out of Being Identified with the New 
Program of the National Industrial Distributors’ Founda- 
tion of the Industrial Supply Research Bureau.” 


Every distributor and manufacturer who contributes to the support of the 
new N.I.D.F. program and obtains official identification from the National 
Industrial Distributors’ Foundation is entitled to equip his sales organization 
with the official identification pin shown above. As a distributor or a manu- 


facturer you want to know what that means to you; what you will gain by 


having your men so identified. 


TO THE DISTRIBUTOR IT MEANS THIS: 


© You will be able to show buyers that you are one of the recognized 
distributors who render the superior service as described in the 
N.LD.F. advertising campaign. In other words, that your con- 
cern is the kind of up-to-minute, reliable house which the N.1.D.F. 


advertising claims will save work and money for an industrial 
buyer. 


® You will give evidence to your fellow distributors that you don’t 
believe in “letting George do it;” that you are willing to do your 
part in the effort to build-up your business. In other words, that 
you are sharing in the work and not riding on the “tail of the 
wagon.” 

* You will give evidence to the manufacturers you represent that 
your concern is a “live” one. Also, that you believe in not only 


the economic necessity of your business, but also in its economic 
advantage to industry. 


TO THE MANUFACTURER IT MEANS: 


® You will be able to give evidence to distributors that you are 
“back of them” with not only good wishes but performance; that 
you believe in the industrial distributor and want to help him 
get the business that is due him. 


SUBSCRIBE TO 
THE INDUSTRIAL SUPPLY RESEARCH BUREAU 


A trade extension activity of the National Supply & Machinery Distributors Ass'n: the 
Southern Supply & Machinery Distributors Ass'n; and the American Supply and Machinery 
Manufacturers Ass'n. 


WRITE FOR FULL DETAILS 


ALVIN M. SMITH, PRES., OR JAMES A. CHANNON, EDITOR 
SMITH-COURTNEY CO., RICHMOND, VA. MILL SUPPLIES, 
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Users prefer 


Easiest to sell... 


Users everywhere prefer Star Moly 
hack saw blades because they cut true 
and fast . . . because they stay sharp 
longer .. . because they reduce metal 
sawing costs even on the hardest 
steels and toughest alloys. That's why 
these remarkable hack saw blades are 
easy to sell. 


Because Star Moly hack saw blades 
are sold only through distributors, 
your market and your profits are 
protected at all times. Secure the 
Star Moly franchise — write today. 


CLEMSON BROS., INC. 
Middletown, N. Y. 
© 4100 











THE 1937 EDITION OF 
MILL SUPPLIES ANNUAL 

VERIFIED LIST OF INDUSTRIAL DISTRIBUTORS 
Is Now On The Press 


"THE new edition contains several thousand corrections, revisions, elimina- 

tions, personnel changes and additions. Some new distributors have quali- 
fied for listing. Many distributors have announced changes in lines, specializa- 
tion in others, and so forth. Information covered is as follows: 


Names of executives and their particular responsibilities. 
Territory covered. 

Number salesmen calling on industrial consumers. 

W arebouse space. 

Whether or not distributor issues catalog. 

Number trucks operated. 

dmount of stock carried. 

Lines stocked and sold. 

Lines given specialized selling attention. 

Data on branches. 


Approximately 2,000 industrial supply houses are listed. This directory is 
particularly valuable to sales managers and field representatives of supply manu- 
facturers. It gives the type of information so necessary in keeping the picture 
of the supply industry up-to-date. 


Distributors will also find this directory of value in supplying information 
concerning other distributors in their territories and by giving them a picture 
of the entire industry of which they are a part. 


Only a limited number of copies available. Price—$10.00 for the first copy 
and $5.00 for each additional copy. 


MILL SUPPLIES 


330 West 42nd Street New York City 
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mum wheel wear and maximum clear- 
ance for work. All unnecessary and 
awkward brackets have been re- 
moved. Total weight of the grinder 
is 445 pounds. Machine is suited to 
production work or general tool grind- 
ing in all types of manufacturing 
plants, machine shops and foundries. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent, maintenance superin- 
tendent, foreman, chief engineer, mas- 
ter mechanic.—Jas. Clark, Jr. Electric 
Company, Louisville, Kentucky.— 
MILL SuPPLIES, December, 1936. 


Pulley Surfacing 

















] Gripwell pulley-sur- 
facing, designed to 
improve belt drive efficiencies, con- 
| sists of an improved fabric cover- 
ing, specially processed and water- 
| proofed. It is used in conjunction 
with Gripwell cement which firmly 
secures the fabric covering direct to 
| the pulley and coats the outer surface. 
The cement is a synthetic vegetable 
| and oil compound and is used on iron, 
steel, wood. It is quick drying with 
great tenacious power and _ has 
belt-preserving qualities. After the 
pulley surface has been thoroughly 
cleaned, a coating of cement is 
applied. This coating is allowed to 
dry for a few minutes and then 
the fabric, which has been coated 
with cement on the underside, is ap- 
plied. Finally the exposed surface 
of the fabric is coated with cement 
and the application is complete, ready 
for the load in a few hours.—Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, maintenance 
superintendent, foreman, chief engi- 
neer, master mechanic. — Gripwell 
Manufacturing Company, 105 West 
40th Street, New York, New York.— 

| MILL SUPPLIES, December, 1936. 


Simplified Welders 


ll A new line of sim- 
plified “Smootharc” 
welders, featuring single current con- 
trol, self-excitation and internal stab- 
ilization, the qualities so necessary 
for fast, steady welding, deep pene- 
| tration and uniform metal deposit, 
' has been announced. New line is 
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built in two styles: vertically mounted 
in 75, 100 and 150-ampere capacities 
and horizontally mounted in 200, 300, 
400 and 600-ampere sizes. It is made 
possible by the patented design of 
shifting generator brushes. A simple 
turn of one controlling dial quickly 
gives the desired welding current. 
Welders are self-excited by means of 
a set of auxiliary brushes placed 
ahead of the main brushes and con- 
nected to an auxiliary shunt wind- 





ing. No extra commutator is needed. 
Self-stabilization is secured through 
the use of interpole winding extended 
to the main pole shoes in such a man- 
ner that it serves the dual function 
of interpole winding and stabilizing 
winding. Mechanical improvements 
listed include: the generator instru- 
ments being mounted in a single con- 
trol panel built into the side of the 
streamlined mctor housing; the use 
of all rolled steel and are welded con- 
struction; and all steel parts, field 
ring, pole shoes, and so forth, being 
annealed to give the highest possible 
quality magnetic field for generator 
fluxes. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer, mas- 
ter mechanic.—The Harneschfeger 
Corporation, Milwaukee, Wisconsin.— 
MILL SUPPLIES, December, 1936. 


Color in Unit Heaters 


12 Ilg unit heaters are 
now available in a 
series of special color finishes. The 
colors include Spanish ivory, heather 
brown, silver, Pacific blue, and others, 
which permits harmonizing with deco- 
rations and furnishings of offices, 
stores, restaurants, and so forth. Fin- 
ish is a special baked crackle, which, 
according to the manufacturer, has 
a rich appearance and is enduring. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent, main- 
























Now available! For trial use in plants 
of all sizes and for the hardware trade, 
2 new sizes of Cling-Surface Bars, 5 oz. 
and 2} oz. For shops and plants which 
prefer the convenience of a tube, a new 
Large Economy-size tube with choice of 
Medium or Light Density. 


With these new sizes, ‘“The Better Bele Treat- 
ment’’ is now available in 4 sizes of Bars, 2 
sizes of Liquid-in-Tubes (in 2 densities) and 
10 sizes of Liquid in tins and drums from [ 
oes to 60 gallons (in choice of 4 Densities). 

his complete range is another reason why 
distributors who henge to Cling-Surface re- 
port larger sales and profits as a result. Write 
for prices and complete information. 


Cling-Surface Company 
1017 Niagara Street, Buffalo, N. Y. 


Preserves Power Belts— Prevents Slipping 


TO INCREASE 
YOUR BUSINESS! 


er, CLING-SURFACE 





For 62 years CARD TAPS & DIES have 
been correct in quality, design and finish. 
Designed by specialists and produced by 
experts they have built a consumer accept- 
ance that the distributor knows is sound. 
Every item bearing THE CARD QUAL- 
ITY label is guaranteed to perform satis- 
factorily. ‘These features plus the CARD 
SALES POLICY of backing up their 
distributor 100% are why the words 
“Once a CARD dealer always a CARD 
dealer” are so popular. 


SELL THE CARD LINE FOR PROFITS AND 
REPEAT BUSINESS 


e 


vali 


S. W. CARD MFG. CO. 
Division of Union Twist Drill Co. 
MANSFIELD, MASS., U. 8. A. 
STORES: New York: 61 Reade St., Chicago: 11 South 
Clinton St., Detroit: 6540 Antoine St., San Francisco: 
121 Second St. 
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Users prefer 


Easiest to sell... 


















Users everywhere prefer Star Moly 
hack saw blades because they cut true 
and fast .. . because they stay sharp 
longer . . . because they reduce metal 
sawing costs even on the hardest 
steels and toughest alloys. That's why 
these remarkable hack saw blades are 
easy to sell. 


Because Star Moly hack saw blades 
are sold only through distributors, 
your market and your profits are 
protected at all times. Secure the 
Star Moly franchise — write today. 


CLEMSON BROS., INC. 
Middletown, N. Y. 
® 6100 



































THE 1937 EDITION OF 
MILL SUPPLIES ANNUAL 

VERIFIED LIST OF INDUSTRIAL DISTRIBUTORS 
Is Now On The Press 


"THE new edition contains several thousand corrections, revisions, elimina- 

tions, personnel changes and additions. Some new distributors have quali- 
fied for listing. Many distributors have announced changes in lines, specializa- 
tion in others, and so forth. Information covered is as follows: 


Names of executives and their particular responsibilities. 
Territory covered. 

Number salesmen calling on industrial consumers. 

W arebouse space. 

Whether or not distributor issues catalog. 

Number trucks operated. 

4dmount of stock carried. 

Lines stocked and sold. 

Lines given specialized selling attention. 

Data on branches. 


Approximately 2,000 industrial supply houses are listed. This directory is 
particularly valuable to sales managers and field representatives of supply manu- 
facturers. It gives the type of fatoouetion so necessary in keeping the picture 
of the supply industry up-to-date. 


Distributors will also find this directory of value in supplying information 
concerning other distributors in their territories and by giving them a picture 
of the entire industry of which they are a part. 


Only a limited number of copies available. Price—$10.00 for the first copy 
and $5.00 for each additional copy. 


MILL SUPPLIES 


330 West 42nd Street New York City 
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mum wheel wear and maximum clear- 
ance for work. All unnecessary and 
awkward brackets have been re- 
moved. Total weight of the grinder 
is 445 pounds. Machine is suited to 
production work or general tool grind- 
ing in all types of manufacturing 
plants, machine shops and foundries. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, purchasing agent, su- 
perintendent, maintenance superin- 
tendent, foreman, chief engineer, mas- 
ter mechanic.—Jas. Clark, Jr. Electric 
Company, Louisville, Kentucky.— 
MILL SuppPLiges, December, 1936. 


Pulley Surfacing 

















l Gripwell pulley-sur- 

facing, designed to 
improve belt drive efficiencies, con- 
sists of an improved fabric cover- 
ing, specially processed and water- 


| proofed. It is used in conjunction 


with Gripwell cement which firmly 
secures the fabric covering direct to 
the pulley and coats the outer surface. 
The cement is a synthetic vegetable 
and oil compound and is used on iron, 


| steel, wood. It is quick drying with 


great tenacious power and _ has 
belt-preserving qualities. After the 
pulley surface has been thoroughly 
cleaned, a coating of cement is 
applied. This coating is allowed to 
dry for a few minutes and then 
the fabric, which has been coated 
with cement on the underside, is ap- 
plied. Finally the exposed surface 
of the fabric is coated with cement 
and the application is complete, ready 
for the load in a few hours.—Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, superintendent, maintenance 
superintendent, foreman, chief engi- 
neer, master mechanic. — Gripwell 
Manufacturing Company, 105 West 
40th Street, New York, New York.— 
MILL SUPPLIES, December, 1936. 


Simplified Welders 


l A new line of sim- 

plified “Smootharc” 
welders, featuring single current con- 
trol, self-excitation and internal stab- 
ilization, the qualities so necessary 
for fast, steady welding, deep pene- 


| tration and uniform metal deposit, 


has been announced. New line is 








built in two styles: vertically mounted 
in 75, 100 and 150-ampere capacities 
and horizontally mounted in 200, 300, 
400 and 600-ampere sizes. It is made 
possible by the patented design of 
shifting generator brushes. A simple 
turn of one controlling dial quickly | 
gives the desired welding current. | 
Welders are self-excited by means of 
a set of auxiliary brushes placed 
ahead of the main brushes and con- 
nected to an auxiliary shunt wind- 

















TO INCREASE 
YOUR BUSINESS! 


Now available! For trial use in plants 
of all sizes and for the hardware trade, 
2 new sizes of Cling-Surface Bars, 5 oz. 
and 2} oz. For shops and plants which 
prefer the convenience of a tube, a new 
Large Economy-size tube with choice of 
Medium or Light Density. 


With these new sizes, ‘‘The Better Belt Treat- 
ment’’ is now available in 4 sizes of Bars, 2 
sizes of Liquid-in-Tubes (in 2 densities) and 
10 sizes of Liquid in tins and drums from [| 
ws to 60 gallons (in choice of 4 Densities). 
‘his complete range is anather reason why 
distributors who ceenap to Cling-Surface_re- 
port larger sales and profits as a result. Write 
for prices and complete information. 


Cling-Surface Company 
1017 Niagara Street, Buffalo, N. Y. 


we, CLING-SURFACE 


Preserves Power Belts- Prevents Slipping 








ing. No extra commutator is needed. 
Self-stabilization is secured through 
the use of interpole winding extended 
to the main pole shoes in such a man- 
ner that it serves the dual function 
ot interpole winding and stabilizing 
winding. Mechanical improvements 
listed include: the generator instru- 
ments being mounted in a single con- 
trol panel built into the side of the 
streamlined motor housing; the use 
of all roiled steel and arc welded con- 
struction; and all steel parts, field 
ring, pole shoes, and so forth, being 








annealed to give the highest possible 
quality magnetic field for generator 
fluxes. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer, mas- 
ter mechanic.—The Harneschfeger 
Corporation, Milwaukee, Wisconsin.— 
MILL SUPPLIES, December, 1936. 


Color in Unit Heaters 


12 Ilg unit heaters are 
now available in a 
series of special color finishes. The 
colors include Spanish ivory, heather 
brown, silver, Pacific blue, and others, 
which permits harmonizing with deco- 
rations and furnishings of offices, 
stores, restaurants, and so forth. Fin- 
ish is a special baked crackle, which, 
according to the manufacturer, has 
a rich appearance and is enduring. 
Primary buying officials to be con- 
tacted in introducing this product are 
plant manager, superintendent, main- 





For 62 years CARD TAPS & DIES have 
been correct in quality, design and finish. 
Designed by specialists and produced by 
experts they have built a consumer accept- 
ance that the distributor knows is sound. 
Every item bearing THE CARD QUAL- 
ITY label is guaranteed to perform satis- 
factorily. These features plus the CARD 
SALES POLICY of backing up their 
distributor 100% are why the words 
“Once a CARD dealer always a CARD 
dealer” are so popular. 


SELL THE CARD LINE FOR PROFITS AND 
REPEAT BUSINESS 


e 


vali 


S. W. CARD MFG. CO. 


Division of Union Twist Drill Co. 
MANSFIELD, MASS., U. 8. A. 
STORES: New York: 61 Reade St., Chicago: 11 South 
Clinton St., Detroit: 6540 Antoine St., San Francisco: 
121 Second St. 
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UF KIN 


TAPES - RULES 
PRECISION TOOLS 











- TOOL 


No. 79AA 
Telescoping 


IN A 
NEW SIZE 


| 5/16 to 1/2 inch 


| Made only 
by furmy 


[UFAIN leads again 
in furnishing the 


mechanic with bet- 
ter tools 


[UFAIN TOOLS are 


up - to - date, and 


There’s a profit for 
you in every sale 


[ CARRY THEM IN STOCK 
‘% SEND FOR CATALOG NO. 7 


THE [UFKIN RULE [0 


SAGINAW. MICHIGAN, U.S.A. 


NEW YORK 
Te)-Paliome 12-53 44-2) & 


Canadian Factory 
WINDSOR, ONTARIO 
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| tenance superintendent, 


Ti 1 | 
TTT 


Tiny 


ITI 
MMR MRE 
Huperaeryiesl 
peReReeeetee 


master me- 


| chanic.—lIlg Electric Ventilating Com- 
| pany, 2850 North Crawford Avenue, 


| Chicago, 


Illinois. — MILL SUPPLIES, 


| December, 1936. 





Screw Driver 


eS ——_—_——_—» 





13 A new screw driver, 

De Luxe Number 2, 
is equipped with chrome nickel molyb- 
denum blade, carefully machined and 
extending clear through the handle. 
After three heat treatments, blade is 
polished and lacquered. Ferrule is 
turned from solid. bar of tool steel 
and has a knurled grip. Handle is 
high-grade, seasoned hardened. Four 
coats of transparent lacquer give 
hard, lustrous finish. Driver plug 
is solid steel bolster type and will 
stand up under severe hammering 
when driver is used as a chisel. Made 
in eight blade lengths, from 24 inches 
to 12 inches.—Primary buying offi- 
cials to be contacted in introducing 
this product are purchasing agent, 
maintenance superintendent, foreman, 
master mechanic.—Irwin Auger Bit 
Company, Wilmington, Ohio.—MILL 
SUPPLIES, December, 1936. 


Improved Roller Pipe Cutter 


l 


An improvement has 
been made recently 


| on the Number 4 Geist roller pipe 


| wear. 


cutter. The shaft which carries the 
disc cutter is now being mounted in 
Timken roller bearings instead of 
bronze bushed bearings heretofore 
used. This makes a stronger con- 
struction, insures longer life, and 
eliminates the need for making fre- 
quent adjustments to compensate for 


| ing as well as the precise alignment 


obtained between the cutter shaft and 
the rollers minimizes cutting off time, 
reduces the burr thrown up on the 
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The rigidity of this mount- | 








BLLIRININIUIUIUPU LULU PRUNE! 





Greetings 


| esttet Yuletide 


Greetings are 


Orterca to you here — 


F ccttue Merry 
Christmas and 


Fine Gappy New UYear! 


ucrease in best things 
of life 


| = we wish you — 


| 
| 
| 








| 





a | 


a wealth — 
Bobust health and 


* 


Hasts of good friends — 
too! 


Oatainins contentment 
ann 


lacal peace of mind 

Dattctuction in service 

That we give you'll find 
* 


Gcetenet good luck 
and success 


Oatainen along 
life’s way — 


M+: comfort, happiness 
ann 


Pine in cach day! 


Tictctuten the charm 
that dame 


Nature can bestow — 


| life to be filled with 
cheer wherever 
You go! 


¥ + * 


COFFING HOIST CO. 


DANVILLE, ILL. 














UMI 


| pipe, and increases the life of the 
disc cutter. The cutter shown in the 
accompanying photograph, has a 
capacity for cutting off pipe within 


THIS LABEL CUTS 
REPAIRS 75% 














Gentlemen: 


ing “Red Cen- 

have been using 
pe Wire Wheels for the past few 
and wish to express Our 


years, . with them. 


complete satisfactio 
important eature © | 
og Wheels is their ¥ | 


special tire work | 











To us, } 
"Red Center 
daptability to spe 
in °° yolume-production shop. 
We like No. 1025 “Red Center 
Wheel for clean, accurate consist- 
ent work on the high-quality Re-. 
built Tire we have been — 
tomed to building. This w -~ 
cuts rapidly and gives quick results. 
"Red Center" Wire Wheel has al- 
ways been 4 consistent performer 
for us in maintaining 4 high-quality 
retread tire. 
Yours very truly, 

















| a range of 3-inch to 4 inches inclusive. 
Primary buying officials to be con- 
tacted in introducing this product 
are plant manager, superintendent, 
master mechanic.—Landis Machine 
Company, Incorporated, Waynesboro, 
Pennsylvania.—MILL Supplies, De- 
cember, 1936. 


That guarantee 
tells the whole 
story of the amaz- 
ing strength of 
RIZAID Pipe 
Wrenches. It explains why 
RIZAID cut your wrench re- 
pairs fully 75%. 


Chrome molybdenum nickel alloy 
jaws—yes, and alloy handles also. 
Pass U.S. Government and Navy 
tests—yes. We say RIFAID 


Gate Valve 


(Signed) Wrenches are all heavy-duty—and 
say it with a plain guarantee. 
You'll like also the no-lock jaws, 
S. & E. Tire Co. 


heel jaw replaceable, hook jaw with 
handy pipe scale on it; adjusting 
nut that spins easily in all 





Los Angeles, Calif. 








There’s a 








UMI 





“Red Center” Wire Wheel de- 
signed specifically for your equipment. Why 
not let it speed up your work .. . reduce 
time and labor charges . . . assure you the 
finest workmanship possible? Consult any 
warehouse of Pittsburgh Plate Glass Com- 
pany east of the Rocky Mountains. Or on 
the Pacific Coast—E. A. Key Co., Inc., Los 
Angeles; C. W. Marwedel, San Francisco 
and Oakland; or J. E. Haseltine & Co., 
Portland. State the horsepower rating of 
the motor on your buffing stand when ap- 
plying for “Red Center” recommendations. 


“Red Center” Wire Wheels 


A PRODUCT OF 


PITTSBURGH 


PLATE GLASS COMPANY 
BRUSH DIVISION « BALTIMORE, MOD 


Also manufacturers of Gold Stripe Brushes 
and nationally known paint products 





l The “O. I. ©.” 
Figure 97 standard 
solid wedge, slip-on, disc type gate 
valve with rising stem, recommended 
for steam, water, oil and gas is made 
of an exceptionally heavy high grade 
of bronze and the stem is of man- 
ganese bronze. It is provided with 
ample space for packing and can be 
packed while under full pressure. Pri- 
mary buying officials to be contacted 
in introducing this product are pur- 
chasing agent, maintenance superin- 
tendent, master mechanic.—The Ohio 
Injector Company, Wadsworth, Ohio. 
MILL SupPPLIES, December, 1936. 





Rotary Pump 
A rotary pump in 


16 which friction has 


been reduced to a minimum by elimi- 





nating all sliding and grinding move- 


| ments on both the rotor and:the cylin- 
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sizes, 6” to 60”, and other 
features. 











See our local distributor 
or write us direct for 


the whole story of 
these remarkable 
tools. 


And you'll like this End 
pattern for pipes against 
flat surfaces and in tight 
places. Comes in 6” to 
36” sizes. Same guaran- 
teed housing. 





THE RIDGE TOOL CO. 
ELYRIA, OHIO, U. S. A. 


RICEID 
PIPE TOOLS 
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SAFE... PRACTICAL... 
SANITARY .. . COMFORTABLE 













y. 
TURRET-TYPE 


WELDING 


Distributors! 
investigute 
the sales pos- 
sibilities of 


se The New Dockson Turret-Type Welding Shield was de- 
signed and perfected after a long period of actual use in 
the field. Constructed of best grade black vulcanized fibre 


this new with one-piece leakproof glass holder with square corners. 
- Saale Ay ae Made in Helmet or Handshield types. Helmet can be worn 
} be Ay po thrown back and a slight nod will drop it. Rubber lens 
ether holder reduces breakage and clear cover glass can be 
Dockson changed instantly without removing colored glass. No 
Protective exposed metal parts—can be disassembled easily for com- 
Equipment plete sterilization. Will stand more wear and abuse than 
oe any shield on the market. 
C. H. DOCKSON CO., 2885 E. GRAND BLVD., DETROIT, MICH. 











The Complete Line 


NATIONAL 
METAL CUTTING TOOLS 


NATIONAL| | 


TWIST DRILL @ 


| 





— and Engineering Service, too 





TWIST DRILLS, REAMERS, HOBS, MILLING 
CUTTERS, SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 
DETROIT, U.S. A. 


New York Philadelphia Cleveland 
Top and Die Division: WINTER BROS. CO., Wrentham, Mass. 





Chicago 
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PATENT APPLIED FOR 


| 
| 





| 


| 


| 
| 


der and substituting therefore a roll- 
ing movement, is self-priming up to 
a suction lift of 22 feet and will pro- 
duce, on water, a dead-end vacuum 
of 29 inches at 30 inches barometer. 
Displacement mechanism consists of 





CROSS SECTION 


only two members, a rotor keyed to 
the shaft and a free-rolling roller on 
abutment placed on top of the rotor. 
The rolling action practically elimi- 
nates wear between roller and rotor. 
At no time does the rotor rub against 
the cylinder, there being a clearance 
between the two members. Speed rec- 
ommended is 275 to 300 revolutions 
per minute. Primary buying officials 
to be contacted in introducing this 
product are plant manager, mainte- 
nance superintendent, chief engineer. 
—Anderson Rotary Pump Company, 
120 Liberty Street, New York.—MILL 


| SUPPLIES, December, 1936. 


Floated Drive Bracket 





l This is a sound and 

vibration dampening 
device for use on Ilg direct-connected 
blowers in installations where unusual 
quietness of operation is necessary. 
The standard Ilg motor bracket is 
mounted on a second floating bracket 
which is insulated from the blower 
housing, to which it is secured by 
flexible rubber cushions and metal to 
metal contact is eliminated. (The 
floated drive bracket is emphasized 
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Your 1937 


Buying Guide 
for 


INDUSTRIAL TOOLS, 
SUPPLIES 
METALS AND 
EQUIPMENT 


will be out about 
DECEMBER 20TH 


Watch for the Mid- 
December Directory- 
Edition of MILL 
SUPPLIES. 


The only directory pub- 
lished expressly for indus- 
trial distributors. Covers 
a wide range of products 
and gives sources of 
supply by trade names, 
product classifications, 
ete. 


The only buying guide in 
easy-to-use, easy-to-handle 
size. 


Make sure you_ receive 
your copy — free to sub- 
scribers of MILL SUP- 
PLIES. Limited quantity 
available to others at 


$1.00 per copy. 


MILL SUPPLIES 
330 WEST 42nd ST. 
NEW YORK CITY 














in the accompanying illustration by 
a white finish.) It is claimed that, 
due to the Ilg method of direct con- 
nection, maximum quietness is as- 
sured, and that the single mounting 
permits no possibility of unbalanced 
cushioning. Four-point vertical float- 
ing of the weight is said to result in 
securing complete advantage of all 


three loading factors — compression, | 


tension and sheer—producing the ut- 
most dampening effect. This new 
floated drive may be obtained as orig- 
inal equipment on any Ilg type B or 
BC direct-connected Universal blower, 
according to the manufacturer, and 
the floated drive bracket may be 


mounted on any of these blowers | 
already in use. Primary buying offi- | 
cials to be contacted in introducing | 


this product are plant manager, su- 
perintendent, maintenance 
tendent, master mechanic.—llg Elec- 
tric Ventilating Company, 2850 North 


Crawford Avenue, Chicago, Illinois.— 


MILL SupPpPLIES, December, 1936. 


Sling Belt 


1 Cutters of stone—for | 


both monumental 
and structural use—are potential cus- 
tomers for this new Condor granite 
sling belt. It is engineered especially 
to give the maximum of wear in the 


superin- | 


unusually severe service encountered | 
in the granite, stone and marble in- | 
dustries. According to manufacturer, | 
users report that endless construction | 


of belt permits the stone to be rotated 
in the sling at any angle; safety is 
increased, handling and cutting time 
is saved, polished surfaces are not 
injured. It has a high degree of 
bending flexibility, has no splice in 
the load-carrying section, and does not 
strip or slip on the stone. The belt 


consists of but three major parts: a | 


stretchless and endless-cord strength 
member set in a cushion of rubber, 
a top and bottom severing of tough 
cotton duck to provide lateral rigidity, 
and a cover on top and bottom of 
thick tire-tread rubber. All three 
parts are vulcanized together in one 
unit. The strength member is bonded 
together under equal tension, thus 
placing the same strain on all points 
—under any condition. This permits 
a safe load of 1000 pounds per inch 
of belt width. Can be furnished in 
lengths from 10 feet to 18 feet, vary- 
ing 6 inches between sizes. Primary 
buying officials to be contacted in in- 
troducing this product are plant man- 
ager, purchasing agent, superintend- 
ent, maintenance superintendent, fore- 
man.—The Manhattan Rubber Manu- 
facturing Division of Raybestor Man- 
hattan, Inc., Passaic, New Jersey.— 
MiLtL Suppiies, December, 1936. 


Redesigned Pipe Clamp 








19 The use. of higher | 
pressure in pipe lines | 


has prompted the redesign of this 
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The “SCOOP” 
of the Century! 





THE SHOVEL-BARROW 


It's part scoop—part shovel 


—part wheelbarrow and it’s 
“scooping” the country! It’s 
one piece of equipment that 
does the work of three and 
does it cheaper, easier, 
better and in one-fifth the 


time! 


It's mankind’s most revolu- 
tionary improvement for 
hand labor since the inven- 
tion of the shovel and wheel- 
barrow—and when you see 
how simple and effective one 
is in actual operation you 
ean’t help but ask, “WHY 
DIDN'T SOMEONE THINK 
OF THIS BEFORE?” 


First dealers in a territory 
are due to get the cream of 
Be FIRST! 


Cash in on this amazing new 


the business! 


time and labor saving device! 
Every industrial plant and 


factory is a perfect prospect! 


Write today, now, for com- 
plete descriptive material. 


Several Distributors Con- 


tracts are still available! 


THE SHOVEL - BARROW COMPANY 


80 E. Jackson Boulevard, Dept. N-i4 
Chicago, Mlinois 
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HAYES 
FILES 


Since 1870 


AMERICAN 
SWISS 
PATTERN 


ROTARY 
AND 
SPECIAL 
FILES 


Hayes Quality Files have 
been manufactured for 66 
years, possessing a reputa- 
tion for fine workmanship 
and materials which has 
earned the high regard of 
users. 


They are manufactured in 
every standard shape and 
| cut of American and Swiss 
patterns, together with spe- 
cial files of shapes, cuts and 
sizes to meet individual re- 
quirements. 


A new policy has been es- 
tablished whereas this old 
line of quality files is now 
being marketed through the 
distributor. 


There are some territories 
still remaining open for ac- 
tive and alert dealers. 


HAYES FILE 
COMPANY 


1981-87 Franklin Street 


Detroit, Michigan 




















pipe clamp. New specifications call 
for a metal of higher tensile strength, 
uniform density and hardness. Every 
clamp is now tested under a pressure 
of 3000 pounds before leaving the 




















































factory. Clamps are applied for stop- 
ping leaks in pipe lines carrying air, 
gases, heavy or light liquid oil solu- 
tions, while the pipe lines are in 
service. Primary buying officials to 
be contacted in introducing this prod- 
uct are maintenance superintendent, 
foreman, chief engineer, master me- 
chanic.—M. B. Skinner Company, 
South Bend, Indiana.—MILL SuPPLIEs, 
December, 1936. 


V-Block and Clamp 








20 A new V-block and 
clamp with several 
features that broaden its use for both 
production and inspection work has 
recently been introduced. The block 
is made of steel, hardened and ground. 
The sides are ground parallel and 
the V-grooves are ground central and 
parallel to the sides and base. A 
forged clamp, which holds cylindrical 
stock in the V-grooves, has an ad- 
justable support to keep the end of 
the block is stepped down. It has 
a V-groove and slots at right angles 
to the base in which the clamp can 
hold shoulder studs, round pins, and 
so forth, for light milling, drilling and 
grinding. Hole clearance is provided 
for drilling and removing dowel pins 
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and four j-inch by 16-inch tapped 
holes, two in the base and one on each 
side, permit securing the block to a 
face plate or angle iron. The block 
is commercially accurate and makes 
an excellent support for duplicate 
cylindrical parts being inspected with 
a dial indicator. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, superintendent, main- 
tenance superintendent, foreman, chief 
engineer, master mechanic.—The L. S. 
Starrett Company, Athol, Massachu- 
setts.— MILL SUPPLIES, December, 
1936. 


Skid Platforms 
A new corner con- 


2 struction on all steel 
lift truck platforms, serving two ma- 
jor purposes. Greater factors of 
stability and resiliency are built into 
the unit as an integral part of the 
structure. This provides double re- 
sistance to electric lift trucks strik- 
ing against the legs of the loaded 
unit. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent.—The Youngston 
Pressed Steel Company, Warren, Ohio. 
—MILL SupPLiEs, December, 1936. 


Pneumatic-Tired Lift Truck 


Where coil or flat 

springs are not sat- 
isfactory for handling goods easily 
damaged by vibration, or where ordi- 
nary rubber tires or cushion wheels 
fall short of the requirements, pneu- 
matic tires can be supplied on hand 
lift trucks. These tires, six in num- 
ber, provide a smooth velvety ride 
for fragile goods up to 1500 pounds 


| 








in weight. To complete the job, it 
is necessary to drop the load to the 
floor without a jar and that is taken 
care of by a large hydraulic release 
check mounted in the center of the 
frame. It is specially adjusted to 
ease the loaded skid platform to the 
floor. The model pictured has side 
lift, roller lock, balanced handle and 
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Turnover on 


PUMPS 


A survey of distributors dis- 
closed the average annual sales 
of pumps as $1323.00, the aver- 
age stock carried $380 with a 
turnover of 3.5 times. 





THAT’S A GOOD TURNOVER— 
not every product will give as good 
a showing. 


YOUR CONTACTS ARE AL- 
READY MADE—when your sales- 
men call on manufacturing plants, 
contractors, public utilities, mines, 
quarries, etc., it would be compara- 
tively easy to capitalize on those 
contacts and sell pumps in conjunc- 
tion with the other products you 
distribute. 


THE MARKET IS UNLIMITED 
and Roper Rotary Pumps are well 
known to the trade. 


NOT TOO TECHNICAL—the aver- 
age salesman can quickly learn the 
rudiments. 


OUR SALESMEN WILL HELP 
YOU on any difficult problems. 


A COMPLETE LINE of Hand and 
Power Pumps for all purposes, 
competitively priced, offers you and 
your salesmen a good profit. Write 
today for complete details. 


GEO. D. ROPER CORP. 
Rockford, Ill. 








positive lifting latch. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are purchasing 
agent and superintendent.—Yale and 
Towne Manufacturing Company, 
Philadelphia, Pennsylvania. MILL 
SUPPLIES, December, 1936. 





Grinder Fixture 





Designed for grind- 
ing end of cutters, 
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spiral end mills, straddle mills and 
angle cutters, the “Little Wonder’ 
fixture is enclosed in a steel case, 
so fitted and arranged inside as to 
locate each part for quick accessi- 


bility. Casting is semi-steel, square 
on three sides, with the front on a 
five-degree angle for end mill grind- 
ing. Sliding tube is protected at 
each end with felt  oil-retaining 
washer. Locating stems are case- 
hardened. Lock screw is provided on 
the spindle for easily setting the 
stems. Lock collar on rear of spindle 
is provided so that in case of slip, 
cutter flies away from grinding wheel 
and is not damaged. Primary buy- 
ing officials to be contacted in intro- 
ducing this product are purchasing 
agent, foreman, master mechanic.— 
Luther Manufacturing Company, 
Dayton, Ohio.—MILL SvupPpLigs, De- 
cember, 1936. 


Belt Lacing 





Tek-Lace, a new 
non-metallic belt lac- 


24 


ing, can be used for fastening flat 


belts or V-belts. It is made of the 
strongest fibres known and is only 
0.055-inch in diameter, but has a ten- 
sile strength of 100 pounds. A three- 
inch belt fastened with Tek-Lace has 
a tensile strength of 2000 pounds at 
the joint. The small holes required 
are pierced through the belting with- 
out cutting the fibres, thus avoiding 
weakening of the belt itself. A Tek- 
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ACTION! 


Cold weather brings 
quick, easy sales of 
Emergency Pipe Clamps 


& Your efforts during cold weather 

will bring maximum sales results 
on EMERGENCY PIPE CLAMPS—the 
universal pipe leak repair for steam, 
water, oil, gas, air, ammonia, brine, 
chemicals. Every plant is a prospect — 
and, what with steam going on for 
winter and new leaks showing up, this 
item is ‘‘hot’’ for immediate sales and 
repeat sales! 


SUGGESTION: Take a small clamp 
from stock and demonstrate on every 
call. You can sell many plants a com- 
plete stock of them. Sturdily made of 
malleable iron, heavily enameled, 
Emergency Pipe Clamps stop any pipe 
leak instantly, and permanently. Here’s 
a REAL seller! 
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EMERGENCY PIPE CLAMP 


Pipe 


Leak Clamps 


Valve 
Reseoters 


M. B. SKINNER CO., SOUTH BEND, IND. 


















@ Cleveland Cap Screws, made by the Kaufman 
Process, patented, are as good as they look, and 
they look like finely finished machined parts. Full 
finished, all over. Shanks are smooth, washer faces flat, 
tops shaved and flats burnished. Threads produced by 
the Kaufman Process are exceptionally strong and held 
toa Class 3 fit. Uniformly adequate tensile strength is 
maintained in excess of ordinary demand. From point 
to head a Cleveland Cap Screw impresses you as a 
product of finest quality, and so it is. Ship them to 
your most particular customers. THE CLEVELAND CAP 
SCREW CO., 2931 East 79th Street, Cleveland, Ohio. 


CLEVELAND CAP SC! 
Ss ine 


Address the Factory or Our Nearest 
Warebouse: 
CHICAGO, 726 W. Washington Blvd. 
PHILADELPHIA . 12th & Olive Sts. 
NEW YORK ... . 47 Murray Street 
LOS ANGELES . 1015 East 16th St. 
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“Maxi taps, reamers, twist drills are sweeping 
industry. They are establishing records for increased 
production—reduced overhead. Naturally, the number 
of *“*Maxi™ users increases every month. 


And naturally, distributors are cashing in. They 
are enjoying satisfactory volume with minimum sales 
expense. But more than this—*Maxi™” tools open 
the way to increased volume in other “Greenfield” 
products. 


“Maxi” tools and cash in. 

GREENFIELD TAP & DIE CORPORATION 
Greenfield, Massachusetts 

Detroit Plant: 2102 West Fort Street 

Warehouses in New York and Chicago 


In Canada: Greenfield Tap & Die Corp. of Canada, 
. Galt, Ont. 


~ GREENFIELD 
Maxi (fii Tools 
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Feature 


412 


| tool. 
| ever, 
| gage and channeling device is avail- 





| tate 


Lace fastening may be made by means 
of an ordinary awl or other piercing 
For quicker application, how- 
a special piercing tool with 


able. Primary buying officials to be 
contacted in introducing this product 
are plant manager, purchasing agent, 
superintendent, maintenance superin- 
tendent, foreman, chief engineer, mas- 
ter mechanic.—Sudbury Laboratory, 
South Sudbury, Massachusetts.— MILL 
SupPpPLies, December, 1936. 


Gate Valves 





95 A new line of stand- 

ard iron-body wedge 
gate valWes has several new features. 
The metal in these valves is of a 
particularly dense structure. To fur- 
ther insure strength and rigidity, the 
bodies are of oval section with well- 
rounded corners, the flanges and 
bolts are heavy, and ribbing is pro- 
vided at the flanges on the larger 
flanged-end valves and at the yokes 
and caps of outside-screw-and-yoke 
valves. There are no studs at any 
part of the valves, and all bolts have 
the nuts above the flanges and with 
ample room for standard open-end 
wrenches. In addition to this fea- 
ture of convenience, both non-rising 
stem and _  outside-screw-and-yoke 
types have special provisions to facili- 
repacking. The _ stuffing-box 
bolts and nuts are rust-proofed to 
prevent corrosion. An additional fea- 
ture is the use of heavy bronze bush- 
ings wherever the stem passes through 


| a cast-iron part, as at the yoke cap, 


packing gland and stuffing box. These 


| bushings prevent corrosion and scor- 
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ing of the stem which might make | 
operation more difficult and wear out | 
the packing quickly. The screwed-| 
end valves have round ends for best 
distribution of metal and lugs for 
convenient application of pipe or| 
chain wrench. Handwheel rims are | 
of oval section and have only five| 
spokes, permitting ample room for | 
the operator’s hands. The discs are | 
reinforced with interior posts, are| 
self-draining in any position, and are 
reversible and interchangeable. Stems | 
have acme standard threads with| 
thread contact surface at least 14| 
times the stem diameter. Special pro- 
visions in both non-rising stem and 
outside-screw-and-yoke types keep the 
stem in perfect alignment at all times. 
These valves are made in all stand- 
ard sizes from 14-inch to 60-inch, for 
steam working pressures of 150 
pounds, and water working pressures 
of 200 pounds. Primary buying offi- 
cials to be contacted in introducing 
this product are plant manager, pur- 
chasing agent, chief engineer.—The 
Kennedy Valve Manufacturing Com- 
pany, Elmira, New York.—MILL Sup- 
PLIES, December, 1936. 
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LITERATURE 








COUPLED PUMPS—Bulletin No. 
7066 has just been issued, covering 
capacities in coupled pumps from 
150 to 5,000 gpm against heads be- 
tween 20 and 250 feet. These pumps 
are used for handling nearly all 
liquids, such as white water, gaso- 
line, brine, ammonia, fruit juices, 
starch, naphtha, alcohol, benzine, 
soap liquids, dyes, cutting com- 
pound, chemicals, sugar liquor, tan- 
ning extracts, beverages, acid mine 
water, and many others. The bulle- 
tin shows many views of pump in- 
stallations, as well as the construc- 
tion details of coupled pumps. A 
copy may be obtained from Inger- 
soll-Rand Company, 11 Broadway, 
New York City, upon request. 


BOILER WATER CONDITION- 
ING—A new 16-page bulletin en- 
titled “The Inside Story of Boiler 
Water Conditioning” will be wel- 
comed by industrial executives, en- 








gineers and power plant operators. | 
This bulletin takes all the mystery | 
out of boiler water treatment by a 
clear, non-technical discussion of 
all the various methods. It shows 
the importance of selecting the) 


STEEL 


HERCULES cain; CHAIN 
9% Stronger” 


NOTE THE EXTRA “SWELL” 
OF STEEL AT THE WELD 


Fabricated from special analysis, heat treated steel, 
Hercules Loading Chain is further strengthened by 
the patented “Inswell” welding process which builds 
extra metal into the weld on the inside. Every link 
is carefully tested to twice its safe 
working load, and stamped with 
the letter “H”—your assurance 
of extra safety and extra wear. 
Bright nickel-like appearance. 
The perfect load chain. Sizes 
from 5" (safe working load 
1,100 lbs.) to 4%” (s.w.1. 
12,500 Ibs.) 


















WHERE STRENGTH 
IS VITAL 


*25% Higher in Elastic Limit 
*25% Higher in Tensile Strength 
*25% Higher in Safe Working Load 


COLUMBUS-McKINNON CHAIN CORP. 


General Sales Offices: TONAWANDA, N. Y. 


NATIONAL 





Coles 
Jobber Policy 
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National offers a complete line of air conditioning 
equipment, built under one name, backed by one 
guarantee. National sells through jobbers 1004, 
and grants an exclusive franchise. 


The BEST There Is in Air Conditioning Equipment 


Whether it be unit heaters, coolers, unit ventilators, blowers, 
propeller fans, exhausters or air washers, the National line has 
just what your customers want at the price they want to pay and 
the profit you want to make. 

DISTRIBUTORS: Write for details of our exclusive dis- 
stributor franchise. State territory desired. 


NATIONAL FAN AND BLOWER CORPORATION 


542 West Washington 
Boulevard 


Chicago, Illinois 













| SEND FOR THIS CATALOG 
A Few Re 


Mideke Supply Co......... 
yore Supply i ctusess 
oy baenns6ees 
Masco Co. H. Channon Co 
Toronto, Canada 





ivan Oklahoma City. Oklahoma 
-seeee, Mobile, Alabama 
Albany, New York 


White Tool & Supply Co 
Topping Brothers ...New York City 
Great Lakes Supply Co , Chicago, 111. 
H. J. Brunner Supply Co Kansas City, Mo. 


MILL SUPPLIES @© DECEMBER 1936 113 











Here's why 


DART 1s 
THE BEST BUY 


for your customers 





Darts give your customers more for 
their money—two spherically accurate 
seats of special bronze alloy, ground 
to a true ball joint . . . and swaged 
into heavy bodies of special air-refined 
malleable iron that resist breakage, 
stretch and _ thread-distortion. No 
other union gives them these features. 
And on that basis—because they’re 
worth more—Darts bring a higher 
price, bring you higher profits and 
new customers who stay on your books 
with steady repeat orders. Tie in with 
Dart’s business-paper advertising, and 
start making real money in pipe 
Write for Dart’s deal today. 


DA 


E. M. DART MANUFACTURING CO. 
PROVIDENCE, R. lt. 
Sales Agents The Fairbanks Company, New York, 
and all branches. 


unions. 





ON §$ 


Canadian Factory: Dart Union 


Toronto, Canada. 


Company, ‘id., 


right method to handle the condi- 
tioning of various waters and it 
emphasizes the necessity for a thor- 
ough understanding of the subject 
if the boiler room is to be efficiently 
operated. The Elgin Softener Cor- 
poration, Elgin, Illinois, will send a 
copy of its bulletin to those inter- 
ested. 


MATERIAL SAMPLES—This cir- 
cular contains actual samples of 
materials frequently used for mak- 
ing gaskets, washers, packings, 
pads, shim, and so forth. In addi- 
tion to showing actual samples, the 
circular gives an outline of the 
uses for which each material is best | 
adapted. The circular is compact 
and well worth preserving in any 
purchasing agent’s or engineer’s 
files. A request on a company let- 
ter head for a copy will receive im- 
mediate attention. Felt Products 
Manufacturing Company, Chicago, 
Illinois. 


PREVENTION OF CORROSION 
IN BOILERS—A 4-page folder en- 
titled “Keep Boilers Efficient” has 
just been published by the Bloom- 
field Chemical Company. The fold- 
er states that “Scale-Kem” is used 
| in all types of boilers, in all indus- 
tries, and for all boiler feed waters. 
It treats concisely the subjects of 
water, scale, prevention of scale, 
and corrosion, and explains how to 
keep boilers clean scientifically— 
without “guess work” or rule of 
thumb. It states that “Scale-Kem” 
water and metal treatment, through 
use in many plants, has proven to | 
be a most satisfactory treatment for | 
the prevention of scale formation in | 
boilers operating at low and high | 
pressures. — Bloomfield Chemical | 
Company, Bloomfield, New Jersey. 











UNIT HEATER BULLETIN—An-| 
|nouncement is made of the publi-| 
cation of Bulletin Number 16, 
|which is a 16-page booklet describ- | 
\ing National blowers and propeller | 
itype unit heaters.—National Fan | 
land Blower Corporation, Chicago, | 
Illinois. 





SPEED CONTROL—A very at- | 
tractively designed blue and gold| 
‘booklet entitled “Speed Control at | 
Work” is the apt title of this| 
|short study which has just been} 
issued by Reeves Pulley Company. | 
It is a brief inspection, both by | 
'word and illustration of the meth- 
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NO REPAIR SHOP 
CAN AFFORD TO BE 
WITHOUT THEM! 





SHIM STOCK 


IN HANDY CARTONS 


Simply pull the thin shim stock through 
the slot and cut it off! 

These handy cartons of thin brass or 
steel shim stock will save time and trouble 
AND PREVENT WASTE in every tool room 


maintenance and repair shop. Precision 
shim stock . . . thicknesses from .001” to 
015”; strips 6” x 100”. 

(Shim brass and steel also supplied in 

rolls 6” wide and sold by weight.) 
SOLD THROUGH MILL SUPPLY HOUSES 

A complete line of shim stock 

and arbor spacers. 
LAMINATED SHIM COMPANY, INC. 

LONG ISLAND CITY NEW YORK 
743 














KEEP-UP WITH 
THE INDUSTRIAL 
SUPPLY BUSINESS 


Subscribe to 
MILL SUPPLIES 


Have it sent to your 
home. 


Cost is only $1.00 
per year. 


MILL SUPPLIES is THE paper of the 
industrial distributor trade. It is 
edited in the interests of the supply 
business. It has been a constructive 
force in the development of dis- 
tributors. Each month it brings 
trade news, product information, 
sales helps, marketing ideas, etc. 


Every industrial supply salesman, 
buyer and executive in the industrial 
supply business should be a sub- 
scriber. Send your subscription in 
today. 


MILL SUPPLIES 


330 W. 42nd Street, New York City 
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“LET'S 
MAKE A 
NEW YEAR'S 
RESOLUTION — 

RIGHT NOW... . 


.... to put our sales effort behind 
the ARRO LINE of Expansion 
Bolts for 1937.” 


This is an excellent resolution for 
every jobber to make as the New 
Year rolls around. Because the 
ARRO LINE has everything he 
needs to satisfy his customers and 
keep them sold. 


The ARRO LINE is a quality line. 
Its manufacturers have done every- 
thing in their power to make it 
appeal to both jobber and user alike. 
It is up-to-the-minute in design— 
materials and workmanship are of 
the best — and CADMIUM 
PLATING gives it that extra ad- 
vantage of lasting service. 

Resolve to stock the ARRO LINE. 
Write for catalog and confidential 
jobber’s price list. 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 


Originators of Cadmium Plated Expansion Bolts 


a rn, en, % a 
T=xARROE 
hy a 7 |! Va eae f 


REG. U.S. PAT. OFF. 


EXPANSION 


BOLTS 


And Allied Products 


SOLD ONLY THROUGH JOBBERS | 









ods employed by many nationally 
known manufacturers in securing 
complete speed adjustability of pro- 
duction machjnes in their plants. 
In addition, this company’s three 
basic unity of speed control equip- 
ment are described and illustrated. 
—Reeves Pulley Company, Colum- 
bus, Indiana. 


PIPE-THREADING EQUIPMENT 
—A 40-page catalog beginning 
with a “Bit of History” of the com- 
pany, headed by an amusing illus- 
tration of beavers gnawing at a log, 


this contains a full, detailed, infor- | 


line of 
equipment hand 


mation about the 


threading and 





pipe- | 


power operated, in a range of sizes | 


to thread pipes from }” to 12” plus 
special thread pitch tools for oil 
field use. The new items included 
are ratchet threaders in three sizes, 
from +” to 2”. A revised price list 
is included with each catalog. 
Write the company for a copy of 
No. 37.—Beaver Pipe Tools, War- 
ren, Ohio. 


PUMPS—AN eight-page bulletin 
illustrating and describing the im- 
proved Mixflo centrifugal: pump has 
been issued by the Worthington 
Pump and Machinery Corporation. 
This pump is widely used for irri- 
gation, drainage, sewage disposal 
and condenser circulation service. 
Bulletin W-313-B1 contains a com- 
plete description of the parts of the 
pumps, together with technical in- 
formation concerning modern 
trends in hydraulic design. Photo- 
graphs, sectional drawings and di- 


| mension tables are included also. 
| Worthington Pump and Machinery 


Corporation, Harrison, New Jersey. 


TUBE COUPLINGS—Circular No. 
290 is devoted primarily to “Hi- 
Duty Vibration-Proof Tube Coup- 
lings” for copper, brass and other 
types of tubing. It is intended for 
distribution by industrial supply 





houses to their customers and pros- | 


pects, and concerns important facts 
about the vibration of tubing, de- 
veloped by more than two years re- 
search at the company’s plant. Also 
given are construction features of, 
and price and size data on Hi- 
Duty Couplings and information on 
Hi-Duty Shut-Off Cocks for gas, oil 
and air lines. Compact and handy 
reference for any P.A.’s file-—The 
Imperial Brass Manufacturing 
Company, Chicago. 
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Has 18 


Teeth 
Count 
Them / 





Put yourself 


in the BUYER'S 
shoes! ...... 


* 


What Buyers WANT- 
VINCENT-HUNTINGTON 
Dresser Cutters 


See 


* 


1. Speedy, efficient cutting — Many 
great industrial plants use them be- 
cause of outstanding service and low- 
cost results. 


2. Long cutter life—Uniform harden- 
ing and tempering make our cutters of 
just the right hardness and toughness. 
For 26 years our company has been 
one of the foremost commercial heat- 
treating organizations in the country. 


3. The right cutter for every job—The 


Vincent-Huntington line is complete. 


We make Emery Wheel Dressers for 
shaping, truing, dressing, and removing 
the glaze on practically all kinds of 
Vincent "AA" High 
Speed Tool Bits are also profitable to 
sell, 


arinding wheels. 


Profit by these three fundamental 
points of Vincent-Huntington su- 
periority. Write for catalog sheets 
today. 
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NCENT STEEL 
ROCESS CO. 


2434 Bellevue Ave. 
DETROIT, MICH. 
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Dayton Rubber Wins Adver- 
tising Association Award 


@ This year’s promotion campaign 
of Dayton Cog-Belts was judged 
one of the 50 leaders by the Direct 
Mail Advertising Association. The 
winning campaign was designed to 
promote the Dayton “ABC Man- 
ual,” and to furnish industrial dis- 
tributors with literature to use 
over their signature. 

A series of four 4-page letters 
was prepared for distributors, to 
be mailed to customers and pros- 
pects. Reprints of publication ad- 
vertising were also mailed to the 
distributor, to his salesmen, and to 
his prospects and customers. 

Dayton states that the general 
results of the campaign have been 
eminently satisfactory, proven by 
an increase in sales and improved 
cooperation from distributors. 


Wheeling Steel Corporation 
Opens Warehouse 


@ The Wheeling Steel Corporation 
opened its new $115,000 warehouse 
July 17 at Webster Street, Mem- 
phis, Tennessee. 

Nearly 500 Memphians visited 
the building, which covers almost 
an entire block and has 115,000 
square feet of floor space under one 
Refreshments were served 
and souvenirs were given visitors. 

“The confidence in the future of 
Memphis as an outlet to the South 
and Southwest prompted the Wheel- 
ing Steel Corporation to come to 
Memphis 15 ago,” stated 
Harry F. Jefferson, manager of the 
corporation in Memphis. “The re- 
sults of our operations here caused 


roof. 


years 
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us to move to our improved quar- 
ters.” 

Most of the materials handled by 
the corporation in Memphis are 
shipped by barge from the Wheel- 
ing, West Virginia, district. 


Carl Henry Leis Dies 


@ Carl Henry Leis chief engineer 
and factory manager of the John- 
son Bronze Company, died at his 
home in New Castle, Penna., on 
November 11, at the age of 45 
years. 

He was born in Germany and 
came to this country in 1917. He 
was associated with the Johnson 
Bronze Company since 1927. 

Mr. Leis was well known 
throughout engineering circles 
where he has been regarded as a 
leading authority on bearings and 
bearing bronze. 


Carl V. Schieren Heads 
Boston Branch 


@ Carl V. Schieren has been ap- 
pointed manager of the Boston 
branch of the Chas, A. Schieren 
Company, tanners and manufactur- 
ers of leather belting, packings and 
leather textile specialties. Mr. 
Schieren, who was formerly with 
the Philadelphia branch of the com- 
pany, will now cover the New Eng- 
land territory, including Massachu- 
setts, Maine, Vermont and New 
Hampshire. 

Golfers, as well as industry in 
general, will welcome Mr. Schieren 
to New England, since he takes his 
golf seriously enough to be a likely 
runner-up for New England cham- 
pionship honors in that field. 
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Levin Faust 


@ Levin Faust, president of the 
Elco Tool and Screw Corporation, 
Rockford, Illinois, and a leading in- 
dustrialist of that city for the last 
45 years, died Wednesday after- 
noon, November 18. 

Mr. Faust was vice-president of 
the Rockford Drop Forge Company 
and the Sundstrand Machine Tool 
Company; treasurer of Forgings 
and Stampings, and president of 
Karlson’s Klister Manufacturing 
Company. He was one of the found- 
ers of the Mechanics Universal 
Joint Company, Rockford Machine 
Tool Company, National Lock Com- 
pany, Sundstrand Adding Machine 





“Due to the improving business sit- 
uation, I expect our merchandising 
sales in 1937 will be double those of 
this year,” vice-president G. S. Crane 
told these 40 representatives from the 
headquarters, sales engineering and 
manufacturing staffs of the merchan- 
dising division of Cutler-Hammer, 





Incorporated at a recent conference. 
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Starrett Toots insure consistently ac- 
curate work for your customers. This 
protection is a constant source of 
satisfaction to them and of repeat 
business and profit for you. It pays 
to sell Starrett Tools. 


og 


Do you need more copies of the new, 
revised edition of Starrett Catalog No. 
25 “EG” and the Special Dial Indi- 
cator Catalog? 


Ao Om 


ane 


THE L. 8S. STARRETT CO. 


World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
Steel Tapes—Standard for Accuracy 


ATHOL, MASS., U. S. A. 





Tools 
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Take -\cte) 
RAWHIDE “. 


Mechanical 
Leather 


complete 
line and 

quality 
that builds 


repeat 
business 


for closer seals that reduce leakage and 
power losses—for greater accuracy of size, 
shape and thickness; for packings engineered 
to specific pneumatic or hydraulic pressures 
- for longer life and fewer shut-downs 
. for mechanical tannages and treatment 
that give exactly controlled hardness, resili- 
ency, heat resistance, friction, pressure resist- 
ance, flexibility and tensile strength . . . for 
standard and special shapes on short notice 
. all sizes and types. 


Chicago Rawhide [ ares | 
Hydraulic Packing 








End 


Sells wherever introduced for 


scoring. 
it saves shafts, saves labor—never hardens— 


retains its natural oil, never heats—is self 
lubricating and contains no grit like hemp, 
flax, etc.; is self flushing. Good to the last 
strand—just add more. None to pull 
out or throw away—more economical 
than the cheapest substitutes. 









Write for Catalog 
Chicago Rawhide Mfg. Co. 


1290 Elston Ave. 
Chicago, U. S. A. 


Branches 
New York Pittsburgh 
Boston Cleveland 
Philadelphia Detrort 
Cincinnati St. Lours 





Yale and Towne thinks well of this simple window display used by its Yonkers, 


New York, distributor, Joseph C. Ryan and Sons. 
are shown together with application pictures. 


Principal products of the line 
Parts for the “spur-gear” are 


labelled. Yale’s district manager is W. E. Clapp. 








Company, Sundstrand Engineering 
Company, Rockford Drop Forge, 
Sundstrand Machine Tool and Forg- 
ings and Stamps, and was still an 
official or director of most of these 
firms at the time of his death. He 
was also a_ stockholder in the 
Damascus Steel Products Company, 
Estwing Manufacturing Company 
and Rehnberg-Jacobson Manufac- 
turing Company. Deceased was 
also prominent.in civic and musical 
activities. 

An inventor of many devices, Mr. 
Faust was particularly known for 
his development of one of the early 
locks made by the National Lock 


Company, a universal joint made by 
factory 
produced 
factories. 


the Mechanics 
equalizers 
furniture 


and door 


Rockford 


by 





R. L. Watts, sales manager, Lubriplate 

Division, Fiske Brothers Refining 

Company, New York City, is known 
| to many distributors in his present 
| capacity and his former activity with 

distributors manufacturing and sell- 
' ing transmission equipment. 
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Ludlum Changes Grade Des- 
ignations of Silcrome 
Stainless Steel 


@ Effective immediately, Ludlum 
Steel Company, Watervliet, N. Y., 
has changed grade designations of 
part of its chrome nickel Silcrome 
series so that in the future its 
stainless grades will be designated 
by numbers indicating as closely 
as possible their composition. 

The following 
been announced: 


changes have 
Old Designation 
Silcrome KA2 
Silcrome KA2-S 
Silcrome KA2-T  Silcrome 18-8-T 
Silcrome KA2-C_  Silcrome 18-8-C 
Silcrome KA2-MS Silcrome 18-8-M 
Silcrome KA2-EZ Silcrome 18-8-EZ 

Designations of grades not listed 
above remain unchanged. 


New Designation 
Silcrome 18-8 
Silcrome 18-8-S 


A. M. Byers Announces 
Promotions 


@M. J. Czarniecki, vice president 
in charge of sales, A. M. Byers 
Company, Pittsburgh, announces 


the following appointments: 


George B. Cushing as manager 
of sales promotion. Mr. Cushing 
came with A. M. Byers Company in 
1928 to organize and head the 
present advertising department 
and subsequently in 1931 organ- 
ized a technical promotion group 
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Your logical 
source of 


supply 







CATALOG 
and SELL 


BRASS e BRONZE 
COPPER @ EVERDUR 
MONEL e STAINLESS 

BOLTS e SCREWS e NUTS 

















Use our large complete stocks of all 
standard items—available for immedi- 
ate shipment—to develop this profit- 
able repeat business. 


Prompt service on special orders. 
Prices that are right. Liberal distribu- 
tor discount. 


Send for the complete Harper 
illustrated catalog. 











The H. M. HARPER CO.| 


2622 Fletcher St. Chicago, Ill. 








Sell 


AIR ECONOMY 


with SHERMAN 


AIR 







FIG. itt 


Sherman Air Nozzles are designed for maximum 
utility, air economy, and operating convenience. 

While these nozzles are made in three different 
types, the valve mechanism in each is the same— 
designed so that the operator can control volumes 
exactly and economically. 

Fig. 111, Angle Pattern (Illustrated )—for 
general use; 
is removable. 

Fig. 113, Straight Pattern—with hose nipple 
cast integral; 
machine 

Fig. 114, Straight Pattern—removable tip and 
lever handle which fits the hand. 


® Descriptive circulars and further 
details will gladly be sent on re- 
quest. 


H. B. SHERMAN MBG. CO. 


BATTLE CREEK MICHIGAN 


NOZZLES 


no bending of hose in operation; tip | 


easily suspended directly over a | 


|now known as the engineering | 
service department. 

| B. D. Landgs, who has been in 
| the technical group since its incep- | 
'tion, has been appointed manager | 
- the engineering service depart- 
ment. 

T. C. Winans, who has been in 
ithe advertising department since 
1930, has been appointed advertis- 
|ing manager. 

| Both the manager of the engi- 
neering service department and 
the advertising manager become a 
part of the newly formed sales 
|promotion group headed by Mr. 
| Cushing. 

| R. H. Gardner, formerly of the 
| Washington office of A. M. Byers 
Company, has been appointed man- 
ager of pipe sales and will take 
|over all sales management duties 
'in connection with wrought iron 
| and steel tubular products. 


'Chi-Namels 1937 Merchan- 
dising Program Presented 
at re ering 








Chi- Namel Paint ond Varnish Com- 
pany assembled in New York, Chi- 
'cago and Cleveland, the week of 
| October 19, for their annual sales 
meetings. 

The appointment of more than 
400 new distributors was an- 
nounced, and September sales were 
| reported four per cent more than 
those for September, 1935. 

A vastly improved and more ex- 
|tensive advertising and merchan- 
dising program for 1937 was out- 
lined by T. L. Kennedy, Advertis- 
| ing Manager. 











| 
| 





W) 


EQUIPMENT 











H. H. Cleveland, recently appointed to 
take charge of tool sales for Bonney | 
Forge and Tool Works. ‘ 
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Wir the efforts of the Na- 
tional Safety Council, State 
workmen’s compensation boards 
and Insurance Companies the 
subject of safety has taken on a 
new significance. 


This activity in safety meas- 
ures offer salesmen of the Safety 
Equipment line an opportunity 
to talk to prospects who are 
really interested in safety—who 
are anxious to establish safety 
records in their plants. 


The “Safety-Service” line of 
Accident-Prevention equipment, 
manufactured in our own factory, 
is very well known. It is na- 
tionally advertised and has been 
accepted by Safety Engineers 
and Plant Managers everywhere. 


Another advantage is the clear 
cut, understandable distributor 
policy which provides ample 
margin — makes the Safety 
Equipment line a profitable one 
to handle. 


Write us for detailed informa- 
tion, catalog and prices. 


THE SAFETY EQUIPMENT 


SERVICE COMPANY 


Bus W. Nu 
1228 St. Clair Avenue 
CLEVELAND * OHIO 
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ALL INDUSTRIAL DISTRIBUTORS... ALL OF THE 
BUYING FACTORS IN THEIR ORGANIZATIONS... USE THIS 
DIRECTORY EDITION THROUGHOUT THE YEAR WHEN THEY 
NEED BUYING INFORMATION ON A SPECIFIC PRODUCT. 





J TRIN ey ir Salen Mm 0. LY Wrth Che 


ye annual Directory Edition 
of Mill Supplies is published in Mid-December 


It contains a classified listing of equipment 


tools, and general industrial supplies for mills and 
factories, and mining, power, construction, and 
other industries. Lists of manufacturers selling 
through distributors, and a list of product trade 
names are included. In addition to the directory 
features, editorial articles on sales and service 


are also carried 
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THE 
CALDER 
EMERY 
WHEEL 
DRESSER 
Hardened steel pins 
and bushings, insur- 
ing tong service, 
minimum wear. All 
parts made in dupli- 
cate; repairs made at 
lowest cost. 


in CALDER 
EMERY WHEEL 
DRESSERS & CUTTERS 


@ A complete line of 
tools for the treat- 
ment of Grinding 
Wheels Running at 
Full Speed. These 
Cutters and Dress- 
ers are each made 
for a specific type 
of work, and are 
the steady choice 
of experienced op- 
erators in industry. 





PARAGON Ask for Samples 
Wo eens GEORGE H. 
ne. Coe, «€©©CALDER CO. 


on spindie. This 
reduces friction 
50%. retains oi! on 
spindle, prevents 
binding. 


636 N. Prince St. 
Lancaster, Pa., 
U.S.A. 











ALWAYS 
100°; 

DISTRIBUTOR 
COOPERATION 


The Wm. H. 


OTTEMILLER 
COMPANY 


YORK, PA. 
WE ALSO MANUFACTURE DARDELET THREAD SCREWS 
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R. S. Mast, assistant sales manager 


Standard Pressed - Steel 
Jenkinstown, Pennsylvania. 


Company, 





DeVilbiss Opens Training 
School 


| @The DeVilbiss Company, Toledo, 
| Ohio, announces the schedule of its 
training school for the last half of | 
is open to | 


This school 


| DeVilbiss jobbers, jobbers’ sales- 


men, and others to whom an in- 
creased comprehension of the com- 
pany’s products will prove of assist- 


ance, 


Each training period lasts for 
one week. Classes will start on the 
following dates: July 20, August 17, 





September 21, October 19, Novem- | 


| ber 16, and December 14. It is ad- 


visable to enroll in the school as far 


in advance as possible, since the | 


size of the classes must be limited, 


| and since there will be no training 


periods other than those announced. 


Superior Steel Corporation 


| company 


| Ewing was 
| manager of sales, manager of sales 


Announces Executive 
Promotions 


® Superior Steel Corporation, Pitts- 
burgh, announces that William P. 
Ewing, who has been with the 
since 1918, has been 
made executive vice-president. Mr. 
formerly assistant 


and vice-president 
sales. 

L. W. Briggs has been appointed 
vice-president in charge of sales 
succeeding Mr. Ewing. He re- 


in charge of 





signed as general manager of sales | 


of West Wheeling Steel Company 
upon this appointment. 

David Pryde has been made 
vice-president in charge of opera- 
tions. He joined the company in 
1928 as manager of works, which 
position he held until his election 
to his present office. Mr. Pryde is 


, also a director of the company. 
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| facturing Company of Joliet, Illi- 





Republic Steel 
Names New Buyers 


@The appointment of Frank J. 
Laskey as general purchasing agent 
for Republic Steel Corporation, 
Cleveland, has been announced by 
Carl A. Ilgenfritz, manager of pur- 
chases and raw materials. Robert 
E. Sherratt has been named assist- 
ant general purchasing agent. 

Mr. Laskey has had wide experi- 
ence in the purchasing departments 
of various steel companies prior to 
his recent promotion. Since 1908 
he has been responsible for pur- 
chasing and allied activities in the 
steel industry. He came to Repub- 
lic when Corrigan-McKinney was 
merged in 1935. 

Mr. Sherratt, whose appointment 
as assistant general purchasing 


FRANK J. LASKEY 


agent was made currently with Mr. 
Laskey’s, was formerly a buyer in 
the purchasing department. He 
came to Republic at the time of its 
merger with Central Alloy Steel 
Corporation and was with that com- 
pany for three years prior to the 
merger. 


Gleason in Charge of 
Rawlplug’s Chicago Branch 


@J. W. Gleason, graduate engi- 
neer, who has resigned as general 
manager of the Knapp Bros. Manu- 


nois, will be in charge of the 
Chicago branch office of The Rawl- 
plug Company, Incorporated, New 
York City. 

Mr. Gleason was assistant gen- 
eral sales manager of Kalman 
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Just off the Press! 


DARNELL 
Caster & Wheel 


MANUAL 


Not a mere catalog. A complete 192 page 
manual that solves your customer's caster 
and wheel problems, and points the way 
to greater profits for you. Profusely illus- 
trated with descriptive diagrams! 


Write for your copy! 


Darnell Corporation, Ltd. 
P. O. Box 4027-M, Station B 
Long Beach, California 


24 E. 22nd St. 36 N. Clinton 
NEW YORK, N. Y. CHICAGO, ILL. 
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EVEN FINE 
ENOUGH 


for a needle valve 


True, a Bristo is only a screw. Yet 
it is made in an instrument factory 
where quality standards prevail. No 
wonder, then, that it is built to such 
close tolerances that one of the largest 
companies in the country is usin 
thousands of Bristo Set Screws wit 
cone point as needle valves for pre- 
cision flow control. The Bristol Com- 
pany, Waterbury, Connecticut. 


TRaOt Mann 


BRISTO 


*CG. U.S. PAT. OFF 





SOCKET HEAD SET AND CAP SCREWS 








Steel Company for five years, and | 
has had sales engineering experi- 
ence with the General Fire-proofing 


Company for seven years. Prior 
to that time he was with the 
Northwestern Expanded Metal 


Company and the Link-Belt Com- 
pany. 


Merry Christmas at Consoli- 
dated Brass Company! 


@® Consolidated Brass Company of 
Detroit, Michigan, announces a 
five per cent wage increase for its 
125 employees to become effective 
December 1. The company will 
also distribute $7,500.00, in 
Christmas gifts. All employees on 
the payroll three months or longer 
will participate. The amount each 
receives will depend on length of 
service and importance of their 
position in the company. 


New Representative for B-L 
Electric Manufacturing Co. 
@ The B-L Electric Manufacturing 


Company of St. Louis, Missouri, 
has appointed O. F. Masin, of 17 





East 42nd Street, New York City, 
to represent it on rectifiers, power 
units, battery chargers, pin game 


rectopacs, and other accessory 
equipment in Metropolitan New 
York. 








Only a step backward and there’s a 


| sheer drop of 1,000 feet from this spot 


on Lookout Mountain, but A. G. Car- 
penter, Denver district representative 
of the Boston Woven Hose and Rub- 
ber Company, has spent so much of 


his leisure time in the Rockies since | 
going west that he’s almost as sure | 
“Noth- 


footed as an Alpine climber. 
ing like this country,” says A. G. 
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TIME in daily oiling 
COST of lubricant and replace- 
ment 
LOSS in power from friction 
There is no question but what you will 
experience a quick consumer interest in their 
superior qualities. And that means sales be- 


cause pulley replacements are badly needed 
in industry today. 


Ask for our profitable distributor terms and 
for information about the engineering assist- 
ance we will give you. 


CHICAGO PULLEY & 


SHAFTING CO. 
19 N. Desplaines St., CHICAGO, ILL. 


















This one sells to 
your customer for 


$51.50 


SAYLOR- BEALL 
Paint Spray Outfits 
bring profits 


They handle enamels, lacquers, 
paints, whitewash, insecticides, 
and the new synthetic finishing 
materials with equal facility. 


Complete line of motor and gas- 


driven air compressors, beer 
pumps, nozzles, filters, regulat- 
ors, gages, hose and fittings. 


Write for complete catalog. 


Saylor -Beall Manufacturing Co. 
1519 East Philadelphia Ave. 
Detroit, Michigan 
New York 


Philadelphia Chicago 
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You Win More Customers 
That Last—with 


OHLEN-BISHOP 
CHROMSAWS 


No. 7 Combination 
Chromsaw. Highly 





eficient for 

either crosscut- 

4 ting, ripping, 

Y A or mitering. 

} : iz Operate on 

x Oe a less power, 

xX . ; x \ and is very 
c — \ easy to refit. 

* 

<x , URNISH your customers with 

OHLEN-BISHOP CHROM. 

= SAWS—steel of special analysis 


for the job demanded; temper and 
toughness that insures long, profit- 


able performance; accurate toothing for fine precision 
They will come back for more—bringing with 
each sale a welcome increase over your usual profit. 


work 





Chromsaw Bands. Carefully hardened and tempered 
to give the maximum toughness No hard or soft 
spots. Very flexible. 


We Sell Ohlen-Bishop Saws 
THROUGH DISTRIBUTORS ONLY! 


OHLEN-BISHOP CO., Columbus, Ohio 


Manufacturers of Fine Saws Since 1852 
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| “Dusty”’ Rhodes Will Repre- 
| sent Homestead Valve 


| @P. L. “Dusty” Rhodes of Chat- 

ham, N. J., president, Rhodes Pack- 
| ing Company, has just been ap- 
| pointed southern sales representa- 
| tive by Homestead Valve Manufac- 
turing Company, Coraopolis, Pa. 
Mr. Rhodes plans a nine-month 
tour of the southern, southwest- 
ern, and western states, contacting 
| present and prospective sales rep- 
resentatives for both the Home- 
| stead Company and his own firm 
which manufactures metallic pack- 
ing and a liquid gasket. 

Many supply houses and steam 
specialty firms will remember Mr. 
Rhodes as the first representative 
'of the Homestead organization. 


Republic Steel Promotes 
Martin L. Hopkins 


| @ Martin L. Hopkins has been pro- 
|moted to assistant manager of 
| sales of the Bolt and Nut Division 
of Republic Steel Corporation, ac- 
cording to N. J. Clarke, vice presi- 
| dent in charge of sales. Frank P. 
| McEwen will continue as the other 
assistant in this division. 
In 1890 Mr. Hopkins became as- 
| sociated with the Union Rolling 
Mill Company which for many 
| years operated the only bar mills 
in the Cleveland territory. That 
company was later merged with 
|The Upson Nut Company and 
| Bourne-Fuller Co. in 1920, and Mr. 
Hopkins was elected Secretary of 
the combined companies. He re- 
| tained that title until the forma- 
tion of Republic Steel Corporation 
| in 1930. 


. 
Dan C. Swander, jr. Added 


to Columbian Vise Sales 
Department 


|@The Columbian: Vise & Mfg. 
|Company has appointed Dan C. 
| Swander, Jr. to its sales depart- 
| ment. 

Mr. Swander, since his gradua- 
tion from Dartmouth College in 
| 1935, has been serving his appren- 
ticeship in the factory. From now 
on his work will be largely in the 
sales department, and in the field, 
| where he will contact new ac- 
/counts as well as help develop 
older ones. 
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A. R. Smith, recently appointed gen- 


eral manager, Steel and Tubes, 
Incorporated, Elyria Division, Repub- 
lic Steel Corporation, Cleveland, Ohio. 
Steel and Tubes, Incorporated, has re- 
cently appointed L. M. Hogan district 
sales manager for the New York 
District. 





Skirm Joins Thermoid 


Rubber Sales Staff 


@ George W. Skirm has joined the 
sales staff of the Mechanical Goods 
Division of the Thermoid Rubber 
Company and is now contacting 
distributors in Indiana, Northern 
Kentucky and Western Ohio, his 
headquarters being in Indianapolis. 
Mr. Skirm, who was formerly with 
the Franklin Rubber Company, op- 
erates under the direction of 
Dwight L. Myers, Midwestern Sales 
Manager for Thermoid Rubber 
with headquarters in Chicago. 


Kuehn and Luedke of Milcor 
Elected to Inland Board 


@ At a meeting of the Board of 
Directors of the Inland Steel Com- 
pany of Chicago on October 28, 
Louis Kuehn and A. J. Luedke of 
the Milcor Steel Company were 
elected to the board (Milcor Steel 
Company became a wholly owned 
subsidiary of Inland Steel Com- 
pany on July 1, 1936). 








Aeroplane view of the entire plant of 
the Macklin Company, Jackson, 
Michigan, manufacturer of grinding 
wheels, including recent additions. 
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The C & L mark is the hall-mark of 
superior quality. It is a sign which 
every torch-buyer recognizes. Be- 
cause the reputation for years of re- 
liable service is behind the C & L 
name. And this reputation expe-. 
dites sales. 


Typical of fine C & L workmanship 
is the 325 Multi-Flame torch—a 
heavy-duty tool that has the com- 
plete approval of the industrial dis- 
tribution trade. It has all the 
sturdy qualities that have made 
C & L torches famous for years. 


Write for descriptive folder to the 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 


Makers of world’s largest-selling firepots 











DESMOND 


Grinding Wheel Dressers 
and Cutters 





We manufacture the only com- 
plete line of Dressers and Cutters 
—a line that enables you to fill 
every customer’s requirements. The 
Desmond line i; unconditionally 
guaranteed to give your customers 
complete satisfaction. 


Write to-day for our new catalog 
and discount sheet. 


The 


DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 


Headquarters for Dressers and Cutters 
for 30 Years 


| Company of 
seven years, during which time he | 
acquainted 
with the sheet metal business. In | 


Mr. Kuehn has been president 


| of Milcor Steel Company since its 


establishment. He was connected 
with the Berger Manufacturing 
“Canton, 
became __ thoroughly 
1896 he formed the La Crosse Steel 
Roofing and Corrugating Com- 
pany, and after six years came to 
Milwaukee to establish the Mil- 
waukee Ccorrugating 
(since July 1, 
Steel Company). 

Mr. Luedke took a position with 
the Milwaukee Corrugating Com- 
pany in 1906 after completing his 
education in the Milwaukee Public 


| Schools and the University of Wis- 
| consin. 


In 1905 he became secre- 
tary and assistant treasurer and 
in 1930 secretary and treasurer. 


Inland Purchases Mileor 


@®Milcor Steel Company, Milwau- 
kee, Wisconsin, became a com- 
pletely-owned subsidiary of Inland 
Steel Company, Chicago, effective 
July 1, 1936. All of the outstanding 
stock of the Mileor Company was 
purchased by the Inland Company 
for 59,000 shares of the capital 
stock of Inland Steel Company. 

No changes will be made in man- 
agement or operations. The present 
officers will continue to operate the 
company as a unit, in line with 
previous practices. 





veterans of the 


four 
Charles Bond organization of Phila- 


Presenting 


delphia. All four are past seventy, 
and actively engaged in Bond activi- 
ties. Standing are Charles Bond, pres- 
ident, John Grundy, vice president, 
Howard MacFern and Leonard Bass. 
On Thursday November 12, the Bond 
Quarter Century Club held the annual 
get together and dinner at the Benja- 
min Franklin Hotel, Philadelphia, 
where more than 30 members of this 
club who have been with the Bond or- 


| ganization more than 25 years were 


presen* for the occasion. 
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Ohio, for | 


Company | 
1930, the Milcor | 





THERE'S A DIFFERENCE 
IN CAP SCREWS 


@Though we manufacture them by the 


million, TRIPLEX 


full-finished Cap 
Screws are 


precision-made, perfection 
that is vital “on the job”. Heads are 
smoothly machined. Faces are “sized” 
and burnished for exact wrench fit. 
Under head they're washer-faced for 
100°; bearing. Bodies are held to 
micrometer accuracy for close fit. And 
you'll find perfect pitch and lead in 
the clean, sharp built-up rolled threads. 


It will pay you to write us today 
for a sample and price list. 


THE TRIPLEX SCREW CO. 
5307 Grant Ave., Cleveland, Ohio 


IPLEX 


Le SET SCREWS, BOLTS AND NUTS 
1905 (StranD 1936 


PROMOTE THE SALE 
OF 
HIGH QUALITY 
EQUIPMENT 


YOUR SALES FORCE 
CAN DO THIS 
BY 
OFFERING YOUR 
TRADE 
FLEXIBLE SHAFTS 
AND 
MACHINES 
MADE BY 
N. A. STRAND & CO. 
MAIN OFFICE 
AND FACTORY 
5001 — 5009 
NO. LINCOLN ST. 
CHICAGO 
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PRODUCTS 


Solid Woven White Cotton Belt- 
ing 

Solid Woven Waterproof Treated 
Belting 

Endless Woven Belts 

Harvester Webbing 

Sifter Brush Webbing 

Shoe Machine Webbing 

Bolting Cloth Webbing 

Apron Webbing 

Spindle Banding 

Linen Webbing 

Other webbing and belting spe- 
cialties 

* @ @ 


Globe Woven Products are 
sold thru Mill Supply distribu- 
tors. Write us for samples 
and prices. 


Globe Woven Belting Colne 


1390-1398 CLINTON 
BUFFALO 





NEW YORK 





ROBBINS & MYERS 





ELECTRIC HOISTS 
CRANES f i 
CHAIN HOISTS® <% 
TROLLEYS « WINCHES 


Write for our new “Bulletin 6161." It's 
full of hoist and crane information and 
model installations. 


ROBBINS & MYERS, Inc. 


HOIST & CRANE DIVISION 


SPRINGFIELD, OHIO 


Founded 1878 

















Hoyle Jones Now 
With Republic 


@ The appointment of Hoyle Jones 
as district sales manager with 
headquarters in Tulsa, Oklahoma, 
has been announced by N. J. Clarke, 
vice president in charge of sales 
of Republic Steel Corporation. This 
appointment fills the vacancy 


caused by the recent death of C. S. 
Powers, former district manager. 
Mr. Jones began his varied and 





HOYLE JONES 


active career in the steel and allied 
industries in 1904 with the United 
Zine and Chemical Company, with 
offices in his home town of Kansas 
City, Missouri. This company was 
later acquired by American Zinc 
Company and ‘in 1907 he was ap- 
pointed assistant manager with of- 
fices in Chicago. Jones went to St. 


| Those who do not know him well may 
FANS * MOTORS ® HOISTS ® CRANES | 


some difficulty in recognizing 
H. Irwin, Yale and Towne’s 
Chicago district manager. 


have 
R. 
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Louis in 1908 as manager of the 
American Zinc Company where he 
remained until 1910 when he re- 
turned to Kansas City as secretary 
of Jacques Steel Company. 

In 1911 he started in business 
for himself as manufacturers’ 
agent. At the beginning of the 
war, he was appointed western dis- 
trict manager of sales of LaBelle 
Iron Works. Soon after this coun- 
try entered the war, his wide 
acquaintanceship with steel com- 
panies in the middle west was rec- 
ognized and he was commissioned 
Captain in the Ordnance Depart- 
ment of the United States Army. 
Jones was discharged from the 
army in 1919 and was president 
of the Superior Tube Company un- 
til just prior to his appointment 
as district sales manager of Re- 
public. 


Wall Card for Setting Up 

Polishing Wheels 
@A convenient, informative chart 
containing complete directions for 
setting up polishing wheels is being 
offered without charge by the Gen- 
eral Abrasive Company, Niagara 
Falls, New York. 

Punched to hang on the wall in 
the polishing room, the card briefly 
outlines the proper procedure for 
setting up polishing wheels. Points 
covered include correct proportion 
of glue to water; glue heating; 


| preparation of wheels preparatory 


| to gluing up; 





sizing of wheels; 
application of glue and abrasive; 
dry room temperature and humid- 
ity; operating speed and wheel 
pressure. 


W. R. Chapin, Atkins Re- 
search Director, Honored 
@® William R. Chapin has been hon- 
ored by the American Society for 
Metals with the Society’s highest 
honor, the Sauveur Award for 
Achievement, at the 1936 Metal 

Congress. 

Much of Mr. Chapin’s steel analy- 
sis and heat treatment research 
was made during his connection 
with E. C. Atkins and Company, 
which began in 1910, on heat 
treatment of Atkins Silver Steel 
Saws. One of his most important 
discoveries was in connection 
with the hardening of steel, fixing 
the critical temperature at which 
steel can be straightened most 
easily. 
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No. 220 CESCO 
WIDE VISION 
Combines impact pro- 
tection with the widest 
possible range of vision 





Build Business 


on a Line that Builds | 


REPUTATION 


The human eye is a delicate organ. Its pro- 
tection in industry does not end with mere 
strength of a goggle to resist impact. It 
merely begins there. That customers be well 
guided in their selection of goggles is im- 
portant. They appreciate’ it—particularly 
when they observe the results of the lack 
of such guidance. Some of the most favored 
mill supply houses attribute their reputations 
in part to the old reliable CESCO Line. 


CHICAGO EYE 
2329 Warren Bivd. 


SHIELD Co. 
CHICAGO, ILL. 


To be sure . . . sell them 


CESCO 











LIST 


HARRIS 
INDUSTRIAL 
PRODUCTS 


IN YOUR CATALOG 


TANKS All shapes and 


minum, stainless 


sizes—copper, alu- 
steel, monel, etc. 


COILS & BENDS {iV 


als and stainless steel. 


EXPANSION JOINTS °°", !2" 


pressure 


and vacuum. Copper, 4” to 60” diameter. 


FLOATS All Types. ©27e¢!:, {tk 


stainless steel, 


aluminum and other metals. 


an Pd 7c «(With d he s ket. | 
KETTLES a an without steam jacket 


metals Also copper brew 
kettles. 
Bushing bronze. Cored and solid 
HarBronz bars. In stock. 
DIPPERS Also measures, funnels and pails, 


in copper and stainless steel. 


Evaporators, heaters, coolers, brewing, evaporating, 


distilling and chemical apparatus 


ASK FOR ESTIMATES 


ARTHUR HARRIS & CO. 


Coppersmiths - Brass Founders 


210-218 N. Curtis St., Chicago, Ill 


Engineers 


In Business Fifty-two Years 


specifications. | 
All non-ferrous met- | 





steel can be 
easily. 

Following is the citation by Dr. 
Jay Jeffries: * “. His funda- 
mental work in connection with 
two-stage quenching of steel, 
which has explained many mys- 
teries of heat treatment results, 
has stimulated and guided many 
important researches, and has led 
to the clarification of theory and 
importance in practice of steel 
treating.” 

Mr. Chapin was born in Bellows 
Falls, Vermont, and educated at 
the Alabama State Normal College 
and the University of Alabama, 
where he specialized in chemistry. 
His work has helped save the steel 
industry and steel fabricators hun- 
dreds of thousands of dollars. 


straightened most 


Philadelphia Office 
for Stearns Magnetic 
Manufacturing Company 


@ The Stearns Magnetic Manufac- 
| turing Company, Milwaukee, Wis- 
consin, has opened a sales office 
in Philadelphia. James Whiting 
has been appointed manager, with 
headquarters at 369 Architects 
Building. 

Stearns manufactures a varied 
line of magnetic separators, mag- 
netic clutches, brakes, clutch-brake 
units, suspension and safety mag- 
nets, and other magnetic devices. 

The S. O. Otrich Company, 119 
New Montgomery Street, San Fran- 
cisco, Calif., has been appointed 
Stearns sales representative. 





Irving Whitehouse, new manager of 
sales promotion for Steel and Tubes, 
Incorporated, Cleveland, Ohio. 
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| orders for all kinds of vises. 


| Vises 
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Increase your 
Sales and Profits 
eee + With 


Columbian 


| . Maan EAE 
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These distinctive features of 
Columbian Malleable Iron 
Machinists’ Vises help to make 
repeat orders easy. 


Columbian’s Complete Line 
makes it easier to get more 


The Columbian Vise & Mfg. Co. 
9019 Bessemer Avenue 
Cleveland, Ohio 















A good deal 


When You Buy Fitler Rope 


The shrewd buyer specifies 
Fitler for superior Manila 















Rope—and receives a good 
deal of extra service and 
economy. 


Look for the 
Blue & Yellow 
Trademark Reg. 
U. 8. Pat. Of 

fice No. 245091 


A Rope For Every Requirement 


Manila Rope 
Bolt Rope 
Hoisting Rope 
Transmission Rope 
Tarred Hemp Cordage 
Sisal Rope 
Drilling Cables 


THE EDWIN A. FITLER CO. 


Philadelphia Cordage Works 
Established 1804 

NEW YORK 

CHICAGO 


NEW ORLEANS 
HOUSTON 
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Belting — 

The most economical belt for — 

conveying fruits and other food oon 

products. For full particulars, ‘eens 
address . . . NE = 
Ree 


VICTOR BALATA AND TEXTILE 
BELTING COMRANKY 


53 Park Place - 
345 West Hubbard St - 


NEW YORK 
CHICAGO 


FACTORIES PSASTOM, PENMNMSVIVONIO 
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Model KOP 
Pop Safety Vaive 


we 


t repeat orders. 
“LONERGAN" is 
@ century of manufacturing experi- 
ence in the steam specialty field. 


f the name more 


than a half 


300 


Specialties 
for 
Power Plants 
Standard 
since 1872 


@ Have you our latest 
catalogue in your file? 


J. E. LONERGAN CO. 
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Our photographer out on the firing 
line catches a distributor’s salesman 


making the rounds. F. Blair Klepper, 
Theo C. Ulmer Incorporated, Phila- 
delphia, with William H. Ottemiller 
of the William H. Ottemiller Com- 
pany in York, Pennsylvania. 


Detroit Branch of D. P. 
Brown Company Moves 


®The Detroit, Michigan branch of 
the D. P. Brown and Company has 
moved its headquarters from 1440 
Times Square to a new building 
located at 516 Howard Street. 
Oscar Pharis, secretary and treas- 
urer, is manager of the Detroit 
branch, 


Hagen Combustion 
Has New Representative 
@ Growing sales possibilities in the 
South for combustion control equip- 
ment, and for scientific treatment 
of water in ‘steam boilers have re- 
sulted in the formation of a new 
firm by Joseph W. Eshelman of 
Birmingham, Alabama. The new 
firm, to be known as Eshelman and 
Potter, Incorporated, will specia!- 
ize in power plant equipment in- 
volving control apparatus, water 
conditioning and power plant spe- 
cialties. EEshelman’s associate will 
be Mr. J. T. Potter, of the staff of 
Hall Laboratories, Pittsburgh, 
Pennsylvania, whom Eshelman rep- 





C. M. Ballard, vice-president Wil- 
liamsport Wire Rope Company, looks 
up in time to be snapped by the can- 
| did camera. 


MILL SUPPLIES © DECEMBER 1936 


resents in water conditioning. 
Mr. Eshelman represents not 
only the chemical phase of boiler 
water treatment as carried out in 
more than one thousand plants to- 
day by Hall Laboratories, but also 


| the combustion control equipment 
| designed and manufactured by Ha- 
' gan Corporation of Pittsburgh. 


with which Hall Laboratories is 
associated. The territory in which 
the new firm will intensify its 
water conditioning work comprises 
Alabama, Tennessee, Georgia, Mis- 
sissippi, and Louisiana. Sales and 
service work for Hagan Automatic 
Combustion Control will be carried 
on in all of the above states, as 


| well as North and South Carolina. 











| Walter K. Miller, president of the 





| Steel Company. 


Advance Car Mover Company, Incor- 
porated, gives the “once over” to a 
mover just turned out in _ this 
company’s modern plant in Appleton, 
Wisconsin. A portion of the “daylight” 
plant provides a background for the 
picture. 


Inland Steel Announces 
Appointments 


@Peter M. Lorenz has been ap- 
pointed by Inland Steel Company, 
Chicago, as district sales manager 
of the St. Louis office. Frederick 
A. Ernst has been designated as 
assistant manager. 

Mr. Lorenz came with the Inland 
Steel Company in 1910. During 
the War he served in the United 


| States Ordnance Department and 


from 1919 to 1921 was in charge 
of the Detroit office of the Inland 
Since then he has 


| been with the Chicago sales force. 


Mr. Ernst first entered the steel 
industry in 1914 with the Trum- 
bull Steel Company. After that he 
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Famous 


“ATLAS” 


When ordering car movers, 
specify the "ATLAS", known for 


its superior power, speed, effi- 
ciency and dependability. Sold 
by all reliable distributors. You 


are not making a mistake when 
buying and using an “ATLAS”. 
Satisfaction is assured. 


APPLETON-ATLAS CAR 


MOVER CORPORATION 
2947 North 30th St., Milwaukee, Wis. 


(Formerly the Appleton Car Mover Co. of 
Appleton, Wis.) 

















A Utility Oiler 
of Many Uses 





A precision oiler which will find a thousand 
and one uses in shops and factories. A 
highly efficient, yet simple, pumping mech- 
anism is controlled by trigger action to 
allow delivery of a drop or a stream of oil 


from % inch to 25 feet. Seamless drawn 
brass body, beaded to provide firm, comfort- 
able grip. Easily filled. Easily operated. 
Also available with flexible spout at slight 
additional cost. Distributors—Write for in- 
formation and catalog pages. 


EAGLE 


MANUFACTURING CO. 
WELLSBURG W. VA. 
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| Bill 





Hoffman, Maddock and Com- 


| pany, purchasing agent in company of 
| a group of manufacturers men; D. 
| Moffat, L. S. Starrett Company, Bill 
| Hoffman, C. J. Seibel, Dumore Com- 
| pany, Lee Fluke, manufacturers’ rep- 
resentative, G. L. Hunt, Armstrong 

| Brothers Tocl Company, all of Phila- 


delphia. 


was with Falcon Steel Company, 
Granite Steel Company, then the 
Columbia Steel Company. In 1928 
he became associated with the St. 
Louis office of the Inland Steel 
Company. 


Chi-Namel Appoints Wilson 
Assistant Sales Manager 


@The Chi-Namel Paint and Var- 
nish Company, Chicago, Illinois, an- 


nounces the appointment of Rex B. | 


| Wilson as assistant sales manager. 


Mr. Wilson has been a salesman for 
the company for the past two years, 


| MR. DISTRIBUTOR: 
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Put this up to YOUR 


Customer— 









“MARVEL” 


Ball Bearing 
Portable 


ELECTRIC BLOWER 


@ Keep your ELECTRIC MOTORS and WOOD-' 
WORKING and OTHER MACHINERY free from 
dust, dirt, chips and sawdust, greatly reducing your 
motor troubles, wear and tear, and also the ever- 
present FIRE HAZARD. 


Order one on 10 DAYS' TRIAL, and test it in 
your own plant. Give VOLTAGE of your Lighting 


| Circuit. 


| 





and in his new position will super- | 


vise all field activities. 


Peninsular Steel Names 
Littleton 


@ The Peninsular Steel Company, | 


Cleveland, has announced the ap- 
pointment of J. E. Littleton as its 


district representative in the Co- | 


lumbus, Ohio, territory. 


Mr. Littleton will be located in | 


the Columbia Building, 
Gay Street. 


35 East 


Chain Products Changes 
Name 


® The Chain Products Company of 


| Cleveland, Ohio, has changed_ its 


name to The Hodell Chain Com- 
pany, in order to closer associate 
the corporate title with their 


| products which are branded “Hodell 


Chains.” 


This change of name will not in- | 
volve any other changes whatsoever, 


in product, personnel, officers, or 
policies. 
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Write for Catalog on our 
Exhaust Blowers and Ventilat- 
ing Fans. 

Model No. 2, $35.00 
(Reduced from $45.00) 






use in more than 
8,000 industrial 
plants. 


ELECTRIC BLOWER COMPANY 


352 ATLANTIC AVENUE BOSTON 9, MASS., U.S.A 





Better REsuLTs 


Experienced help does faster 
work and the novice does better 
work with Gardiner 


Flux-Filled 
Solder 
— 
cause of 
its high 
quality 
and uni- 
formity. 
Furn- 
ished with 
acidor 
rosincores 
in various 
alloys and 
gauges. 
Sells for 
less than ordinary and "nameless" 
solders. 








For Sale in 1, 5 and 
20 Pound Spools. 


Gardiner also produces a com- 
plete line of bar, solid wire, drop 
and pellet solders and babbitts. 


Write for prices and complete 
information. 








lardiner . =z 


iM ETAL CO. 974 





a 
A SL 


4833 So. Campbell Ave., Chicago, Ill. 


129 

















Index to Advertisers 


Advance Car Mover Co..... 
Ahlberg Bearing Co 
Alemite 
Allen Mfg. 
OT are 
American Chain Co., 
Back Cover 

American Pulley Co......54-55 
American Saw & Mfg. Co... 80 
Appleton-Atlas Car Mover 

Pee ry ee 129 
Armour Sand Paper Works. 79 
Armstrong-Blum Mfg. Co... 90 
Armstrong Bros. Tool Co... 76 
Arro Expansion Bolt Co.....115 
Atkins & Co., E. C 66 


Barnes Co., 
Beaver Pipe Tools, 

Inside Front Cover 
3elmont Packing & Rubber 

Co. 

Black & Decker........... 57 
3ristol Co 25 
Brown & Sharpe Mfg. Co... 84 


Calder Co., Geo. H 
Card Mfg. Co., S. W f 
Chicago Eye Shield Co..... 127 
Chicago Pulley & Shafting 
Co. 

Chicago Rawhide Mfg. Co..118 
Clayton & Lambert Mfg. Co..125 
TS eee eee 104 
Cleveland Cap Screw Co....112 
Cleveland File Co.......... 43 
Cleveland Twist Drill Co.... 
Cling Surface Co 
Clipper Belt Lacer Co., 

Front Cover 
Clover Mie. Ces... ..cesccs 104 
Coffing Hoist Co 
Columbian Vise & Mfg. Co..127 
Columbus-MecKinnon Chain 


NS reer 123 
Dart Mfg. Co., EB. M....... 114 
Dayton Rubber Mfg. Co..... 39 
ee Se. CM ic cacweacen 58 
Deming Co 88 
Desmond-Stephan Mfg. Co..125 
Dixon Crucible Co., Joseph.. 94 
Dixon Valve & Coupling Co..8-9 
Dockson Co., C. 

Dodge Mfg. Corp 

Donnelly & Sons, Co., R. 


Eagle Mfg. Co 
Electric Blower Co 
Electric Hose & Rubber Co.. 





Factory Management & 
Maintenance 

Fitler Co., Edwin H 

Flexible Steel Lacing Co.... 


Gardiner Metal Co......... 129 
Gilmer Co., L. 69 
Globe Woven Belting Co... .1! 

Goodrich Co., B. F 2 
Greenfield Tap & Die Corp.. .112 


Harper Co., 

Harris & Co., Arthur...... 127 
Hayes File Co 

Hewitt Rubber Corp 

Hygrade Sylvania Corp..... 60 


Imperial Brass Mfg. Co..... 83 

Indianapolis Brush & Broom 
Co. 

Industrial 
Bureau 


Supply 


pe 59 
Johnson Bronze Co 89 
Jones & Laughlin Steel Corp. 53 


Keasbey & Mattison Co..... 93 
Kennedy Valve Mfg. Co..... 91 


Laminated Shim Co 
Lansing Co 
Lonergan Co., 
Lufkin Rule Co 
Lunkenheimer Co 


Manhattan Rubber Mfg. Div. 
of Raybestos - Manhattan, 
Inc. 

Manheim Mfg. 

Co. 

McGill Mfg. Co 

McKay Co 

Medart C 

Milwaukee Brush Mfg. Co... 

Morse Twist Drill & Ma- 
chine C 


National Fan & Blower Co..113 
National Twist Drill & Tool 
Co. 100, 108 
Nicholson File Co., 
Inside Back Cover 


Ohlen-Bishop Co........... 124 
Osborn Mfg. Co 


Oster Mfg. Co 
Ottemiller Co., Wm. H...... 122 


Page Steel & Wire Div., 
Back Cover 
Parker-Kalon Corp 
Phosphor Bronze 
Co. 
Pittsburgh Plate Glass Co... 
Powell Co., Wm 
Power Transmission Council 63 


Quincy Compressor Co...... 82 


Republic Rubber Co 

Republic Steel Corp 

Ridge Tool Co 

Robbins & Myers 

Roper Corp., George D 

Russell, Burdsall & Ward 
Bolt & Nut Co 


“a Equipment Service 
0. 

Saylor Beall Mfg. Co 
Sherman Mfg. Co., H. B..... 
Shovel-Barrow Co 

Simonds Saw & Steel Co..... 
Skinner Co., M. B 

S K F Industries 

Standard Pressed Steel Co... 
Starrett Co., L. S 

Strand & Co., N. A 


Thermoid Rubber Co 
Trimont Mfg. Co 
Triplex Screw Co.......... 125 


Upson Nut Division (Repub- 
ee Fe CGR) «as cece 85 


Van Dorn Electric Tool Co... 10 
Victor Balata & Textile Belt- 
a ee ee ee 128 
Vincent Steel Process Co... .115 
Vogt Machine Co., Henry... 6 


Watson-Stillman Co 

Wells Mfg. Corp 

Wickwire Spencer Steel Co.. 
Williams & Co., J. 

Winter Brothers Co.... 
Wood’s Sons Co., T. B 


Yale & Towne Mfg. Co..... 
Yarnall Waring Co......... 





MILL SUPPLIES © DECEMBER 1936 














